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Only 250 persons have incomes 
in excess of $20,000 a year after 
taxes in Britain. The population is 
50 million. 

* 


* * 


It’s any man’s guess what the 
total output of cars and trucks will 
be this year. 

What’s yours? 

7 


Another reminder: Total auto- 
motive taxes per unit last year 
were $81, This compares with $77 
in the preceding year and $51 
in 1939. 


* * 


* * 


Business failures in the week 
ended June 30 were down to 177 
from 196 in the preceding week. In 
the same week a year ago they 
totaled 103, according to Dun & 
Bradstreet. 

. 


Is it possible that Russia’s par- 
ticipation in the four-power meet- 
ing in Paris was first, last and 
always, a face-saving gesture for 
the Berlin bungle, rather than a 
constructive move toward a real 
peace? 


* * 


* 


Autos a Leader 
Don’t let your customers forget 
the importance of the auto indus- 
try in easing the transition of busi- 
ness to a more normal trend. 
Maybe they think of it primarily 
as the tractor that has pulled busi- 
ness out of the mires of previous 
dips in commerce. 
* 


* * 


* * 


Caution on Shows 

John E. Raine, general manager 
of the Automotive Trade Assn. of 
Virginia, warns that several high- 
powered promotion men are calling 
on dealers in various counties, 
suggesting they stage auto shows 
and offering attractive induce- 
ments. 


Raine says that most of such 
shows end in a flop and create 
more harm than good. Cities where 
successful shows have been held in 
the past are not rushing into 
shows, says Raine. They are wait- 
ing until the time is ripe to con- 
duct shows which will provide 
both sales prospects and a profit. 


Production 
Automotive News Estimates 
U. S. Cars, Trucks 
140,588 


Last Prev. 1948 
Week Week Week 


For complete production totals 
by makes, see table, page 66. 


109,790 


94,139 


The Newspaper of the Industry 


Automotive 


Cars 


New-car registrations for four 
months, plus 43 states for May: 
1949 Pos. Make 1948 Pos. 

1—294,197 Chev. 286,068— 1 
2—286,557 Ford 157,948— 2 
38—171,618 Plym, 135,460— 3 
4—134,762 Buick 101,106— 4 
5— 99,768 Pontiac 95,235— 5 
6— 88,926 Olds. 72,134— 7 
i— 77,605 Dodge 89,549— 6 
8— 63,671 Stude. 56,007— 8 
9— 61,385 Mercury 37,805—138 
10— 58,087 Hudson 44,367—10 
li— 48,623 Nash 48,274— 9 
12— 44,202 Chrysler 43,089—11 
13— 35,728 Packard 27,482—16 
14— 35,170 DeSoto 32,895—14 
15— 30,629 Cadillac 20,157—17 
16— 21,680 Kaiser 42,567—12 
17— 16,055 Lincoln 7,319—20 
18— 10,052 Willys 11,468—18 
19— 9,273 Frazer 27,894—15 
20— 56,022 Crosley 9,749—19 
21— 2,811 Anglia-Pref. 77—22 
22— 1,070 Austin 3,294—21 
Total All Makes 
1,598,984 1,351,580 
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Sales Race 
Trucks 


New-truck registrations for four 
months, plus 42 states for May: 
1949 Pos. Make 1948 Pos. 

1—132,788 Chev. 121,154— 1 

2— 64,542—Ford 90,875— 2 

3— 44,645 Dodge 48,297— 4 

4— 36,110 Inter’l 55,914— 3 

5— 29,457 GMC 27,331— 6 

6— 21,748 Stude. 19,712— 7 

7— 16,709 Willys 29,155— 5 

8— 3,380 White 5,119— 8 

9— 2,442 Diam. T 4,459—10 
10— 2,382 Mack 4,452—11 
1l— 1,799 Reo 5,098— 9 
12— 1,430 Divco 2,541—12 
18— #790 Autocar 1,196—15 
14— 622 Brockway 1,386—14 
15— 599 Federal 2,197—13 
16— 473 Crosley 1,073—16 
17— 174 FWD 370—17 
18— 154 Kenworth 155—19 
19— 84 Sterling 208—18 

Total All Makes 
361,820 422,025 





For further details see page 26, today’s issue. 


Strong New-Car Sales 
Seen in Latest Reports 


By Bob Gordon 
Associate Editor 

FF TO a slow start due to the 

extended holiday weekend, 
new-car sales in July are never- 
theless expected to set a fast pace 
for what could well be the top 
selling month of the year. 


Beginning in March, every suc- 
ceeding month has seen a new 
postwar selling record estab- 
lished. 

The official leader so far is April, 


Fish Appointed 
Chief of Sales 
At Chevrolet 


ETROIT.—W. E. Fish was ap- 
pointed general sales manager 
of Chevrolet last week. 

General Manager T. H. Keating, 
who himself held 
this post since 
1945 and recently 
was made head of 
the entire Chev- 
rolet division, 
named Fish, who 
served as assist- 
ant general sales 
manager under 
him, to take over 
full sales respon- 
sibilities. 

Fish, a native 
of Pittsburgh and a graduate of the 
University of Pittsburgh, is a vet- 
eran in Chevrolet, having joined the 
organization in September, 1931, as 
truck and fleet representative in 
the Pittsburgh zone. In 1933, he 
was appointed manager of the na- 
tional truck department and has 
been in the Detroit central office 
ever since, 
assistant general 
occurred in 1944. 


W. E, Fish 


sales manager 


His appointment as/| 


|although May is certain to pass 
April when the final computation 
is completed. 

New-car sales in April totaled 
390,932 units. This established the 
month as the 12th-best selling 
month since the industry began 
keeping records of registrations. 

* * + 
MA, was an even better period. 
With 43 states reported, the 
total is 322,799 new cars sold. The 
remaining six states should hike 
the total for the month to approxi- 
mately 435,000 new cars sold. 

Whether or not new-car sales 
in June surpassed the May total 
is still being determined by sta- 
tisticians. Reports from various 
urban areas indicate that new- 
car sales were either near or 
above May figures and lend sup- 
port to the belief that June was 
a better month than May. 

For instance, June new-car sales 
in Franklin county (Columbus), 
O., totaled 1,789 units, compared 
with 1,652 in May and 1,010 in June, 
1948. 





* * 


- IS significant that sales were 
stronger in the last half of the 
month than they were in the first 
15 days of June in Franklin county. 
Sales in the last half numbered 979 
new cars, against 810 sold in the 
first 15 days of June. 

On the other hand, June sales in 
Houston, Tex., and Lincoln, Neb., 
were slightly lower than in May. 

In Houston, 2.104 new cars 
were sold in June while in May 
the figure was 2,242. Even so, 
June’s total was far above the 
same month last year when 1,346 
new cars were sold, 

New-car sales in Lancaster coun- 
ty (Lincoln), Neb., dipped to 319 
in June from 393 in May. 

Cleveland’s new-car sales report 

(Continued on Page 59, Col. 1) 
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Volume in Used Cars: « 
Expected to Hold Up; © 


Prices Continue Down 


Survey Indicates Psychological Upswing With the End 
Of Regulation W, but No General Move 
To Relax Credit Terms 


A LIVELY selective-type demand 
will characterize the used-car 
market for at least another two 
months, according to cross-country 
reports in an Automotive News sur- 
vey last week. 

Spurred in some instances by the 
demise of Regulation W, volume in 
most .reporting centers failed to 
bear out the gloomy prophecies of 
a post-Fourth of July collapse. 


Some saw Labor Day as a 
probable turning-point time. Con- 
sumer interest on a bargain-shop- 
ping basis was expected to keep 
the majority of used-car opera- 
tors busy through the summer 
days and into autumn, 

However, the survey found that 
declining prices were the rule, with 
prewar cheapies off as much as 
$100 from the Decoration day 
levels. Postwar model prices were 


firm. 
+ + 


* 
prourtTs OF JULY upswings in 
business were reported from 
such scattered cities as Chicago, 
Boston, Seattle, Denver, Philadel- 
phia, Atlanta, and Detroit. 

What some dealers described as 
a “psychological effect” was prov- 
ing a stimulant to sales in some 
areas following the fold-up of Reg- 


Prices Steady 


DETROIT.—The Aptco auction 
sale on Wednesday produced a 
“surprisingly” good turnover in 
view of pessimistic post-holiday 
predictions, reported Sain Good- 
man, proprietor. Prices held 
steady, he said, predicting firm 
volume and price levels until 
Labor day. 


ulation W. There was no rush, how- 
ever, to reinstate easier terms on 
used vehicles as banks and finance 
companies held out against over- 
extended credit practices. 

No positive trend showed up on 
credit loosening. Some Denver 
dealers were offering cars at $5 
down payments over the holiday. 
On the other hand, most dealers 


were holding to a third down and 
24 months. 

Bargain hunters were plaguing 
salesmen in every area. Expensive 
late prewars were having a hard 
time universally, with some opera- 
tors forecasting softer credit first 
on these items. 

* s * 
Philadelphia 
OST used-car dealers in Quak- 
ertown report definite increase 
in business immediately preceeding 
(Continued on Page 65, Col, 1) 


Market Balance 
Put at 30 Million 


Postwar Cars 


By Jack Weed 


T WILL take at least two more 
years of continued heavy pro- 
duction to bring the total of post- 
war cars to the level manufactur- 
ers feel it should be before there 
is a lull in the market, D. A. Wal- 
lace, president of 
Chrysler Sales di- 
vision, said at a 
press conference 

last week. 
He used this 

reasoning: 
‘Until we reach 
a level of be- 
tween 30,000,000 
to 35,000,000 post- 
war cars on the 
road, we won’t be 
D. A. Wallace back to a com- 
parative cycle of supply and de- 





Picture on Page 2 


mand such as prevailed before the 
war.” 

Wallace pointed out that there 
are 12,000,000 cars 10 years old or 
more, that are in need of imme- 
diate replacement, and that eventu- 

(Continued on Page 63, Col, 1) 


27,500 Vehicles a Day 


By Bernie Thomas 

Associate Editor 
AUTOMOTIVE plants in this 
| country built cars and trucks at 
a rate of 27,500 daily last week, but 
observance of Independence day 
held output to 109,790 vehicles. 

With heat strikes also hamper- 
ing schedules, the industry built 
in the four days an estimated 





Chrysler Lines Make Quiet Bow With Lower haak 


WyztHouT FANFARE, Chrysler 
Corp. is giving its entire line of 
passenger cars—Plymouth, Dodge, 
DeSoto and Chrysler—a new, lower 
look. 

Through new spring suspen- 
sion, both front and rear, Chrys- 
ler cars are, in fact, substantially 
lower. 

In appearance, they look wider, 
too. The new, low look hit the 
Streets almost a month ago. 


Chrysler engineers, AUTOMOTIVE 
News learned, have achieved a 
lower center of gravity for the cor- 
poration’s postwar cars by cutting 
the coil in front springs and 
slightly flattening the arc in rear 
springs. 

In addition, improved shock ab- 
sorbers are employed. 
* + * 

THe result, according to dealers, 

has been to give the cars a 


more streamlined appearance, soft- 
ening the rear-end bulge. 
Actually, the cars have been 
lowered by about an inch in front 
and an inch-and-a-half in the 
rear. However, this change, along 


In This Issue 


Registrations, Prices 
Used-Car Auctions 
Production by Makes ......... 


with a lowering of the orna- 
mental molding, has the effect of 
making the cars seem much 
lower. 

Chrysler dealers are reported to 
have greeted the change with over- 
whelming approval. 

Also, it is said, the lower center 
of gravity achieved by the engi- 
neering change reduces tendency 
toward tire squeal on sharp turns. 





But Holiday Cuts Week’s Output to 109,790; 
2% Millionth Car of Year Built 


90,563 cars and 19,227 trucks. Car 
output sent U.S. production thus 
far this year in that category 
over the 2,500,000 mark. 

Last week’s effort compared with 
a previous full week’s production 
of 115,538 cars and 25,050 trucks— 
a total of 140,588 units. Although at 
a postwar high level, that total was 
also adversely affected by heat 
shutdowns. 

If the weatherman made good a 
promise of some respite from the 
prolonged heat wave, it appeared 
that this week’s U.S. vehicle out- 
put would crawl back to the 140,000 
vicinity, 


7 * . 

[NTERRUPTED again last week 
by heat walkouts were Hud- 
son, Nash, Briggs, Packard and 
nearly all divisions of the Chrysler 
Corp. Packard was also _ shut 

Thursday by a plantwide strike. 
Last Tuesday, for example, an 
estimated 25,000 workers went 


home from Hudson, Briggs and 
(Continued on Page 66, Col, 3) 
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New in Auto World 


Don’t Play Up One Operation .. . 


Strive for Balance, 
Dealers Are Urged 


Eprror’s Nore: This is_ the 
fourth in a series of articles on 
the fundamentals of dealer busi- 
ness management: 


By J. B. Van Tassel 


HICH of the following activi- 

ties in your business are the 
most important to you: New-car 
sales, used-car sales, parts, acces- 
sories, labor, lubrication, etc., con- 
trol of finance, expenses, cost of 
sales and gross profits; customer 
relations, employer relations, train- 
ing program for salesmen and 
mechanics? 

I don’t know what your answer 
is, but my answer as an auto- 
mobile dealer would be every 
one of them. In order to make 
the most money in this business 
you have to constantly keep on 
top of everything that goes on 
in your business. You just can’t 
expect to make the most money 
from your business when you 
give the major part of your time 
to that particular activity that 
you know and like best. 

It is only natural for a dealer 
who has come up to the top 
through the new-car department 
as a new-car salesman, sales man- 
ager, etc., to want to continue his 
major interest in his first love. 
The same goes for the dealer who 
came up through the service de- 
partment or the used-car depart- 
ment or through the business man- 
agement department of the fac- 
tory. 

* * * 
Ts AMOUNT of net profit your 
business produces for you de- 
pends largely on the time you as 
the dealer or the general manager 
take in every activity of your busi- 
ness. These activities will not run 


Lyon Corp. Loses 
Judgment Over 
White-Wall Rings 


DETROIT.—An engineer, who 
contends he is the inventor of the 
white sidewall tire rings, won a 
jury verdict of $328,000 against 
Lyon Corp. and two of its officers 
here last week, 

_Robert S. Grimshaw sued the 
firm, George A. Lyon, president, 
and Charles B. Aske jr., manufac- 
turer’s agent now employed by 
Lyon. 

Grimshaw charged that under a 
contract with Aske he was to re- 
ceive two cents for each tire ring 
sold. He charged fraud, breach of 
contract and misrepresentation and 
asked $3,050,000 under the contract 
as well as $3,000,000 for damages. 

Defense motions for a new trial 
will be decided by Judge Thomas 
F. Maher on Aug. 8, when he will 
determine whether to set aside the 
jury verdict and award the plain- 
tiff a different sum. 


OLD AND NEW CADILLACS MEET—A 1910 
Cadillac Model 30, handmade to exact fac- 
tory specifications, is compared with a new 
Cadillac Series 62 sedan by W. |. Buffington, 
Inglewood (Calif.) Cadiliac-Pontiac dealer, 
who makes a hobby of miniature car models. 


successfully by themselves. They 


all must have management super- | 
vision every day. Don’t wait until 


one of the activities is in trouble 
before you give it your personal 
attention in trying to straighten 
it out. 

Here are some suggestions for 
supervising, managing and 


dealer or the general manager: 


First of all, be sure you have 
the right man on the right job 
in the management of each and 
every activity in your business. 
By the right man on the right 
job I mean a department head 
who does not have to run to the 
boss with every little detail prob- 
lem, a man who can assume a 
reasonable amount of authority 
and get along with customers 
and the people who work under 
him, a man who is profit-minded 
as well as sales-minded. 


This is a good example of what 


I mean: In your stockroom de- 
partment, the manager may know 
the stock numbers backwards and 
forwards, know the prices and dis- 
counts by memory but he may not 
know how to get along with the 


customers and the people who work | 


for him. And ne may not know 
much about merchandising and 
selling. Thus, he would not be 
qualified for the job as manager of 
the stockroom department. 
* * + 

fo THE service department, the 

service manager may know all 
the answers to the technical me- 
chanical problems of the car and 
engine and he may make a good 
shop foreman, but is he a mer- 
chandiser and a good checker of 
‘he results produced by each em- 
ploye in his department? 


Does he know how to properly 
manage money, manpower, and 
merchandise and follow through 
on customers service satisfaction 
and good will and keep a steady 
profitable flow of service traffic 
through the shop? 

Is the new-car sales manager 
@ manager and a checker of sales 
activities or is he just a master 
salesman? Is he capable of go- 

(Continued on Page 61, Col, 1) 


Buyer’s Market 
By October, 
Ford Predicts 


LONDON. — Henry Ford II ex- 
pects that by the last quarter of 
this year the auto industry in the 
U. S. will have “definitely” swung 
over to a buyer’s market. 

The Ford Motor Co. president 
made the prediction at a press con- 
ference after arriving here on a 
business trip. 

The U. S. economy, he said, is 
not passing through a “recession 





so much as through an adjust- 


ment” to normal. 

Pointing out that U. S. demand 
for British cars had slumped in 
the past few months, Ford said 
that 5,000 British-made Fords still 
remained unsold in the States. 
Seven thousand of the Anglia and 
Prefect models have been sold to 
American buyers in the past year, 
he said. 

He expressed confidence, how- 
ever, that a market for British 


cars would remain in America, if | 
a smaller proportion than hitherto | 


in the postwar period. 


Ford, here to inspect plans for | 


a new British Ford model, said it 


would compare with any non-lux- | 
ury British car on the road at pres- | 


ent. He declined further comment 
on the projected new car. 

Ford was expected to return to 
Detroit this week after visits to 
Scotland and Paris. He was ac- 
companied by his wife and Allan 
Merrell, his assistant, and Mrs. 
Merrell, 


Peaceful Canada 


OTTAWA.—No time was lost in 
labor disputes during May in its 
automobile and parts manufactur- 
ing industry, Canadian officials 
report. 


the | 
checking of these activities by the | 


manager. The Ho 


DeSOTO STATION WAGON COMES OFF 
wagon has been announced by J. 


OLDS HOLIDAY COUPE IS IN PRODUCTION—The firm's newest model has the styling 
of the Series 98 Deluxe convertible coupe, plus the comfort and safety of a closed J 
model. A new curved glass rear window provides greater visibility than can be found in 
any other body style in the Futuramic Oldsmobile line, according to S. E. Skinner, general 

liday coupe is powered by Oldsmobile's high-compression Rocket engine 
| and is equipped with GM's Hydra-Matic drive transmission. 


LINE—Production of the new DeSoto station 


B. Wagstaff, DeSoto's sales vice-president. This newest 


addition to the line seats up to nine passengers. The two rear seats are removable, pro- 


doors ma 





viding aaeees space which can be increased more by 

e getting in and out easy. A stationary section of the second seat folds down 
for convenient entrance to the rear seat. Select white ash is used to frame steel door 
panels, which are grained to resemble wood, the company states. Seats and interior are 


lowering the tailgate. Four wide 


trimmed in long-wearing plastic fabric, it adds. The factory retail price at the factory in 


Detroit is $2,805. 


TAKEN TO WATER, BUT DOES NOT DRINK —Alan Loofbourrow, 
| Chrysler division, demonstrates the waterproof qualities of the Spitfire engine in the 
| 1949 Chrysler models by spraying a hose directly on the ignition system. Despite the stream 
of water, the engine did not miss a stroke and started easily again after it had been turned 


chief engineer of 


off, the company states. The only 1949 car with a waterproof ignition system, the Chrysler 
is practically impervious to the effects of rain, fog or splashing water on the engine's 


operation, it adds. The sparkplugs are completely protected by neoprene synthetic rubber 


covers and steel bowls, the wiring is neoprene covered and the distributor connections are 


| By Mac Gordon 

Associate Editor 

ws negotiations on the auto 
and steel labor fronts went 

forward last week minus any signs 

of early agreements. 

With the UAW-CIO convention 
now under way in Milwaukee, at- 
|}tention was focused on the lake- 
| side city for possible clues to forth- 
coming union strategy in the Ford 
|and Chrysler negotiations. 

Chrysler wage talks were ad- 
journed to July 20 after an ex- 
ploratory opening session last 
Wednesday. The Ford contract 
negotiations were slated to con- 
tinue on a daily basis beyond the 
July 15 contract expiration date. 

A July 16 strike deadline date 
was still looming, however, for the 
| steel industry in the wake of the 
|indefinite recessing of the U. S. 
| Steel negotiations with the CIO 
| United Steelworkers union. The 
company flatly rebuffed the union’s 
pension demands last week. 





| 
| 


+ * Ed 
REPORTS emanating from the 
Ford negotiations indicated that 
discussions of the union’s lengthy 
pension proposal were proceeding, 
| although the company has on three 


sealed with vinylite synthetic rubber caps. (Story on page |). 


Steel, Auto Strikes F seasonal 
As Pay Deadlocks Hold 


occasions served notice that it was 
not disposed to grant economic 
concessions of any sort this year. 

In turning down the_ union’s 
fourth-round pay program, Ford 
rate stabilization plan. Under this 
|but could be renegotiated if the 
government’s cost-of-living 
{went up or down by four points. 


The company proposal has been 
(Continued on Page 60, Col, 1) 





Gasoline Rises to Stop, 


| Oil Man Tells Senate 
WASHINGTON. — Gasoline 
| prices will not continue on the 
| upswing indefinitely, A. L, Nic- 
| kerson, director of the Socony- 
Vacuum Oil Co., Inc., New York, 
told a Senate banking and cur- 
| rency subcommittee on small 
| business last week. 
The subcommittee was trying 
| to find out why the American 
| motorist’s annual gas bill has 
increased $1,300,000,000 since 
| 1946. Nickerson also declined to 
| say whether gasoline prices 


would be reduced in the future. 


‘iis now being 
| exhibited in New 


body 


has suggested an 18-month wage | 
| present scales would be maintained | 


index | 





Olds’ Holiday 
Goes on Display 


In Five Cities 


LANSING. — Oldsmobile’s new 
Holiday coupe is now on public dis- 
play at several prominent locations 
in the nation, ac- — 
cording to G. R. 

Jones, general 
|sales manager of 
Oldsmobile. 

The new model, 
basically styled 
like the Series 98 
deluxe convertible 
coupe, but equip- 
ped with a per- 
manent steel top, 


G. R. Jones 


York, Atlantic City, Detroit, Chi- 
cago and Los Angeles, he an- 
nounced. 

Jones said that relatively few 
Holiday coupes have been produced 
to date, although the production 
schedule at the division’s main 
plant in Lansing calls for an in- 
creasing number from the assembly 
lines during July and the succeed- 
ing months, 

In addition to a rigid steel top 
which provides the safety and com- 
fort of a closed body style, the new 
Oldsmobile Holiday coupe offers 
several innovations, he explained. 
For example, the rear window, con- 
structed of curved glass, provides 
passengers in the rear seat more 
vision than ever before. 

Elimination of support posts at 
the sides of the Holiday coupe, be- 
tween the body and the rigid roof, 
gives the same unrestricted view 
found in convertibles. Moreover, 
the interior strikes a fresh note in 
automotive design made possible by 
the new solid steel top. 


Buick Riviera, 
DeSoto Wagon 
Are Priced 


RICES of the new Buick Riviera 

and DeSoto station wagon were 
disclosed last week, 

Advertised-delivered price at Flint 
for the Roadmaster Riviera is $3,- 
203. This figure includes federal 
tax and dealer delivery charges. 

The DeSoto Deluxe station wagon 
has a Detroit advertised-delivered 

tag of $2,979.25. DeSoto previously 
had posted a price of $2,210.50 on 
another Deluxe utility model — a 
Carry-All sedan. 

The Riviera price compares to 
$3,150 for the Roadmaster con- 

vertible. The Riviera features 
convertible-type side windows and 
a hard, fixed top. 

Standard equipment covered in 
the Riviera price includes Dyna- 
flow drive, a new sweep-spear side 
moulding, pushbutton controls for 
side windows, hydraulic valve lift- 
ers, backup lights, windshield 
washer, non-glare rear-view mirror 

and chrome wheel trim discs. 

Yet to be priced by DeSoto are 
an eight-passenger sedan and Su- 





| burban, both in the division’s Cus- 
| tom line. 


Average Repair 
Costs $12.44, 
AAA States 


WASHINGTON. — The average 
passenger-car repair expenditure at 
its contract garages amounts to 
| $12.44, according to a check just 


completed by the American Auto- 
mobile Assn. 

Of this amount, $6.87 goes for 
| parts and $5.57 for labor. Thus 
parts take up 55.2 percent of the 
| cost while labor is 44.8 peercent. 


| The survey was made by check- 
ing a number of contract garages. 
| The association warns that these 
averages are obtained from a lim- 
| ited number of repair orders and 
may vary. 





Wittmer Garage Burns 


| SABETHA, Kans.—The Wittmer 
| Motor Co. garage here was des- 
| troyed by fire June 22, when a large 
gasoline transport truck exploded 
when it was filling the storage 
tanks at the garage. Flames 
quickly levelled the building, also 
destroying a number of privately- 
| owned automobiles and several new 
cars. 
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Dealers tell me 


By John O. Munn 


(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 


ANY dealers are troubled with 

mechanics doing work on the 
side. They take advantage of the 
courtesy employe discount to buy 
parts at wholesale and then spend 
their holidays, Saturday afternoons 
and Sundays, in repairing customer 
cars at home. 

This problem was handled by a 
very experienced operator, who 
wants to remain anonymous, by 
writing a letter on this subject 
which was posted on the shop’s 
bulletin board. That it was effec- 
tive is evidenced by the fact that 
soon after it was posted, a round- 
robin was voluntarily circulated in 
the shop in which all employes 
agreed to desist from such prac- 
tices. 

It was signed by all the me- 
chanics, including the ones who 
had been doing work on the side. 

The results were not only instan- 
taneous, but have continued over 
a number of months since the 
action took place. 

Here is how the dealer told his 
side of the story to all of his em- 
ployes: 

“Dear Fellows: 

“I want to talk to each of you 
man-to-man about a matter that 
affects the very fundamentals of 
our business. 

“Loyalty is the most priceless 
thing we have to give or to receive. 
Without loyalty on my part to you, 
and from your part to me, this 
business camnot possibly be pros- 
perous or survive. I am sure each 
of you knows that the writer has 
always done everything possible for 
you, and for the most part I am 
sure that each of you is recipro- 
cating. 

“However, instances 


in those 


Virginia Assn. 
Hopes to Lower 


Theft Insurance 


RICHMOND, Va.—Following its 
efforts in reducing Virginia work- 
man’s compensation rates, the Au- 
tomotive Trade Assn. of Virginia 
is now working for a reduction in 
auto dealer theft insurance rates. 

The association has mailed a let- 
ter to the Virginia insurance rat- 
ing bureau, asserting that the rates 
in the state are unfair in compari- 
son with other state’s payments. 
The letter was signed by John E. 
Raine, association general man- 
ager. 

The ATAV pointed out that its 
members are charged $1 per every 
$100 value of dealer’s stock and 
wrote: 

“In most states along the At- 
lantic seaboard, the rate for this 
same coverage, issued by the same 
companies, is only 25 cents and 
there is no justification for Vir- 
ginia dealers being charged four 
times as much.” 

While the association does not 
expect rate cuts to match the 25- 
cent scale of other states, it is 
hopeful that the rates will be re- 
duced by 50 percent or more. 


Robertson Elected 


OTTAWA.—H. D. Robertson, of 
Halifax, has been elected president 
of the Nova Scotia Automobile 
Dealers Assn. of Canada. 
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which might be open to question, 
I think you are making a mistake 
of the mind and not of the heart. 
When anyone fails to give complete 
cooperation and loyalty, then our 
whole organization cannot help but 


suffer. 
* + * 


Discount Policy 


“a: HAS always been our policy, 
and still is, to allow any em- 
ploye 30 percent discount on all 
parts and accessories needed on 
their own personal cars, together 
with 30 percent discount on all 
labor charges. In addition to the 
foregoing we allow a most liberal 
discount on the purchase of new 
cars. 

“When any of you buy parts at 
a discount and resell them to some 
individual on the outside, and do 
repair work on the outside, you are 
stabbing me squarely in the back 
and twisting the knife at the same 
time—which, let me tell you, hurts 
no end. 

“For each of you, we have in- 
vested in plant and machinery 
between $5,000 and $6,000 and you 
know full well that our shop is 
thoroughly modern, up-to-date 
with the finest and best equip- 
ment available. I have all I can 
do to meet legitimate competition 
without having to worry about 
competition within my own or- 
ganization, and permit me~to 
further enlighten you that the 
operation of any business today 
has altogether too many worries 
without having to contend with 
things mentioned above, 

“Now, boys, I am not going to 
tell you that you have to do any- 
thing. If I receive your undivided 
loyalty, which I insist that I am 
entitled to, it must be voluntary 
on your part. You must want to 
do it. If you will only subscribe 
to the teachings of the Golden Rule 
at all times, I will personally guar- 
antee that your worries and mine 
will be held to the minimum, 

“Thank you very much for your 
wholehearted cooperation.” 


U.S. Court Frees 
Collection Agents 


Of Dyer Charges 


DENVER.—In one of the first 
cases of its kind in the country, a 
U.S, district court jury sitting in 
Alexandria, La., last week acquitted 
a Denver collection agency owner 
and his assistant of Dyer act 
charges stemming from their re- 
moval of a mortgaged car from 
Louisiana to Denver. 

The two men, who were freed of 
charges of transporting a stolen 
car across state lines, are Charles 
S. Pratt, head of the Pratt Adjust- 
ment Bureau, and his employe Ken- 
neth Shaw. Pratt and Shaw were 
indicted last April for repossessing 
an automobile in Alexandria, La., 
on which the payments were in ar- 
rears, and returning it to the Lake- 
wood, Colo. automobile dealer, who 
had mortgaged it. 

The car was reportedly taken to 
Louisiana from Colorado by the 
man who had originally purchased 
it. With the mortgage still due, the 
car was sold several times in 
Louisiana, finally becoming the 
property of an Alexandria resident, 
who was unaware of the fact that 
it was encumbered. 

Pratt and Shaw, who handle de- 
linquent payment cases for finance 
companies and banks, were as- 
signed to recover the car. They 
spotted the car on an Alexandria 
street, started it by crossing igni- 
tion wires, and returned it to 
Denver. 


Crane Replaces Murray 


In Dayton Area Assn. 
DAYTON, O.—E. C. Crane has 
been appointed executive secretary 
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A DEALER'S GOOD COMMUNITY RELATIONS—Left to right: Clarence A. Beutel, presi- 
dent of South East National Bank; Irving Esserman, president of Esserman Motor Sales, Inc. 


(Dodge). 
Woodlawn Boys club. At a ay gy: 
Chicago's south side, Esserman was signal! 


acquisition of the building that now houses the Woodlawn Sore, 
to Esserman the appreciation of the boys and girls of the 


6130 Cottage Grove Ave., Woodlawn, 
dinner given by Beutel to 150 prominent men of 
y honored for his support that made possible the 


ill., and Glenn M. Fisher, director of 


club. Beutel also expressed 
oodiawn community for his 


continued interest in the club since its inception over 10 years ago. 


Single Big Exception .. . 


Bank Breaks Line 
On Credit Terms 


LTHOUGH a few dealers are 

beginning to advertise “$5 
Down, $5 Later,” two weeks of 
ear-selling without Regulation W 
has not brought about any appre- 
ciable letdown in credit restric- 
tions by finance companies and 
banks. 

The single exception is the In- 
dustrial Bank of Commerce in 
New York, which announced an 
extension of time payment pe- 
riods for new-car purchasers 
from 24 to 36 months, 

The bank, a member of the Mor- 
ris Plan system, also said that its 
ear financing plan required “no 
fixed down payment” and that this 
matter was “subject to individual 
circumstances.” 

Otherwise, such changes as were 
appearing in time payment terms 
seemed to be confined to “individ- 
ual circumstances.” 

Meeting in Chicago, directors of 
the American Finance Conference 
set maximum terms for automo- 
bile installment sales and adopted 
a resolution urging members to 
exercise caution. 

The board recommended one- 
third down and 24 months to pay 
for new cars and for used 1949 and 
1948 models. For 1947 and 1946 
models, the recommendation was 
one-third down and 18 months and 
for earlier models, the terms ad- 
vised were 40 percent down and 12 
months to pay. 


* + * 


FEW of the dealers questioned 

in Albany, N. Y., said they 
thought competition between 
finance companies “may bring pay- 
ment requirements down a little” 
and extend payment times for 
“sound customers.” 

At the same time, the dealers 
doubted there would be any radi- 
cal relaxation of requirements. 
They did not think there would 
be any effect on the price of cars 
although most of them expect 
some increase in sales. 


Despite these predictions, ads 


were appearing offering very lib- 
eral terms. 
* * * 

y* MILWAUKEE, Humphrey 
- (Chevrolet) advertised “$9 down 
buys the car of your choice” and 
listed vehicles ranging in price 
from $128 to $1,538. 


Another establishment, Inland, 
stated “No down payment if credit 
OK’d by Bill,” adding “We finance 
our own.” 


“Five dollars down on any of 
the following used cars, if your 
credit is OK” was the message 
from Ennis Motor Sales in Mil- 
waukee. 


The ad listed vehicles from $95 
to $845, and pointed out that 
there were many others to choose 
from on the same terms. 

In Columbus, O., finance com- 
panies were reported to be prepar- 
ing new credit terms although 
there was no announcement as to 
what they would be. 

The American Banking Assn. an- 


nounced that commercial banks are 
(Continued on Page 62, Col. 1) 


Maryland Assn. 


Sets Summer 
Parley, Outing 


BALTIMORE. — (UTPS) — Balti- 
more members of the Automobile 
Trade Assn. of Maryland are look- 
ing ahead to a busy summer season 
filled with scheduled meetings, out- 
ings and conventions. 

A statewide meeting of dealers 
will take place July 26 in Caledonia 
Manor, Pa., which is close to Get- 
tysburg. 

The meeting is to be sponsored 
by Washington county dealers, 
and Maxwell Yingling, Hagerstown 
Pontiac dealer, is in charge of ar- 
rangements. 

Another event scheduled is the 
crab feast and outing which will be 
held by the association on Aug. 16 
at the Hillendale country club, 

Bill Rennix of Glendale Motors 
is in charge of arrangements for 
this affair. 





250,000 Sign 


Driver Pact 


Dealers Are Spurring 
Teen Agreements 


WASHINGTON. — The Inter- 
Industry Highway Safety Commit- 
tee reports that within the last six 
weeks it has received requests from 
youthful drivers and their fathers 
for more than 250,000 good-driver 
agreements and cards. These agree- 
ments are to be signed by the 16-to- 
25-year old drivers in the family 
and their dads. 

The father agrees to be fair and 
reasonable with the youngsters in 
letting them drive the family car 
provided they agree to drive at all 
times just as carefully as he ‘does. 


Each youthful motorist pledges 
on his honor to drive within the 
framework of eight specific good- 
driving rules which are printed on 
the back of the card he receives as 
a member of the good-driving club. 
The card is to be carried at all 
times with his driver’s license. 

It was said that a nationwide 
wave of requests for the pledge 
cards became apparent immedi- 
ately following President Tru- 
man’s recent Highway Safety 

Conference held in Washington. 
The safety pledge-card plan was 
widely praised by persons attend- 
ing the conference. 

The National Automobile Dealers 
Assn. and the Inter-Industry High- 
way Safety Committee are sponsor- 
ing the plan. 


Illinois Assns. 
Report Defeat of 
All Bad Bills 


CHICAGO.—Legislative activities 
of the Chicago Automobile Trade 
Assn. and Illinois Automotive Trade 
Assn., which cooperated in fighting 
harmful measures, were “100 per- 
cent successful,” the CATA report- 
ed to members last week, following 
adjournment of the 66th Illinois 
general assembly. 

“This session was one of the 
most difficult and trying in years,” 
it was stated. “Over 100 bills were 
introduced which directly or indi- 
rectly affected the automobile in- 
dustry, many of which were tax 
and revenue measures, 


“Included among these were the 
extension of sales tax to cover 
automotive parts and service work; 
the two-cent increase on gasoline 
and the bill to license and tax all 
business trades and professions in 
the city of Chicago. 

“Other bills to license and regu- 
late installment selling of motor 
vehicles; to license and regulate 
automobile manufacturers, distrib- 
utors and zone Offices, and to regu- 
late lengths and heights of truck 
tractors and trailers, were also de- 
feated.” 

Credit was shared not only by 
CATA and IATA but also by “other 
interested groups,” all combining 
to play “a very important part in 
helping to defeat these bills,” the 
report stated. 


Curbstone Check 
Studied by Mo. 


JEFFERSON CITY, Mo.—A bill 
to control curbstone auto dealers 
has been approved by the lower 
house of the Missouri legislature 
and there is a strong likelihood 
that the measure will be passed 
during the present session. The bill 
would force every auto and truck 
dealer to take out a state license, 
with a $5 fee and the posting of a 
$5,000 bond. 


Motorcycle and motor bicycle 
dealers would also be subject to 
the same fee charge but the 
amount of their bond would be 
$1,000. Violation of the proposed 
measure would be a misdemeanor 
punishable by a fine of not more 
than $500 or by imprisonment for 
not more than six months or both. 


Robbers Loot Highland 
HIGH POINT, N. C.—Highland 


of the Montgomery County Auto- 
motive Dealers Assn., succeeding 
Leonard G. Murray. 

Murray will become sales man- 
ager for Jenkins Autos, Inc. 


GRAND FORKS (N.D.) DEALERS HONOR LYONS—A testimonial dinner marked the com- 
pletion of 55 yoors in the automotive business by J. W. Lyons. It is said that Lyons sold the 
first auto in that city—an air-cooled Franklin. The dinner was given hy, the Grand Forks| mately $1,500 in checks and mer- 
Automobile Dealers Assn. Left to right: D. G. Kelly, Ed Stinson, H. Wilcox, Lyons, Nick chandise, according to Bud Gam- 
Fischer, Andy Nomliand, A. S. Malm, Walter Duckstad, president of the association, and | . * & 

Gordon Barnes. | ble, an official of the firm. 
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Careers in Auto S elling 
Fail to Attract 


ARL GREINER, sales vice-president of Packard, brought 
up a point the other day that should be of concern to 
all dealers: 


Of the hundreds of thousands of youths who were grad- 
uated from college this year, only a few will seek out careers 
in auto salesmanship. 


Yet such careers offer not only opportunity but high 
salaries for high-caliber men who can do a selling job. 


Greiner put his finger on the trouble when he said that 
the auto industry has not sold the idea of careers in auto 
selling to youth. 


Many people look down their noses at auto salesmen— 
and perhaps with good cause. Before the war, many dealers 
added salesmen with little thought of their fitness. The idea 
was that the more salesmen the better, since if the sales- 
men were on commission it didn’t cost the dealer anything 
if the salesmen were no good. The salesmen just went 


hungry. 


However, the dealers who thought the matter out realized 
that they had to pay out money in advertising, promotion 
and merchandising for every prospect that dropped in, and 
for every lead to a prospect. 


The promotion Ted the prospects so far. It was up to 
the salesman to capitalize on the impressions made before, 
and take the final step with the prospects. 


But that final step is the most important. Poor salesmen 
could spoil more deals than they could make. Every one they 
spoiled took money out of the dealer’s pockets. And the poor 
salesmen took opportunities away from the good man. 


Since the war there has been widespread recognition of 
the need for high-caliber salesmen. 


Yet how much has been done to attract the right men? 


The auto makers have their talent scouts looking over 
the promising engineering undergraduates. And they have 
their own institutes to train engineers and production men. 


But what are they doing to attract the right men into auto 
selling—the job that will keep the factories humming—and 
to raise the level of salesmanship? And what are dealer 
associations doing about this? 


It appears that everyone is doing too little. 
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NEWSPAPER and magazine edi- 
tors across the nation are taking 
more than the usual] interest in 
the trends shown by the automo- 
bile industry these days. They real- 

ize that motor ve- 

AS OTHERS hicle production 

SEE US! and sales offer an 
accurate barome- 
ter of what is ahead for all busi- 
ness. That Automotive News is 
quoted in hundreds of newspapers 
every week is attested by the un- 
usually large number of clippings 
our editors receive these days. A 
glimpse at recent opinions of others 
follows: 













+ * * 


Forbes Magazine--“New-car 
sales are holding up in the face 
of an expected seasonal decline, 
bolstering production as well as 
preducers’ hopes, Many of the au- 
tomobile manufacturers, however, 
eyeing a possible drop in demand 
by the year’s end, are reported to 
be planning stimulants to any lag 
in buyers’ interest with newer, 
cheaper models, added engineering 
innovations. .. . So far, in the 1949 
race for consumer acceptance, big, 
aggressive General Motors is out- 
pacing the field by a handy mar- 
gin, bids fair to recapture its pre- 
war market position.” 

+ + * 


Steel Magazine —“Unusually 
high-level operations in the auto- 
motive industry in the week ended 
June 25 pushed Steel’s industrial 
production index up four points to 
a preliminary 171 percent of the 
1936-1939 average from 167 the pre- 
ceding week. In recent weeks, the 
index has been maintained at fair- 
ly high levels, despite general fall- 
ing off in most segments of indus- 
try, largely on the strength of a 
continuing high demand for auto- 
mobiles. . . . During the week 
ended June 25, for instance, the 
automotive industry’s outturn 
amounted to 150,659 passenger cars 
and trucks, 4,600 more than in the 
preceding week and the best week- 
ly total since 1929. Also during the 
week the three millionth vehicle 
of 1949 rolled off an assembly line. 
June output is calculated at 628,300 
units, July’s yield is aimed still 
higher despite the fact that there 
will be one less working day and 
August assemblies are expected to 
set an all-time monthly record. A 
strike affecting one or more of 
the major builders could, however, 
kill any chance for reaching these 
goals.” 

* 7 . 

U. S. News & World Report— 
“The trends at the moment defi- 
nitely are down. Steel and auto- 
mobiles have done much to keep 
the economy operating at top speed. 
Now steel is sliding. The machinery 
industry, which had held high at 
the start of the year, was first to 
turn down sharply. Next will come 
automobiles. Automobiles will be 
the last key industry to join the 
procession down. This industry, 
then, is expected to be the first, or 
nearly first, to lead the later re- 
covery. What is expected here is 
a production cut of 15 to 20 per- 
cent in cars before the adjustment 
ahead is completed. That curtail- 
ment would reduce car and truck 
production from a recent rate of 
about 6,000,000 a year to between 
4,500,000 and 5,000,000 units, Car 
production, when business _re- 
bounds, may stabilize a little above 
the 5,000,000 level, with some 
opinion that it may even set new 
records. Average production of au- 
tomobiles from 1937 through 1941 
was 4,037,000 units a year. A major 
supplier of parts remarked that his 
company “did very well” in 4,000,- 
000-car years and could be quite 
happy if the annual output should 
hold around 5,000,000.” 

* +” * 

Newsweek—“For the first time 
since the war, the number of cars 
and trucks produced by American 
automakers is being determined by 
the ability to sell rather than the 
ability to get steel.” 

* * a 

Business Week—“ Automobiles and 
construction, at the moment, are 
the two industries doing most to 
shore up the economy. Detroit is 
closing one of the best half years 
on record. Output of passenger 
cars and trucks should be around 
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This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. 


No attention is given to unsigned 


letters but you may sign your name with the assurance that it will not be 


used, if you so request. 


Address Editor, Automotive News, Detroit 26, Mich. 





Fergus First? 

We perused with interest A. H. 
Allen’s FOB Factory column on 
the new Buick (June 20), particu- 
larly for the reason that we 
brought out a combined front 
bumper and grille about a year 
ago ourselves in a light custom 
body. 

One of above cars was exhibited 
by us in the New York Importers’ 
Auto Show last February. On this 
particular exhibit, however, the ac- 
tual component was exhibited to 
the public. 

With the grille and the front 
bumper getting so close in recent 
years, the combination of course 
became obvious. It may also be of 
interest that our design is such 
that it embodies a horizontal move- 
ment to the extent of a few inches; 
that is to say, when bumped, the 
combined grille and bumper will 
move back against a cushion this 
extent.—J. B. Fercuson, Fergus 
Motors, Inc., New York. 


Gas Tax Confusion 


On page 2 of the May 16 issue of 
AUTOMOTIVE News, you state that 
Nevada increased its motor fuel 
tax one-half cent, thereby raising 
the tax to 5% cents. 

According to our records, this 
one-half-cent increase would make 
Nevada’s tax 4% cents. Can you 
clarify this for us?—Statistical De- 
partment, Chrysler Corp. 

Eprror’s Note: National High- 
way Users Conference, which 
supplied the original data pub- 
lished by Automotive News, de- 


3.2 million. Construction dollar vol- 
ume about matches last year’s rec- 
ord to date; actual physical volume 
probably is a little ahead of last 
year. By the time these two indus- 
tries taper off, some of those hit 
earlier will be perking up a bit.” 


clares the confusion is due to the 
fact Nevada also has a one-cent 
“optional” county tax on gaso- 
line. This levy, used in six of the 
17 counties, is collected by the 
state and turned back to the 
counties affected. 

Thus, while Nevada’s state 
gasoline tax is now 4% cents per 
gallon, the levy is actually 5% 
cents in at least six of the 17 
counties. 


Small Dealer Hurt 


We wish to advise that many of 
the dealers located in the small 
towns in northwestern Ohio are 
running into the same situation as 
mentioned in “Dealers Tell Me” 
June 6. It just is not pussible to 


analyze production figures of some 
(See LETTERBOX, Page 20, Col. 1) 


Coming Events 


JULY 

duly 17-19—Mackinac Island, Mich, (Grand 
hotel), Midsummer meeting, Automotive 
Trade Assn. Managers. 

duly 22—Chicago (Edgewater Beach hotel). 
Summer meeting, Truck-Trailer Manu- 
facturers Assn., Inc. 

AUGUST 

Aug. 15-17—Portland, Ore, (Multnomah ho- 

tel). SAE West Coast meeting. 
SEPTEMBER 

Sept. 7-10 — Detroit (Book-Cadillac hotel 
and Masonic Temple). Third annual con- 
vention, National Used Car Dealers Assn. 

Sept. 11-12—Myrtle Beach, S. C. (Ocean 
Forest hotel). South Carolina Auto Deal- 
ers Assn. convention, 

Sept. 11-13—Buffalo (Statler hotel). 
annual convention and exhibit of 
York State Auto Dealers, Inc. 

Sept. 19-20—Milwaukee (Schroeder hotel). 
2lst annual session of Wisconsin Auto- 
motive Trades Assn. 

Sept. 28—Burlington, Vt. 
Dealers Assn. convention. 

Sept. 29-30 — Atlantic City. New Jersey 
Automotive Trade Assn. parley. 

OCTOBER 

Oct. 9-11 — Cincinnati (Netherlands Plaza 
hotel). Annual convention of Ohio Auto- 
mobile Dealers Assn, 





26th 
New 


Vernon Auto 
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* There is no other dealer agreement like 
this in the industry 


. Great shows mean great audiences. Dodge plates, and create a service potential 
m trucks cover 97% of all hauling needs. for the Dodge dealer. No other dealer 
te Dodge and Plymouth passenger cars place agreement can match these three great 
an you, as a dealer, in a competitive position potentials that have established such an 
3 on four of every five new car deals. In enviable record for stability and profit. 
». addition, practically one in every five 

oY ears and trucks on the road today carry DODGE ° PLYMOUTH 

~ the famous Dodge and Plymouth name- DODGE ‘‘Job-Rated’’ TRUCKS 






DODGE DIVISION OF CHRYSLER CORPORATION, 7900 JOS. CAMPAU, DETROIT 11, MICHIGAN 
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‘Tax the Tax-Exempt Businesses’ 


WASHINGTON. — Congressman 
N. M. Mason, Republican of Illinois, 
has revealed in the House of Rep- 
resentatives that efforts of busi- 
nessmen and organizations to es- 
cape payment of federal revenue 
have reached the stage where uni- 
versities own factories, race tracks 
are being operated tax-free, indus- 
tries are being lured to Puerto Rico 
as the tax-dodgers’ paradise and 
association of businessmen are re- 
organizing on a tax-escaping basis 
so they can meet competition on 
equal terms. 

Mason cited examples, such as 
the University of Michigan which 
operates the airport at Willow 
Run; New York university which 
owns Ramsay Piston Ring Co. in 
St. Louis and the C, F. Mueller 
Macaroni Co, in New Jersey. The 
Treasury department, irked at 
this last transaction, is suing the 
Mueller Co. for back taxes, which 
stopped promptly the day NYU 
took over. 

Congressman Mason’s disclosures 
came in a 30-minute address to 
the House in support of his bill 
(HR-5064) which would impose in- 
come taxes on certain exempt cor- 
porations, including cooperatives, 
and plug other loopholes that are 
costing the government a billion 
dollars a year in revenue. The bill 
was introduced a week ago and 
referred to the Ways and Means 
committee, of which Mason is a 
member. 

Declaring that doing business 
without paying taxes is becoming 
a multi-billion-dollar racket, he told 
members that the Churchill Downs 
race track has just been taken over 
by a tax-exempt organization and 
that nearly a half million dollars 
a year that it has heretofore paid 
as income taxes will now go to 
the University of Louisville and 
other tax-exempt institutions. 

“This is, to my knowledge,” 
Mason said, “the first time a col- 
lege has gone into the horse- 
racing business. It is, however, 
by no means an unusual experi- 





Nash Sales Shatter 


20-Year Records 

DETROIT.—Nash sales in the 
last 10 days of June were the 
highest for any 10-day period in 
the last 20 years, it was report- 
ed last week by H. C. Doss, 
sales vice-president. 

Retail deliveries of Nash cars 
in June attained the highest vol- 
ume for that month in 20 years, 
Doss said. The June sales record 
chalked up by the company out- 
stripped deliveries in the same 
month last year by 38.6 percent. 





Promoting Border Roads 


DEL RIO, Tex.—The Mexican 
Border Trails Assn., an organiza- 
tion to publicize in this country 
highways along the Mexican bor- 
der, has been formed here. John 
Dodson jr. of Del Rio was elected 
president; T. A. August Beard of 
Marathon, vice-president, and Sam 
H. Walker of Del Rio, secretary- 
treasurer. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 





HOW TO OPEN A USED-CAR LOT—Swiney Motors 
in St. Louis with an old-fashioned square dance. Old timers and youngtimers flocked to the 
lot for an evening of fun. The well lighted lot provided an ideal outdoor setting for the 
occasion and Swiney Motors made a lot of new friends. 


| 





















ence for a tax-exempt educational 
institution to compete in business 
ventures with taxpaying com- 
panies.” 

The congressman cited the case 
of Wittenberg college of Springfield, 
O., which recently bought for $200,- 
000 the land and building of a 
supermarket in a so-called sale and 
lease-back deal which will profit 
both the college and the market 
and “leave taxpayers holding the 
bag.” No income tax need be paid 
on the rent that the college will 
collect, according to Mason. 


Another deliberate tax avoidance 


Packard Sales 
Top Last Year 
By 13.8 Percent 


DETROIT.—Packard dealers de- 
livered 13.8 percent more cars in 
the first six months of 1949 than 
in the like period of last year—and 
45.9 percent more cars than the 
average for the 10 previous peace- 
time years. 

Karl M. Greiner, Packard sales 
vice-president, last week disclosed 
that total deliveries of 49,360 cars 
from January through June were 
second only to the peak 65,464 set 
in the like 1937 period. The 1949 
figure includes an estimate for the 
last 10 days of June. 

In the first six months of 1948, 
Packard dealers delivered 43,367 
cars. 

“Demand for the new Packard 
Golden Anniversary models is 
greater than it has been for our 
cars during the last four years,” 
Greiner said. 

“In fact, we have stepped up pro- 
duction on our twin assembly lines 
to 80 per hour to keep pace with 
the aggressive selling job being 
done by our dealers.” 

The Packard sales head noted 
that the delivery total for the first 
half of 1949 was 45.9 percent higher 
than the 10-year average of 33,828. 
The average included the first six- 
month periods of the peacetime 
years 1935-41 and 1946-48. 

“The new retail delivery record 
strongly indicates that the automo- 
bile market is as substantial and 
responsive to real sales effort as it 
ever was under normal conditions,” 
Greiner said. 

Packard production figures in the 
first half of 1949, he added, evi- 
denced the same upward trend as 
the retail delivery totals. Output of 
50,256 units through June 30 was 
9 percent over the 46,200 produced 
in the first half of 1948, and 52 
percent ahead of the 10-year peace- 
— first-half average of 32,418 
units. 


Ford Buys 100-Acre Site 


For Plant Near Buffalo 

DEARBORN. — Ford Motor Co. 
has purchased a 100-acre site at 
Hamburg, N.Y., located near Buf- 
falo, for future expansion purposes, 
it was announced last week, 

Company officials said current 
studies are being made to deter- 
mine possible use of the area for 
a pressed steel plant to make pas- 
senger car stampings and _ sub- 
assemblies. 











(DeSoto) opened its new used-car lot 





scheme that is flourishing with the 
blessing of the Interior department, 
Mason charged, is the 12-year tax 
exemption recently granted to in- 
dustries that move to Puerto Rico. 

He added that Textron, the 

New England textile concern, has 
already moved a plant to Puerto 

Rico, that a Maine manufacturer 

of palm beach cloth is about to 
move and that the Interior de- 
partment refuses to tell how 
many other concerns it has in- 
duced to become tax dodgers. 

The overwhelming advantage en- 
joyed by tax-exempt cooperatives 
over their taxpaying competitors 
has caused independent state or- 
ganizations to swing over into the 
cooperative movement themselves 
as the only method by which they 
can continue in business. 


For consideration of the House, 
Mason pointed to the latest ex- 
ample of this last ditch defensive 
action which has just begun in 
Iowa. Here the Independent Oil 
Jobbers announced a plan to re- 
organize their state association on 
a cooperative basis “for the express 
purpose of avoiding payment of 
federal income taxes.” 

He said these independent oil 
jobbers for years demanded that 
Congress change the income tax 
laws so cooperatives would not 
have such an unfair advantage, but 
since nothing was done, their last 
resort was to form their own co- 
operatives and enjoy the tax ex- 
emption offered this type of organ- 


ization. The same situation faces 
many other similar organizations, 
he said. 

Finally, Mason charged the 


government itself with operating 
tax-escaping barge lines, distil- 
leries, making electric power, sell- 
ing fertilizer, running tourist 
camps and towns—all in direct 
competition with private, taxpay- 
ing enterprise. He said his bill 
would make them pay taxes too. 

He declared that he would call 
upon Congress to repeal the $700,- 
000,000 of wartime excise taxes still 
on the books because his bill, if 
enacted, would bring in over one 
billion dollars annually without in- 
creasing the tax burden on anyone 
now paying taxes. 

In addition, he emphasized, if 
Congress would enact the Hoover 
commission recommendations, an 
additional three billion dollars 
would be saved. The two amounts, 
he said, total the four billion dol- 
lars President Truman has de- 
manded. 

“Let’s tax the untaxed to ease 
the tax load on the over-taxed,” 
Mason declared. 


Truck Tire Prices 
Cut 5 Percent 
By Three Firms 


NEW YORK. — United States 
Rubber Co. has reduced truck and 
bus tire prices 5 percent, effective 
July 1, according to Howard N. 
Hawkes, assistant general manager, 
tire division. 

Truck tire price cuts averaging 
5 percent, and reductions in truck 
inner tube prices averaging 7% 
percent were also announced by 
Seiberling Rubber Co. and General 
Tire and Rubber Co. 

As an example, the popular size 
8.25 by 20—10-ply U. S. Royal Fleet- 
way casing is now $63.95 as against 
the former price of $67.30. At the 
same time, truck and bus inner 
tubes were reduced approximately 
7% percent. 

In line with the trend among tire 
manufacturers, Standard Oil Co. 
(Indiana) announced reductions of 
5 to 7% percent in the prices of 
Atlas passenger car tires and 
tubes, which it markets in 15 Mid- 
western states. 

The maximum price cut of 7% 
percent has been made on the 
6.00x16 Atlas tire, the most popular 
size. It was also announced that 
“dealers will receive customary 
protection on purchases made 30 
days prior to the price change.” 


Ford Dealer Named 


William Boyer of Boyer-Gillfilan 
(Ford), Minneapolis, has been 
named vice-president of the Minne- 
apolis Better Business Bureau. 
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AUTO DEALERS SALUTE ROSELAND, ILL.—They and Pullman Trust & Savings bank, 67-year- 
old bank in the community, joined in a special centennial auto display as a salute to the 
community on June 24-25, the 100th anniversary of the founding by a group of Holland 


immigrants. Dealers 
Mercury), Roseland 
Oldsmobile), Roseland Nash 


used cars), Rosemoor Auto Exchange (used 7 
odi Motors (C 
Roseland Motor Sales (Studebaker). One dealer, H & H Motors, gave contrast by exh 


Art Johnson Motor Sales (Hudson), 


rticipating were E. J. Lewis Motors (Packard), Benedetto Motor Sales 
uick Sales, Roseland Auto Sales (Pontiac), North Roseland Motor Sales 
Sales, Ralph Burgh, Inc. (Dod 


ge). William Arliskas Motors 
Caley Brothers Motor Sales (Chevrolet) 
hrysier), H & H Motor Sales pe | 

ing 


a 1910 Ford, while Boyd Construction Co. put on display a 1914 Saxon. 


Anti-Trust Charge Denied 
By duPont, U. S. Rubber 


CHICAGO.—A denial by U. S. 
Rubber Co. of the government’s 
charge that it is violating the anti- 
trust laws in its relationships with 
General Motors and E. I. duPont 
de Nemours Co. was the latest 
development in the suit filed here 
by the Department of Justice 
against the three firms. 


Herbert E. Smith, chairman of 


Buick Parts Plant 
Is Sold to GM 
By War Assets 


FLINT.— The War Assets Ad- 
ministration has approved sale to 
General Motors Corp. of a govern- 
ment-owned plant at Flint (Grand 
Blanc), Mich., for $2,404,456. 

Along with the plant, which man- 
ufactured tanks during the last 
war, GM acquired $129,330 in per- 
sonal property. 

Disposal terms call for all cash 
on closing. 

General Motors has been operat- 
ing the plant for Buick parts man- 
ufacture since the close of the war 
on a lease, with option to purchase. 
It cost the government $4,402,003 
to build and equip the plant dur- 
ing the war. 

War Assets had placed a fair 
value of $2,298,725 on the plant 
itself and $129,330 on the personal 
property. 

The difference between what 
General Motors will actually pay 
for the plant and what War Assets 
had established as its fair value 
is due to the fact that the former’s 
option to purchase could not be 
exercised until Sept. 30, 1950. GM 
had been paying $245,607 annual 
rental. 








Vail Elected 
OTTAWA. — Walter H. Vail, of 
Fredericton, has been elected pres- 
ident of the New Brunswick Auto- 
mobile Assn. 





OLYMPIC GAMES CONVERSATION—"'Show 
me where you scratched out Detroit's name," 


presi- 


was the reply of C. B. Thomas (right), : 
. when 


dent of Chrysler Export Corp. Detro 
he was shown the famous Olympic torch in 
the Melbourne (Australia) town hall by Sir 
Harold Gengoult Smith, acting lord mayor. 
The joking remark was made by Thomas be- 
cause Melbourne was awarded the 1956 Olym- 
pe Games despite the strong bid made by 
etroit. 





U. S. Rubber Co., declared “all 
our relationships are legal and 
fair to the public” and added that 
the company believes “that big- 
ness in business is a reliable sign 
of service.” 

Earlier, Crawford H. Greenewalt, 
president of duPont, had also de- 
nied the charges and accused the 
Department of Justice of attack- 
ing “bigness in business as such.” 

In accordance with company pol- 
icy in such matters, there was no 
statement from GM regarding the 
filing of the action by the govern- 
ment against the firms, which, 
according to Attorney-General Tom 
C. Clark, comprise “the largest 
single concentration of industrial 
power in the U.S.” 

The suit charges the defendants 
with “combining and conspiring” 
to violate the Sherman and Clay- 
ton acts through agreements to 
purchase supplies from one another 
and by other methods designed to 
deprive independent firms of busi- 
ness. 


U.S. Exporters 
Hit Heavy Blow 
By British Ban 


NEW YORK. — Observers here 
saw in Britain’s latest curb on the 
buying of American products a fur- 
ther dwindling market for U.S. ex- 
ports—including motor vehicles. 

Britain, financial headquarters 
for 25 percent of the world’s people, 
last week halted all but urgent 
purchasing from the U.S. At the 
same time a renewed drive to sell 
English goods abroad was an- 
nounced. 

Some American goods even now 
are reported piling up in ware- 
houses because of stagnant foreign 
markets. Britain’s latest action will 
likely result in further losses of 
world markets by American trad- 
ers, it was said. 

Sir Stafford Cripps, Britain’s 
chancellor of the exchequer, told 
the House of Commons that their 
country’s gold and dollar reserves, 
working capital for trade with the 
U.S. and other countries with dol- 
lar-based economies, had fallen to 
a low of $1,624,000,000. 

Cripps blamed Britain’s crisis on 
“buyer’s market” conditions, which 
he said had kept Britain from sell- 
ing its exports in dollar areas for 
the past few months, 

He asked British labor to work 
harder and more efficiently without 
higher pay and to forego the “ridic- 
ulous luxury of politically inspired 
strikes.” 


Flaherty Bros. Build 


Flaherty Brothers, Elk River, 
Minn., have started construction on 
a 40-by-80-foot addition to their 
showroom and garage, moving of- 
fices to the rear to provide more 
showroom space. A truck storage 
garage will occupy a 40-by-50-foot 
section of the new quarters. 
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Its a shame to wake him 


cushioned seats. That’s 


It certainly is! For he’s sleeping on 
a car seat cushioned with Restfoam. 


More and more new car owners every 
day are discovering the luxurious, 
relaxing comfort that Restfoam- 
cushioned car seats provide. And 
they like the way this all-natural 
latex foam cushioning yields to 
every contour of the body, yet 


affords firm, natural support. 


No wonder this popular cushioning 
is going into so many new cars. 


Remember, Restfoam is produced 
under the most modern, scientific 
mass-production methods—your 


assurance of top-quality cushioning. 


Your customers are assured of the 
utmost in seating comfort when 


you sell them cars with Restfoam- 


REST 


because 
Restfoam cushioning puts any car 


in the luxury class for comfort. 


For further information about Restfoam 
call George P. Hooper, Manager Auto- 
motive Restfoam Sales, 1914 Fisher 


Bidg., Detroit 2. Phone TRinity 3-6970. 


witt ... 


FOA 


HEWITT RESTFOAM DIVISION 


HEWITT-ROBINS 





INCORPORATED 
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HIGHWAY SAFETY IS THEIR CONCERN—Members of the national committee of the 
Inter-Industry Highway Safety Committee are shown at a luncheon in Washington in connec- 
tion with the President's Highway Safety Conference. Dealers and association managers from 
27 states plus 36 industry representatives and guests also attended. At the speakers’ table 
(left to right): Ben T. Wright, NADA past-president; W. F. Hufstader, GM vice-president; 
K. B. Elliott, Studebaker sales vice-president and vice-chairman of the IHSC; George F. 
Zeismer, NADA president; James J. Newman, B. F. Goodrich vice-president and IHSC chair- 
man; Charles W. Bishop, assistant to A. vanderZee, sales vice-president, Chrysler Corp.; 
J. E. Wolfington, chairman of the NADA dealer-customer relations committee; L. A. Me- 
Queen, General Tire sales vice-president; H. D. Tompkins, Firestone vice-president, and M. 
R. Darlington jr., HSC managing director. 


July 18 at the Prince Georges coun- 
try club, Landover, Md. Golf, swim- 
ming, horseshoes, tennis and a 
steak dinner will be featured. 


Washington Outing 


WASHINGTON.—The Washing- 
ton Automotive Trade Assn. will 
hold its annual summer outing 










Iowa Goes on Cooperative Basis... 


Most Oil Jobbers Balk at Co-Ops 


one in competition with such 
privileged groups is unable to 
compete with them unless he is 
afforded the same privileges.” 


CHICAGO.—Most independent oil 
jobbers are reluctant to follow the 
Iowa Oil Jobbers Assn., which has 
just reformed on a _ cooperative 
basis, a survey reported in the Oil H. F. Hornung, secretary of the 
Marketer states. |Northwest Petroleum Assn., and 

The Iowa group switched to a|Joseph D. Hadley, secretary of the 
co-op setup “after an effort to | Michigan Petroleum Assn., were 
obtain tax equality failed.” |reached in the survey and both 

In the IOJA announcement of | were against a cooperative setup. 
the co-op’s formation, it said: “The “Although it may someday be 
independent business man _ has | necessary to fight fire with fire if 
fought for tax equality while co-ops |the independent jobber is to sur- 
and privileged groups have fought | vive,” Hornung said, “this drastic 
to maintain their tax exemptions. | step is far too serious to take with- 
These tax exempt organizations |out deep thought and study. 
now see fit to engage in nearly “We are content to believe that 
all lines of business, including oil.” | cooperation and integration are 

“The time has come when any- blowing so much hot air into 





































Each X-ACT Match Color Kit contains 60 touch- 


BY KEEPING YOUR 
CUSTOMERS 
SATISFIED 


Display a Complete 


©) Cy ach 


FOR 1949 


THIS KIT CONTAINS 


eT in tt Cha 
Pret CR ee 
colors in reserve * Each bottle supplied 
with a brush in the top * Complete 
Kit priced at $17.05 * You will make 
38% on each bottle sold. 


Separate Kits 


Dodge-Plymouth Kit or 


up colors, 30 bottles of assorted colors on display 


and 30 more in reserve—all bottles have brush 
built in cap. All X-ACT MATCH COLORS are the 


De Soto-Plymouth Kit or 


3. Chrysler-Plymouth Kit 


same as those used by professional auto body 
painters in refinishing cars. The Kit contains 


every color necessary for touch-up service of 
all Dodge-Plymouth or De Soto-Plymouth or 


Be the first to dis- 
play 1949 Briggs 
X-Act Match 
Touch-Up Colors! 


MAIL COUPON TODAY! 


Chrysler-Plymouth 1949 models. Individual 
colors sell on sight—easy to select —inexpensive 
— perfect color match —easy to apply— assures 


new car appearance. 


Order your Briggs X-Act Match Color Kit today. 
You'll give your customers satisfaction and the 
quick turnover will result in additional profits 
for you. 





their respective balloons that they 
are apt to burst with the next 
puff.” 

Hadley said: “I think it is better 
to retain the organizational type of 
one’s choice and to carry on an 
all-out program toward better tax 
equalization. 

“If worse comes to worse and 
the majority follows the co-op plan, 
there undoubtedly would be no 
other recourse but for all jobbers 
to follow suit in order to remain 
alive.” 


Denny Klepper, secretary of the 
Kansas Oil Marketers Assn., said: 
“I am inclined to believe that 
such groups might be formed 
outside of KOMA as competition 
stiffens. Growth of distributing 
and manufacturing co-ops and 
their tax advantage make possi- 
bility of like operations enticing 
to independent jobbers.” 

“Oil marketers of Illinois would 
be inclined to await experience of 
the Iowa group’s cooperative,” said 
G. A, Primm of the Illinois Petro- 
leum Marketers Assn. 

Another part of the announce- 
ment of the Iowa group’s formation 
read: 

“Naturally the independent oil 
jobber has paid his full share of 
tax while his competitors, through 
the exemption, have been able to 
expand by buying production and 
refining facilities and pipe lines. 
Thus they have a big advantage 
over the independent.” 


Miller Heads Up 
Safety Program 
In Nebraska 


LINCOLN, Neb.—Elsworth F. 
DuTeau, president of the Nebraska 
New Car Dealers Assn., has an- 
nounced the appointment of A. E. 
(Art) Miller of Omaha to serve as 
the Nebraska safety chairman for 
the Inter-Industry Highway Safety 
Committee, the National Automo- 
bile Dealers Assn. and the Nebras- 
ka New Car Dealers Assn. 

Miller is president of the Omaha 
New Car Dealers Assn. and a di- 
rector on the state board. 

DuTeau and Miller have devel- 
oped a Nebraska Safety Pledge 
Certificate, membership card and 
safety sticker that will be present- 
ed to sons and daughters of car 
owners through the direct efforts 
of more than 500 new-car dealers 
located in every county and town 
of Nebraska. Affixed to the certifi- 
cate will be the signature of the 
son or daughter who makes the 
pledge, and that of Gov. Val Peter- 
son, the local chief of police, the 
owner of the car and the state 
safety chairman. 

“Based on conferences held with 
DuTeau, it is our current objec- 
tive,” said Miller, “to strike hard 
at the principal source of our trou- 
ble by training and pledging our 
young drivers in Nebraska. The 
object and purpose of organizing 
the Nebraska safety club is to en- 
roll young drivers between the 
ages of 16 to 25. 

“If we can create a conscious- 
ness of responsibility in this age 
group, our accidents will be great- 
ly reduced. We are convinced after 
conducting a limited survey among 
public officials, mothers and fath- 
ers, and the young drivers that we 
can make a mighty contribution 
to the cause of safety through the 
cooperation of the new car dealer 
and the parents or guardians.” 


Republican Fund Charge 


On Steiner Dismissed 
DETROIT.—On a plea of nolo 


| contendere, the indictment against 


Alfred F. Steiner, Ford dealer, 
charging a $500 illegal contribution 
to the Republican campaign in 
1946, was dismissed last Wednes- 
day. 

Federal Judge Arthur F. Lederle 
said that the penalty against th: 
corporation would be announced 
later. Steiner is one of 11 Detroit 
area Ford dealers indicted here two 
weeks ago. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who wart 
what you have or have what you wan’! 
See the back pages of this issue. 
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YOU’LL NEVER RUN OUT OF PROFITS WITH 


PORCELAINIZE 


HELP YOURSELF TO PLENTY OF BUSINESS! 
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Dynamic, Dealer-Designed Promotional 
Material Keeps Customers Coming... 


Hard-hitting, up-to-the-minute Display Posters, Mailing 


Cards, Envelope Stuffers, Counter Displays, Leaflets, 
Radio Scripts, Newspaper Mats and other tested Sales 
Builders and Volume Producers. 
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Profit from New Car Porcelainizing 
Every new car is a Porcelainize prospect. "| have found 


the Porcelainize department to be one of the most 
profitable operations in our shop."' W.H.T. June, 1949. 


K 


Profit from Older Car Porcelainizing 
One out of three is a logical prospect. ''Porcelainizing 


is the biggest profit maker in our service shop and the 
customer's biggest bargain." L.T.H., July, 1949. 


K 


Profit from Porcelainized Used Cars 
A beautiful finish is proof of extra value. ''Since install- 


ing our Porcelainize equipment, our used cars sell almost 
as soon as put on our lot.” R.C.B., June; 1949. 


K 


Profit from Repeat Sale Porcelainizing 


Every first sale can be made to produce at least two 
more repeat Porcelainize sales. 


You can produce up to $800 in Customer Labor Sales 
at a profit better than 50% gross with less than 
$70 cost for Porcelainize Material—all this in a space 
10x23 feet in your Service Department. 


FREEMAN & FREEMAN, INC. 


600 GRANT STREET DENVER 3, COLORADO 


Please send us immediately, without obligation, a copy of your new 
“Service Guide to Porcelainize Profits.” 
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VERY IMPORTANT 


NATIONALLY ADVERTISED... AN EXCLUSIVE NEW CAR DEALER SERVICE 











CALIF. SPORTS CAR HAS REAR ENGINE—Powered by a rear-mounted 125-horsepower 
Buick engine, this streamlined car was designed by Norman Timbs of Van Nuys, alif., 
engineer on several Indianapolis race cars. The all-aluminum body is split just behind the 
seat and raises hydraulically to disclose spare tire, gas tank and engine, as well as to 
provide access for tire changing. The radiator is at the front of the car, but water is 
added through a filler cap under the rear hood. Drive from the engine is through a solidly 
mounted differential, universal joints, and swing axle to the rear wheels. Specifications are: 
Wheelbase 117 inches, weight 2,200 pounds, tires 7:00-16. Overall height 40 inches, overall 
length, 17!/2 feet. 








being refigured on the lower-priced 
linseed oil, to establish new selling 
prices. These prices will be cut 
about July 18 and will be retro- 
active on all shipments made on 
July 2 and thereafter, Phillips said. 


Devoe Reduces Prices 


On Paint, Varnish 

NEW YORK—Devoe & Raynolds 
Co., Inc. will reduce prices on its 
Devoe paint and varnish products, 
Elliot S. Phillips, president has an- 
nounced. 

He states that costs are now 





AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 





IT PAYS FOR ITSELF...AND THEN PAYS YOU! 


Here’s a modern, streamlined National Cash Register — 
plus a built-in adding mechanism which you can use at any 
time without disturbing the cash register records. All at a price 
within the reach of any retail business! 

Stops mistakes in addition. Speeds service. Shows sepa- 
rately the price of each item in a purchase, and a mechani- 
cally-added total of all items. Prints a record of every trans- 
action—automatically distributed in separate columns for 
any 8 classifications desired, such as departments, selling 
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DETROIT.—An assertion that 
the high cost of government 
threatens the liberty of the Ameri- 


ard E. Read, president of the 
Foundation for Economic Educa- 
tion, who addressed 100 automotive 
executives at the annual meeting 
of the Automobile Manufacturers 
Assn. 

“The U. 8S. citizen once had a 95 
to 98 percent freedom of choice 
with his income dollar,” Read said. 
“Today, however, the government 
takes 29 percent of all earned in- 
come, decreasing the citizen’s free- 
dom of choice by one-fourth. 

“About two-thirds of this 29 

percent burden on the taxpayer, 
or about $1,000 in a year for the 
average family, is in the form 
of hidden taxes,” he said. “This 
amount of tax has become buried 
in the price of everything the 
family buys and of every service 
it employs—bread, shoes, hair 


ey 


“alional 





High Cost of Government 


Economist Tells AMA That Big Taxes 
Peril American Liberty 





cuts, electric bills, the new car, 
movies, railroad tickets.” 
He estimated that there are 502 


| : 
can people was expressed by Leon- | taxes on a pair of shoes alone. 


“When all of these hidden taxes 
are brought to life, one finds that 
he now works 3% months for the 
government, leaving only 8% 
months to work for himself.” 

“Whenever the tax figure for 
any country rises to more than 
20-25 percent, progressive infla- 
tion and debauchery of the cur- 
rency is the likely result,” he 
claimed. 

“Twenty years ago, at a time 
that taxes amounted to 14 percent 
of national income, taxes in Rus- 
sia amounted to 29 percent; in 


Fire Hits Henderson 


TRENTON, Tenn. — Henderson 
Motor Co. was completely destroyed 
here by a fire of unknown origin. 
Loss was estimated at $75,000, only 
part of which was covered by in- 
surance. 


employees, services, commodities, etc. Notations may be 


written opposite any entry. 


By mechanizing your cash-control and record-keeping, the 
National ‘‘200” gives you a better, simpler, easier way of 
preparing accurate and complete business records. You get 
information that makes money, as well as protection that 


saves money.See the National 
“200” at your local National 
Cash Register office today! 


THE NATIONAL CASH REGISTER COMPANY. DAYTON 9. OHIO 


Walional 


CASH REGISTERS « ADDING MACHINES 
ACCOUNTING MACHINES 














Germany, 22 percent; in France, 
21 percent, and in the United King- 
dom, 21 percent,” Read pointed out. 
“Due to the high cost of govern- 
ment, the United States has now 
arrived at the same point that 
European nations reached in 1929- 
1930.” 


Read predicted that a decline in 
employment to a point like that of 
1938-40 would automatically in- 
crease the burden to 35 percent or 
more out of each income dollar. 


Buick to Present 
2 New Models at 
Field Sales Meet 


FLINT.—Buick’s field sales or- 
ganization will hold its first full- 
fledged postwar meeting July 11-13 
in Flint, announces O. L. Waller, 
Buick general sales manager. More 
than 300 regional, zone and district 
managers and other field personnel 
will be here for discussions with 
top sales, manufacturing and en- 
gineering executives. 


The primary purpose of the 
meeting is to acquaint the field 
organization with two new Buick 
models being introduced this sum- 
mer—the Special or 40 series, and 
the Riviera. The Special is Buick’s 
completely redesigned lower-priced 
car and the Riviera is a hard-top 
luxury coupe with the lines and 
appearance of a convertible. 

A highlight of the field meeting 
will be a visit to the General Mo- 
tors Proving Grounds at Milford, 
Mich., where members of the sales 
staff will have an opportunity to 
drive the new cars. All phases of 
the new Special and Riviera, to- 
gether with sales campaigns linked 
with them, will be discussed. 

Following the Flint sessions, the 
field organization will hold similar 
meetings with dealer groups in 
cities where zone offices are lo- 
cated—Boston, Buffalo, New York, 
Philadelphia, Washington, Cincin- 
nati, Cleveland, Detroit, Pitts- 
burgh, Chicago, Kansas City, Min- 
neapolis, St. Louis, Atlanta, Dallas, 
El Paso, Memphis, Los Angeles and 
San Francisco. These will be pat- 
terned after the Flint meeting with 
talks by the management being 
delivered on film. 


Auto’s Vacation Role Cited 
In Radio Discussion 


PROVIDENCE. — (UTPS) — The 
part the automobile plays in the 
vacation picture was stressed by a 
panel of travel experts, speaking 
over WPJB, the Providence Jour- 
nal’s FM station. They were of the 
opinion that Rhode Island’s tourist 
trade, presently an $18,000,000 in- 
dustry annually, can be developed 
to a much greater extent. 

Sam Burchiel, manager of the 
Automobile Club of Rhode Island, 
said: “The average person has very 
little conception of the tremendous 
amount of money in this travel and 
recreation business and the impor- 
tance to the economy of Rhode 
Island. Adding that he would like 
to see development here of modern 
types of motor courts, Burchiel 
said: “We have got to offer people 
attractions and accommodations of 
the type they are looking for.” 


Expansion at Royal 
An expansion program is under 
way at Royal Motors (Cadillac- 
Olds), White Plains, N.Y. Owner 
John Casey has paved his 103-foot 
car lot and will soon build a new 
extension to his building. 
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50-YEAR AWARD FOR HUNTER — L. P. 
Sperry, president of Scovill Mfg. Co., Water- 


bury, Conn., presents a 50-year service award 
and pin to William T. Hunter, president, who 
completed his 50th year with the Schrader 
company. Hunter has been an officer of A. 
Schrader's Son since 1910, and was general 
manager from 1922 to December, 1948. He 
continues as vice-president and director of 
Scovill and as president of A. Schrader's Son, 
Inc., Brooklyn, 
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“1! Oldsmobile Dealers Have a Real Treasure | 


ited 


4, M7 
& 9 . 
x! in the new “Rocket” Engine bb 





' the 
a 
n- e . . 
oped **88!”’ *88!’ *°88!? Motorists across the nation are excited 
the , E ‘ ; 
ne about this “‘Rocket’? Engine Oldsmobile and its Futuramic eo 
dous oe 
— power! They all want to see it—to drive it—to own it! eae 
i ey 
_ Never before in Oldsmobile’s 51-year history has there been ceeenacal 
chiel i 
ople : 7 ‘ e ° 7 
is of such insistent demand for a single Series! And that enthusiasm = 
, has shown Oldsmobile dealers what a treasure they have in the ——————— 
nder é 5 —- 
llac- ‘i b , : =e ent 
wner “*88”—has prompted them to swing into action with a record- 
-foo 
new : d 7 ; b 1] ¢¢ . CEE7199 | 
breaking demonstration drive! Futuramic Dealer Shows, called people will “make a date with the 88°!” That means even more 
Ing ‘Treasure Ho!”, announced the campaign in 25 key cities enthusiasm—even more excitement—and even more orders for 
across the country this past month and set a goal of one mil- all Oldsmobile models! No wonder Oldsmobile dealers and 
I lion “‘88”’ demonstrations this summer! Every day, thousands of salesmen are so certain—‘“It’s SMART... to BE with Olds!”’ 
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Review of Rubber Aging 


Published by Testers 
PHILADELPHIA. — The Ameri- 
can Society for Testing Materials 
has issued a symposium on aging | 
of rubbers with six extensive | 
papers on the subject by leading 


authorities. | a 


This pamphlet gives a review of 
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THIN-STATES 
LIPMENT co, 


the various methods for accelerat-| — 


ing aging of natural rubber and 
synthetic elastomers. These tests 
are important because of their aid 
in predicting the life expectancy of | 
finished articles. 

Copies of this 76-page pamphlet 
can be obtained from ASTM Head- 
quarters, 1916 Race St., Philadel- 
phia 3, Pa. 


a 


NEW TWIN-STATES BRANCH IN RALEIGH, N. C.—Twin-States Equipment Co., Truckstel! 
distributor in Charlotte, N. C., has opened a branch in Raleigh to provide better service 
to dealers and truck operators in that section of the state. Vernon Smith and Belford King 
are proprietors 


with a stainless steel canopy over 
show windows. 


The 130 by 150 foot building will 


Berry—St. Paul 


Berry Chevrolet Co., St, Paul, is | 
undergoing $50,000 in face lifting, 


|'L. D. Berry, president, said. The| have an enlarged parts department, 


There are profit-making opportunities in 
AUTOMOTIVE NEWS Want Ads, 


of the 20 makes 


two street sides of the building will| an enlarged showroom, and new 
be covered with porcelain enamel | and larger offices. 
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| FOB FACTORY 
Business Decline Cuts 


| Body Die Prices 


(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 


By A. H. Allen 
CRAMBLE for new business, of which there has been 
only a trickle, has led to some shading of prices quoted 
‘for body die business around Detroit jobbing shops, accord- 
ing to gossip in the trade. A set of fender dies, which have 


been bringing around $200,-high wage rate prevailing in die 


000, was snapped up on a bid | shops, along with union demands 

i i fringe bene- 

nt off this figure, sur- | for pensions and other : 

a a a j B imi | fits totaling something like 43 

prising in view of the continuing | 

- cents an hour more on top of the 

present average rate for production 
workers of $2.38 per hour. 

| Tool and die shop operators say 

|they have noticed a slight im- 

| provement in the business level 

| over the past couple of months, 

but it is nothing 


ENGINEERING 


to get excited 
over, and if they 
are now going to 
cut each other’s 
throats to take 
on jobs at a loss, 
the outlook will 
be even worse. 
At the root of 
the problem is 
the old bugaboo 
of over-capacity. 
The job shops in 
the Detroit area are reported to 
have expanded by 100 percent since 
1939, mainly because of the numer- 
ous lush projects which came along 
during the war. Now, there just 
isn’t enough business to go around, 
particularly with the ample capac- 
ity of captive shops operated by 
several of the large body builders. 


Manufacturers almost universally 
complain of the high costs of tools 
and dies—anywhere from two to 
three times prewar—but they for- 
get that practically all the increase 
is accounted for by labor and the 
fact that dies these days are con- 
siderably more complicated than in 
prewar times, necessitating more 
time for their completion and try- 
out. 


PRODUCTION 


A, H, 


rn 
Transmission Talk 


UOTE from a leading weekly in 
the industrial field: ‘Chevrolet 
ea automatic transmission ‘ 
will be an adaptation of Buick’s 
Dynafiow but will sell for a lot 
less. Reason: Basic parts are being 
stamped out of aluminum (much 
as Packard has done ‘with its UI- 
tramatic) instead of being preci- 
sion-cast from steel.” 


According to this department’s 
information, that is packing a lot 
of errors into a few words. In the 
first place, the Buick Dynaflow 
“basic parts,” by which doubtless 
is meant the torque converter ele- 
ments, are not precision cast from 
steel but are sand cast in alumi- 
num alloy, although at the start 
they were cast in plaster molds. 

So far as is known, there are no 
automotive torque converter ele- 
ments of precision cast steel, this 
process being confined largely to 
she blades for turbojet aircraft 
engines. 

In the second place, Packard 
does not stamp the converter 
blades out of aluminum, but uses 
a sand casting process similar to 
that adopted for the Dynafiow. 
And finally, according to in- 
formed opinion, the Chevrolet job 
will be stamped from steel, with 
the blades assembled into the 
housing by brazing or a mechani- 
cal lock or both. A similar system 
is used in the Borg-Warner 
torque converter now being 
tooled for Studebaker, the blades 
are of steel stampings, locked 
into the orange-peel housing and 
backed up by a steel ring welded 
in place. 

Packard made some experimental 
Ultramatic converters of this type, 
later deciding its lower production 
requirements could best be served 
by buying the sand-cast aluminum 
units from Aluminum Co. of Amer- 
ica. Fluid coupling units used in 
the Hydra-Matic and the Chrysler 
semi-automatic transmission as- 
semblies are both of stamped steel 
construction. 


* * 
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‘The News carried 


11, 1949 





more Display Advertising 


than any other New York newspaper 





Display e e e is the kind of advertising that 


tries to tell the world! 


The display advertiser sacrifices the security of the classified 
columns where the customers come to look...takes his chance 


for recognition in the open competition of the whole paper. 


Display advertising is the Magna Carta of modern commerce 
...the assurance to business of liberty; equality and fraternity 
in print...and a particularly American institution. 

To the small business, Display advertising is a compensation 
for the capital and clientele it doesn’t have, a substitute for 
small stocks and a side street address, a bid for growth and 
progress... To the big company, it is bread and butter, life 
insurance, and the means of making the most of its investment, 


facilities and potential. 


Display advertising does not get its draw from the size or 
the space—a lot of mountain sides are for sale cheap!—but from 
the size of the audience... which explains why The News 
carries more Display than any other newspaper in the world. 

The largest newspaper circulation in America... more than 
2,250,000 daily, and in excess of 4,350,000 Sunday... is 
concentrated in the world’s best market. And the small News 
page gives better display to all advertising... 

The News is also a very productive medium—which is 


probably the best reason an advertiser could have! 


ever carried... 


in any year! 





Total pispiay... 32,449,182. 


. .. which was some 6,500,000 lines more 
than the next New York newspaper 


Retail pispuay... 26,315,350 


. more retail advertising than was carried by any 


other newspaper in the United States in 1948 


Dep't STORES... 10,428,006 


... the first time on record that any New York 
newspaper carried more than 10,000,000 lines of 
Department Store advertising in a single year 


Automotive . . . 960,125 


... largest in News history. . . and for five 
consecutive years The News has lead all New York 


newspapers in this classification 
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Utilizing Workers’ Leisure Time. . . 
eel re ee ee ee ee SEEE oo 


Grass-Roots Public Relations 


-EDITOR’S NOTE: Because we 
feel it offers an excellent oppor- 
tunity for auto dealers, as well 
as the factories, to perform 
grass-roots public relations, Avu- 
TOMOTIVE News is publishing iere- 
with excerpts from a_ recent 
speech by William G. Haworth, 
associate director of public rela- 
tions at Nash-Kelvinator. Ha- 
worth’s theme is that industry 
has created an abundance of 
leisure time for workers, but no 
one has done anything about 
gi nfully ulilizing this free time. 

Ile has a unique proposal; here 
it is: 

6 bese STATE of industry’s public 
relations isn’t nearly as healthy 
as it should be. 

It was until recently an almost 
universally held concept that pri- 
vate industry’s province should 
be restricted to the manufacture 
and sale of goods, Many spokes- 
men have, and I’m sorry to say, 





UNIVERSAL C. T. 


| continue to interpret and describe 
| America’s success in the inade- 


quately limited terms of bath- 


| tubs, telephones, homes, refriger- 


ators, automobiles and highways. 


obvious accomplishments—has 


A measurement of the real bene- 


|fits of the American standard of 
|living would not deal with intang- 


ibles. 
* + + 


| 
|THE real measure of our sys- 


tem’s greatness is its unique 


| capacity to produce “job-free-time” 
|and reap bumper harvests from the 


uses to which that leisure-time has 
been voluntarily put. Yet, in its 
public relations messages, industry 
continues to cite the bulk quanti- 
ties of products manufactured, 
without mention of the real benefits 





CREDIT CORPORATION - 


of those products to individuals , . . 


On the other hand, industry—in 
its haste to call attention to its 
ig- 
|nored the very fruit and flower of 
| its creation... 





Free American industry and its 
ability to create leisure during the 


past century rapidly released tens 


|of millions of children, young men 
|'and women, and adults to engage 
jin such highly productive leisure- 


time pursuits as schooling, research 


jand the development of arts and 


crafts. Among the numerous tangi- 
ble benefits of our system is today’s 
one billion hours annually that 
people no longer are required to 
spend at the work bench or in 
life-sustaining chores. 

It seems to me that the release 
of people from necessary “survi- 
val work” to useful leisure time 
pursuits, links all manufacturers 
with a share in the discovery of 
wonder drugs, the cracking of 
the atom, and the thousand and 
one other benefits that applied 
leisure-time has produced for the 
enrichment of even the poorest of 
our people. 


I feel that in the process of call- 
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jing attention to the end 


I 








result 
made possible by freedom and mass 
production, we may give the aver- 


age man a new, and satisfying | 


|“measure” of life accomplishment 
|that goes beyond personal posses- 
|sions, Among a long list of other | 
| things, I refer to such benefits as | 
| the ability of a factory worker to 
support three or four children in 
school for a dozen or more years, 
meanwhile gainfully or wastefully 
occupying his own job-free time. 


* * * 


THINK that public relations men 


understand and can’t translate. 


We “prove” to readers of “busi- 
ness pages,” (which is where the 
stuff appears,) that we have a 
world corner on_ telephones, 
wheels and labor-saving gim- 
crack—facts they already know. 


j}uation and 


It plays that same tune over and 
over again, meanwhile we run the 
risk that the “front page” will get 
up to go out and cast ballots in 
favor of political and social ar- 
sonists who falsely promise to 
improve and protect a structure 
they hate or simply don’t under- 
stand.... 

I think that most of us will 


| agrée that we in industry have not 


appealed sufficiently to the emo- 
tions of the people working for it. 


| Speaking collectively, we have not 
|done a good job of promoting, 
and industrial editors have been | merchandising and selling the tre- 
missing the glory train with appal-| mendous leisure time benefits that 
ling regularity. In ads, press and|jndustry under our system made 
| radio interviews, industry does not| possible. Indeed, the miracle of 
|Stress the biggest wonders of the | “job-free” 
| past and present we have attained; 
| the kind of things needed to quicken | have us believe that their phoney- 
our pulse and raise our pride, but | baloney type of miracles will come 
|offers hard uninteresting facts of | from the same magic box. We know 
economics the average man doesn’t |they don’t; we know these arm 
'wavers are phonies; but does the 


time is being used 
against us by people who would 


public? We have a responsibility to 


see to it that business and indus- 
try get credit for what they’ve done 


and are doing. 


desirous 


Management today is sincerely 
of taking any action 


within its power to assure contin- 


improvement of the 


/American brand of freedom, op- 
portunity, security and happiness 
of the people of our country, and 


| 
| 
| 


for that matter, 
* 


of the world. ... 
- 7. 


eS leaders have a re- 


sponsibility in their communities 


|to improve the average guy’s op- 


| portunities 


to gainfully utilize 


|leisure time. I am not suggesting 
lany particular pattern of how lei- 
'sure time should be utilized, but I 
|would like to emphasize that the 
| falling attendance in our churches, 


the lessening influence of the home 
and some of the other signs of 
| emotional turmoil indicate that the 
health of our system could be im- 
proved and that an understanding 
and revival of faith in it was never 
more urgently needed. 


Again, if leisure is the result of 


a free industry, then American in- 
dustry has a 
exercise its leadership in further- 
ing the uses to which that leisure 
time is put. The place to accom- 
plish this, is not at the national 
level, but in the tens of thousands 
of communities where business and 
industry maintains factories and 
offices. 


responsibility to 


A suitable plan of action might 
mean the formation of a commit- 


tee of local leadonn~—cageeseeens 
n- 





IMPORTANT FACTS ABOUT UNIVERSAL C.1.T. 


FACT NO. 1 Last year Universal C. I. T. financed the shipment of more 


tha. 1,000,000 automotive vehicles from manufacturers to dealers—1 out 


of every 5 vehicles produced. Today Universal C. I. T.’s extension of credit 


for wholesale financing is 20% greater than it was a year ago. 


FACT NO. 7 The retail financing of cars from dealers to their 
customers Ly Universal C. I. T rose to $480,000,000 in 1948. So far this 


year our dealers and their customers are requiring, and receiving, 40% 


more retail financing than in 1948. 


FACT NO. 3 The capital and surplus of the C. I. T. 


organization is today {$170,000,000—the largest consumer finance 


organization in the world. 


FACT NO. 4 Universal C. I. T. wiil continue to meet, as it always 


has, the requirements of the automotive industry, the dealer body, and the 


motoring public. 


Your Universal C. I. 1. representative is ready to tell you more about the 


|company. Voting still 


a cross-section of business, 
dustry, education, labor, the 
press, and the church. The com- 
mittee’s sole consideration would 
be the development, improvement 
and use of leisure-time. It’s a 
small thing, as an example, but 
such a committee, upon inquir- 
ing into the local problems, might 
find that some of the reasons for 





| 
| 
| 
| 
| 
| 
| 
| 


prevalent frustration of children 
and resulting parental discontent, 
result from inadequate commun- 
ity recreational leadership fa- 
cilities and lack of handcraft 
instruction and equipment in 
schools; children with too many 
idle hours having consequent 
feelings of insecurity which they 
belligerently carry into the home. 
I submit that no company can 
have good public relations while 
business in general has bad public 
relations. The public has demon- 
strated over and over again that 
it votes, (in elections) on industry 
as a whole and not on what it 
thinks of one company. One firm’s 
public relations are no better than 
the average for all companies, when 
it comes to the survival of our 
society—though for the moment it 
may reflect in higher sales for one 
is done in 


ithe local community and there, at 
'the grass roots, the American sys- 


successful relationship between Universal C. I. T. and the more than 10,000 


dealers who consistently use its services. 
e e St 7: O. 

| aay the local school system, its 

& § A iL ¢. y e staff, subjects, text books and facil- 


| ities, If you doubt that local schools 


OVER 300 LOCAL OFFICES 


thi 





item will 
|improve, or die. 


continue to thrive and 


* * * 


O SEE to it that it doesn’t die, 
I recommend the creation of 


|permanent community conference 
groups to consider local objective 
application of leisure-time and the 
|problems raised by that leisure, I 
| Suggest no pattern of operation, no 


format 


of the problems to be 


}tackled. Such a community group 
|might delegate a sub-eommittee to 


PRINCIPAL CITIES 


have problems that the community 
| could help to solve with manpower, 
| moneypower and brainpower, you 


(Continued on Page 43, Col. 1) 
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Another WS-O-SHADE Triumph 
IN DESIGN, BEAUTY AND PERFORMANCE 


Here is the last word in sleek, trim 1949 design! 





lt of 
. ‘es It’s smooth flowing lines complete the picture of beauty for 
‘ther- § every car — enhance every body style. Smartly chromed to 


sisure 

com- the peak of good taste. 

tional : : ; f 

sands Keeps windshield free from snow, ice, rain, sleet — reduces 


s ant road glare and provides shady comfort the year round. 
a 
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Each visor is Custom-Built for specific car 
make. Special fittings for each car eliminate 
use of ill-adapted universal fittings. 


Specially equipped with Windshield Rein- 
forcement Bar for all 1949 General Motors 
fa- 


the Visor Line 
raft 66 


in Air Flow Design Easy To Install ’ Beautiful Chrome Triple 4 g 
any Assures smooth balance of air No holes to drill — less than 5 Plated Metal Lead Edge or 
— pressures and vacuums — cuts minutes to attach. Clamps to 
a high speed wind pressures rain gutter — no vibration or Strengthens visor — eliminates 
, without vibration or wind sideplay. ll fittings chrome all vibration and fluttering. 
ee noise. plated. Chrome center strip. Strongest visor on the market. 
ublic 
ro ws Special Note: Display racks are available to you from 
ry | your jobber at no charge! Act today! 
at i 
irm’s 
than 
when 
our 
nt it 
- one 
e in 
e, at 
sys- 
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Special volume dis- 





counts available. Con- 







tact your Jobber or 
write direct TODAY! 








“YOURS TO 


Model ‘‘A’’ Deluxe S E LL AT il 


W. AS - OPSHAIDIE ONLY 


All Metal Construction—A Masterpiece in Design Simplicity! 


Over 100,000 sold last year! Proved the country over! $4295 


Blends with every body style—enhances every car, old or 


die, 
1 of 
‘ence 
ctive 
| the 
re, I 
1, no 

be 
roup new. Air Flow Design cuts high speed wind pressures : 
e to 

its 
acl —no holes to drill. Chrome plated fittings—plus Chrome VIS-O-SHADE CORP. 
or center strip. Contact your Jobber, today! ee 
aan 2430 SOUTH MICHIGAN AVENUE 
you We are now shipping Ford, Dodge, Plym- CHICA GO 16, ILLINOIS 


without vibration or sideplay. Clamps easily to rain-gutter 





outh, DeSoto and Chevrolet Grille Guards 


CONTACT YOUR JOBBER TODAY! List: $23.95 (East of Rocky Mts.) for 1949 cars. Other models will follow. ee ae 














































































Department of State. 


located almost entirely with- 


in the republic of Panama, 
and ties in with existing transpor- 
tation facilities in the Canal Zone. 
The highway was opened to traffic 
in April, 1943, and, except for a 
stretch of approximately 1,000 feet, 
was completely paved by 1944. The 
paving of this short stretch near 
Colon on June 13, 1949, completed 
the project. 

The trans-isthmian highway was 
constructed in three sections. The 





says 


Jack Tyrrell 


of Harvey Tyrrell 
Buick dealer in 
North Hollywood, California 


No other Gu 


a} 
oe 


Withstands a he 
guard because 
metal design, and 
braced to the frame. 


No parts 
impact. U 
of heavy gauge steel. 
Uprights cannot * 
glancing blow. 
steel sections ins! 


Fits snugly without wr 


of the 


4 
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ing identical wit 
tions. No complaint 
pitting or rusting. 
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brace type guar 
size wren 


*Copyrighted 
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A WIDER PROFIT MARGIN FO 
though competitively priced. 
avier impact than any other 


the method 
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prights stamped out 0 


‘open up" nor sli 
Heavily reinforce 
ide uprights prevent this. 


inkles around bottom of 
bumper. No unsightly open 


d rustproof. Brilli plet- 
ass h new car chrome specifica 


s from your customers on 
No costly replacements. 

i icker to inst 
faslat ane oe d. Mechanic needs only 2 
ches for most cars | 
or 6 required for any 
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U.S. Stamps ‘Complete’ 
On Panama Highway 


By William Ullman 


Washington Correspondent 


OMPLETION of a first-class highway in Panama from 
Colon to Panama City was announced last week by the 


Built at U. S. expense, the Boyd-Roosevelt highway, about 
50 miles in length, crosses the isthmus from the Caribbean 
sea to the Pacific ocean. It is®— 


its junction with 
Fort Randolph 
Rd. near Colon 
on the Atlantic 
side to the Canal 
Zone boundary 
near Cativa, 
which was acom- 
mitment under 
the original 
Trans - Isthmian 
Highway Conven- 
tion of March 2, 
1936. The second 


William Ullman 
first comprised that part between | was the adjoining sector which ex- 
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"Owuahe MORE PROT ore | 





BOOKKEEPING AWARD WINNER—Dorothy Middlebrooks, 


Pontiac Co., Shreveport, La., receives her 


| business management manager for Pontiac in 
| district manager, and ect is dealer C. W. Holmes. 


tended to the iosiaiitiats of the; 


Madden dam area. The last sector 
extended from a point near the 
termination of the second section 
to Panama City. Total cost of con- 
struction was approximately $9,- 
785,000. 

The standards to which the 
Boyd - Roosevelt highway was 
finally constructed are substan- 
tially better, it is said, than those 
stipulated in the original high- 





11, 





1949 





“better bookkeeper'’ award from R. D. Coulter, 
At the left is R. T. Leigh, 


the Memphis zone. 


way convention of March 2, 1936. 
The road is 24 feet wide with 
maximum grades of 5 percent, 
while the convention called for a 
highway only 18 feet in width 
with 8 percent maximum grades. 
The highway was intended orig- 
| inally to accommodate Panama- 
nian commercial and normal Canal 
Zone requirements, but by 1940 it 
became evident that the higher 
| standards would be | more adequate | 





Cita Wew KARGARD.. 


ard has 


URES! 


R YOU al- 


of its formed 


h 
—. by which it is 


tection than any other guard. 


the car upon 
vr of ONE PIECE 


lines of their new cars.”’ 


de from a 
d welded 


spaces. 
ant chrome plat- 


all than any other 


instead of the 5 
other guard 


“| get a wider profit margin on Erie’s new Kargard than 
on any other guard. That’s very important to me as a 
dealer in today’s more competitive market. 


The thing my customers like best is that the Kargard’s 
unique construction and installation give them more pro- 


The Kargard is beautifully styled too. My customers 
admire the way it harmonizes with the handsome grille 


You make a BIGGER PROFIT! It will pay you to ask your 
jobber for details on the better price set-up for this 


better guard. 


Note the Kargard's exclusive features. Ask your jobber 
to bring one over for quick installation by your mechanic. 
Compare it with other guards and you will be convinced 
that Erie's New Kargard is the one to sell your customers. 
Why not call your jobber—RIGHT NOW! 


There is a DIFFERENT KARGARD FOR EACH 
1949 MODEL CAR, custom fitted and designed to blend perfectly 
with that car's appearance. Only the Buick guard is illustrated. 


MANUFACTURING CO., INC., 2635-45 So. Wabash Ave., Chicago 16 


World's Oldest Grille Guard Manufacturer 


| to handle increasing military needs 
|on the Isthmus of Panama. 
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Excise Cuts Sought 


HHOUGH direct automotive ex- 

cise taxes are not _ involved, 
moves to repeal a number of war- 
time imposts indirectly costly to 
the motor car industry and trade 
have been initiated by both houses 
of Congress. 


Here are the major cuts pro- 
posed: 
Travel—Reduction on tickets, as 


well as seats and berths, from 15 
percent to 10 percent. 

Luggage and handbags— Repeal 
of the present 20 percent retail 
| tax and restore the prewar 10 per- 





secretary-treasurer of Holmes | cent manufacturers tax. 


Light bulbs—Cut from 20 to 5 
percent. 

Local telephone — Reduce 
|from 15 to 10 percent. 
| Long distance telephone—Reduce 
| rate from 25 to 20 percent. 
| Camera film—Reduce from 15 to 
|10 percent. 

Telegraph—Reductions from 25 

to 15 percent. 

By a vote of 7 to 6 the Senate 
Finance Committee, which had be- 
fore it a minor tax bill already 
passed by the House, agreed to 
|} send to the Senate floor the John- 
son amendment to cut excises back 
to their prewar level. 

Meanwhile, at the other end of 
the Capitol, Rep. Martin of 
Massachusetts, minority leader, 
announced to the House he had 
initiated the formal steps to by- 
pass the Ways and Means Com- 
mittee and bring an excise repeal 
measure direct to the floor. 
Martin’s move, which was on a 

| bill he introduced Feb. 2 to reduce 
| excises to their prewar level, was 
made, the Massachusetts Republi- 
can declared, because “it is now 
obvious that no action can be ex- 
pected from the committee this 
year.” 

When told that the Senate Fi- 
nance Committee had approved an 
amendment sponsored by Sen. 
Johnson, Martin said: 


rate 








“Splendid! That’s what we need 
at this time to give the people en- 
couragement and help to give re- 
lief to low- -income groups. 

* 


Makes iii Speech 


ARTIN told the House: 

“I have hoped and have pa- 
tiently waited for action on the 
part of the Ways and Means Com- 
mittee. It is now obvious no action 
can be expected from the commit- 
tee this year. There is only one 
thing left to do, and that is the 
discharge method. 

“This legislation is needed to 
cushion the shock of the recession. 
It will stimulate busineses and pro- 
vide employment to many thou- 
sands. It will not ‘™materially re- 
duce revenues and it could increase 
them by the boost it will give busi- 
ness generally. 

Above all, the bill is just. It is 
wrong to keep a wartime sales tax 
on the poorer people in a period 
of recession. It is discriminatory 
taxation to single out a few in- 
dustries and destroy them. 

“If you are really in earnest 
about putting people to work and 
giving some relief to low-income 
groups, you will pass this bill 
now.” 

Previously the Senate committee 
which has had a succession of 
minor tax bills before it this year, 
had always refused to countenance 
the Johnson move to get rid of 
the war increases on the so-called 
luxury items. 

The amendment. which is virtu- 
ally identical with the Martin bill 
in the House, would make no 
change, however. on higher liquor 
taxes imposed during the war, or 
on the increased taxes on cabaret 
checks. 

Johnson estimated the cut-back 
in rates might reduce government 
revenues by as much as $550,000,000 

But, he thought, it probably 


| would be considerably less. 


In the House, however, Repub- 
lican backers of the Martin bil! 
for the excise cut held that the 
lowering of rates might be such 
a stimulus to trade as to offset en- 
tirely the effect of the cut. 

Martin’s move to discharge the 
Ways and Means Committee 
brought some angry words from 
Democrats, who charged that the 
GOP 80th Congress had made the 
wartime excises permanent and “at 
the same time put the government 
in the red by reducing income 
taxes.” 
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see what an extra push can do? 


For the extra push 
that means extra sales... 


use extra advertising in 


The New York Times. o 


biggest salesman in the world’s 


biggest automobile market 


i] 
_ ~ '* [Un Cry ines | 
The New York Times. ““=™ 
WANE DTTRVEES Aer See Oot FAP BLL BSERATE US Schools Found on Need {THIET GER Oram ews ae naw -~ 
mone austin /* “bares wap TESTS OF Ten Billions tor Bualdings anume uuams “*'**'™ pacrwrrnisnag 
} cmunm - IS CALENDAR LAS ‘>> seme peotrmane, omens AT CAPITAL TOA ‘Ve ONE 


Real Estate Advertisers know. The dollar-wise and market-wise 





pat = = : =: os : gentlemen who sell suburban homes and rent city apartments know to a 
goes : penny how their advertising pays off. They know which newspaper 
delivers the house buyers and the apartment renters. That’s why, in 
New York, they use The New York Times more than any other medium. 
Right now, when it takes real selling to move new cars in New York, 

it will pay you to take a new look at the New York advertising picture. 


Just call our Detroit office: General Motors Building, TRinity 3-3800. 












18 


200,000 Buicks — 
Built in Half; 
48% Over °48 


FLINT. Buick production! 
passed the 200,000 mark in the first 
six months of 1949, it is announced 
by Ivan L. Wiles, general manager. | 

Total output for the first half of 
the year was 200,426. In 1948 the} 
200,000 mark was not reached until | 
Sept. 24, with production in the| 
first half of the year being 135,296. | 
The 1949 figure is an increase of | 
48 percent. 

Buick’s total output for June this 
year was 36,891, compared with 
20,030 last year, an increase of 84| 
percent. 

Wiles reported that demand for 
Dynaflow transmission was con- 
tinuing to exceed production 
capacity. Last month Dynaflow out- 
put was 26,907, he said, equivalent | 
to 73 percent of Buick’s total car| the Chek-Chart truck lubrication 
production, | guide and the bus and motor coach | 

In the first six months of this | recommendations booklet have been | 
year 147,705 Dynaflow transmis-| announced by Chek-Chart Corp. | 
sions were built, equal to 74 percent | Both of these new publications are 
of the total car output. | in the seven-by-nine-inch size. To- 


~~ 


NEWS WHILE IT HAPPENS—A special events reporter, sponsored by Ogden Ford Sales,|is in our service 
Ogden, Utah, uses this Ford truck to cover civic and sports events and bring on-the-spot news | department. 


to listeners over statian KVOG. 
the wheel, microphone in hand. 


New Chek-Chart Issues 
Printed for Trucks, Buses 
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R. E. Thomas, vice-president of the dealership, is shown at | 


| gether, they provide essential lubri- 


cation information on  approxi- 
mately 95 percent of all trucks and 


CHICAGO.—New editions of both | buses now in use. The guide con-| maintenance 
| sists of 103 pages and is ring-| partments which 
|bound. The booklet comprises 16 | elaborate cost systems. 


pages and is saddle-stitched. 


AUTOMOTIVE NEWS production 


and sales every week. 


and | 
registration figures tell the story of output | 





By J. B, Van Tassel 
N OUR BUSNESS we do not re- 





ness. The only 
phase of our busi- 
ness that comes 
close to a compli- 
cated cost system 


However, our 
service depart- 
jments are not 
manufacturing 
| departments, they 
|are service and 


de- Jd. B. Van Tassel 


It has been my experience over 
a period of years in setting up 
many cost systems in the service 
departments of dealerships 


~ DIRTAND MOISTURE CAN'T GET IN! 


thats why GE ALL GLASS sealed beam Headlamps 








RUGGED—INSIDE AND OuT! The 
precision lens is made of 
tough, hard glass. And the 
firmly-anchored filaments 
do not shake loose. 





STAYS BRIGHT! Because a G-E 
“all-glass” headlamp is one 
big bulb, you never have to 
clean the reflector. It stays 
mirror-bright for life! 


Constantly being 
improved by General 
Electric lamp research. 





keeps 


— 
MORE LIGHT! G-E headlamps have 
been improved by General Electric 

lamp research to give 12% more 
light on the road for driving, 16% 


more light for passing! 


QO N07 GROW DIM! 





















PERFECT PROTECTION! One-piece, 
“all-glass” construction 


out a// light-dimming 


dirt and moisture. The 
average G-E headlamp 

gives 99% of original 
light output even at the 


end of lamp life! It 
does not grow dim! 





- atndl they now give lé-/, raore light / 


You can put your confidence in — 





GENERAL @@ ELECTRIC 








do not require | 


Dealer Business Counsel 


Single Daily Report All That’s Needed 
For Service Department 


require a complicated and costly | 
system of cost control such as is | 
required in a manufacturing busi- 


| 











(The opinions expressed herein are those of Columnist Van Tassel and are not 
necessarily those of Automotive News.) 


throughout the country that one 
very simple daily report, con- 
trolling the productive hours 
worked on customers cars, non- 
productive hours, unapplied 
hours, clock card hours and act- 
ual hours as compared with 
bogey hours is about all you 
need, in addition, of course, to 
your general summary of sales 


| and cost of sales of each repair 


order (customer and internal). 

On this daily report form, I 
recommend you should show in the 
first column the numbers or names 
of the mechanics and in the second 
column the number of hours at the 
end of the day as shown on the 
clock card of each mechanic. 

Then on each line across the page 
you would post from the job tickets 


(or the repair orders the actual 


number of hours and minutes each 


|mechanic worked on each repair 
| order or job number and the bogey 
|time as required for each one of 


| ual. 


these jobs just above the actual 
time. 

This bogey time is generally con- 
tained in the factory flat rate man- 
With such a record as this 


each day, you will always know 


|exactly how many of the clock 
card hours of each mechanic that 





| what 


were actually worked in your shop, 
repair orders they were 
worked on (both customer and 
internal) the number of hours that 
were put in on _  non-productive 


|orders and the number that were 


unaccounted for or the number of 


unapplied hours. 
* * oo 

as unapplied time has been 

running into a considerable part 


|of the cost of labor and without 


some such record you will never 
know what it amounts to. 

Also from this simplified form of 
cost control you can always tell 
exactly the time each mechanic is 
spending on every customer and 
internal repair order as compared 
with the required time for the spe- 
cific job as shown in the flat rate 
manual. 

This form makes it possible for 
your accountant to make a daily 
entry to his cost of sales account 
of the total amount involved in 
the unapplied time in your shop 
each day. 

Also, the difference between the 
actual and bogey time makes a 
very interesting and helpful time 
study analysis that may well be 
used in the selection of certain 
service business. 

For example, let us aSsume a cer- 
tain service operation or service 
job has a bogey time of two hours 
and you find out from this time 
study analysis that this job can be 
done in 1.2 hours. 


+ * Ea 
) 
4 


AKE a deal with the mechanics 

and point out to them that by 
placing a list price on this job 
based on 1.2 hours cost instead of 
the two hours bogey cost, you can 
probably bring in a lot of addi- 
tional business by effectively ad- 
vertising this price reduction on 
this special job. 

This is the way to get additional 
service business and develop a 
larger flow of _ service _ traffic 
through your shop, which is so im- 
portant in the increasing of the 
percentage of absorbtion, Also, it 
makes for more volume income for 
both you and your mechanics, This 
particular form of time study also 
furnishes a very important piece of 
information for dealers who oper- 
ate their shops and pay their me- 
chanics on an hourly basis. 

(Any questions concerning busi- 
ness management will be gladly 
answered by J. B. Van Tassel, care 
of AUTOMOTIVE News. 


New Diesel Engine Oil 


Made by Texas Co. 


NEW YORK.—Development of a 
new lubricating oil, designed to re- 
duce corrosive wear in high-speed 
Diesel engines has been announced 


| by the Texas Co, of New York. 


Known as Ursa Oil super duty, it 
is available in SAE grades 10 
and 30. 

It is made by blending a specially 


|developed additive with a mineral 


oil refined from carefully selected 
crudes. 
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Pa. Reports New Laws 


Measures Passed Pertaining to Check Stations, 
Temporary Tags and Lien Records 


HARRISBURG, Pa. (UTPS). — 
Among the new laws enacted by 
the 1949 legislature, were mea- 
sures giving the Pennsylvania state 
police more power in connection 
with inspection stations; strength- 
ening the penalty for misuse of 
temporoary tags, and providing a 
new method of recording liens 
where loans have been made after 
certificate of title has been issued 
in the same owner’s name, as is 
often the case with small loan 
companies. 

Police were given additional 
policing-powers in enforcing the 
inspection laws by giving them 
authority to make arrests in 
cases where dealers permit those 
not authorized to make inspec- 
tions to do so, such as car wash- 
ers and gas pump attendants. 

The following amendment to the 
vehicle code strengthens the pen- 
alty on the misuses of temporary 
tags: 


“No dealer by himself, agent, 


Tire Price Plight 
Laid to Prewar 


Trade Practices 


MINNEAPOLIS. — Recent tire 
price reductions are another case 
of “the tail wagging the dog,” ac- 
cording to General Manager Glenn 
Atcheson of the Minnesota Auto- 
mobile Dealers Assn. 

Left to themselves, tire manu- 
facturers would not have cut prices 
while operating under the highest 
wage scales in the industry, Atche- 
son said. 

However, he added, there wasn’t 
much else for tire makers to do 
after one of the large mass distrib- 
utors (Standard Oil of Ohio) de- 
cided to cut prices. Tire makers 
had to follow suit, said Atcheson, 
or lose business by not being 
competitive. 

“I can remember,” Atcheson re- 
called, “back to the days when a 
couple of large tire manufacturers 
went after this large volume busi- 
ness and they showed the mail 
order houses why they were logical 
sources of tire supply . . . and they 
began to educate the oil companies 
in tire distribution.” 

Tire makers found later, Atche- 
son charged, that they had built a 
“Frankenstein that was really tell- 
ing them how they must run their 
business or find themselves at a 
disadvantage in the market. 

“The result is that, in spite of 
the fact that wages are high, one 
of the large rubber firms claims it 
is now selling its first-line tire at 
a price below 1939.” 


Mexico Pushes 
Bid for Tourists 


MEXICO CITY. — Automobile 
men here figure prominently in the 
mixed commission just organized 
to increase U.S. tourist trade and 
boom use of the newly built road 
between this city and Ciudad 
Juarez, Chihuahua state, opposite 
El Paso, Tex., a section of the Pan 
American highway. The commis- 
sion was organized by the Mexican 
Automobile Assn. (Asociation Mex- 
icana Automovilistica), the Mexi- 
can Tourist Assn, and Petroleos 
Mexicanos, the official oil company 
which is active in stimulating 
motor tourism, through the Pemex 
travel club. 

Mexico has a greater zeal to 
attract more American tourists now 
that her money is at its weakest in 
peacetime, more than eight pesos 
per dollar, and is concentrating on 
booming more and better roads to 
entice motorists. Officialdom and 
tourist caterers believe tourists will 
this year top the estimated spend- 
ing of some $75,000,000 credited to 
them in 1948, 


Heads Trailer Group 


SPRINGFIELD, Mass. — Kristian 
Jensen, president of Jensen’s, Inc, 
(Plymouth), West Hartford, Conn., 
has been elected president of the 
New England Trailer Dealers Assn., 
which currently is working for 
unified laws governing trailer tra- 
veling, better accommodations in 
state parks, and other legislation to 
benefit trailer owners. 


servant or employe shall issue, 
assign, transfer or deliver tempor- 
ary registration plates or markers 
to anyone except the bona fide 
purchaser of a vehicle or motor 
vehicle owner and sold by him, nor 
shall temporary registration plates 
or markers be issued to any one 
possessed of annual registration 
plates for a vehicle that has been 
sold or exchanged, nor shall tem- 
porary registration plates or mark- 
ers be loaned or used on any ve- 
hicle which the dealer may own, 


nor shall any temporary registra- 
tion plates or markers be issued 
containing any mistatement of fact 
or any false information upon the 
face thereof. Any dealer who has 
committed three or more violations 
of the provisions of this section 
shall not make application for or 
issue any temporary registration 
plates or markers.” 


The new method for recording 
liens where loans have been made 
after certificate of title has been 
issued in the same owner’s name, 
eliminates assignment and reas- 
signment of certificate of title, 
regardless of the number of 
times the same owner borrows 
money, by retaining the same 
prefix number. 


This amendment will save thou- 
sands of man hours per year in 


A Rotary gives you these 
6 money-saving features 


e Maximum undercar accessibility 


« Fast spotting and loading 


Easily operated axle supports 


Clear floor with lift lowered 


Low-cost installation 


Famous Rotary jack 


| 


| 


| 
| 


DeSOTO DEALERSHIP HAS COLLEGE BACKGROUND—Spartan Motor Sales, Inc., in East 
Lansing, Mich., is named after the athletic teams of Michigan State college in East Lansing. 
Jack Dingman, president of the dealership, is a MSC graduate. The new building has 6, 
square feet and is on the main highway between Detroit and Lansing. 


the bureau of motor vehicles in| plates and other clerical work re- 
the embossing of addressograph | quired under the former procedure. 


FLUSH MODEL 


SURFACE MODEL 


Rotary MECHANIC’S 
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(Continued from Page 4) 


of these manufacturers and recon- 
cile them with the small number 
of new cars which many of these 
dealers, especially the Big Three, 
have been receiving. 

For example, we have a... 
dealer in . . . who has lost many 
deals lately to dealers in this same 
make and other makes in sur- 
rounding larger towns, simply be- 
cause he was getting so few cars 
from the factory that he could not 
possibly take care of his orders. 


I want to compliment you for 
your fight for these small dealers, 
and hope that something will be 
done which will correct the situa- 
tion—On10 FINANCE ComPpaANy OF- 
FICIAL. 

s * * 


Walk-In Contacts 


For the very practical purpose of 
determining the proper division of 
our sales efforts between manpower 
and other promotional efforts, we 
are interested in obtaining infor- 
mation regarding the source of suc- 


cessful sales under normal, com- 
petitive market conditions. 

We are interested in obtaining 
the normal ratio of sales originat- 
ing from purely showroom, “walk- 
in” contracts, to sales originating 
from contracts made by salesmen 
as a result of strictly off-the-show- 
room, “outside” efforts. 

We realize that both types of 
sales are necessary to a successful 
dealership, but information on the 
normally to be expected ratio seems 
pertinent in determining the point 
of diminishing returns in the size 
of a sales force and the amount 
of sales expense budget to be put 
in demonstrators, etc., as compared 
with various forms of advertising. 

If you have actual statistics on 
this ratio, we would prefer those. 
If these are not available, we would 
appreciate your approximation of 
this ratio as based on your experi- 
ence and that of your associates or 
acquaintances in the automobile 
business—Ricnarp M. BEAvVANS, as- 
sistant sales manager, Stewart Mo- 


tor Sales, Inc. (Kaiser-Frazer), In- 
dianapolis. 

Eprror’s Note: We know of no 
national or local statistics on the 
ratio of sales that are initiated 
by floor play as compared with 
outside sales effort. The circum- 
stances vary according to the 
goodwill the dealer may enjoy, 
based upon a high classed service 
operation covering many years. 

Floor play is also dependent 
somewhat upon the line of cars 
the dealer handles. It is deter- 
mined also on his location, as 
well as how active he may be 
with local newspaper, radio and 
direct-by-mail advertising. 

Nevertheless, very few dealers 
can live on floor play - walk-in 
prospects. Walk-in prospects are 
hard to handle. They have prob- 
ably walked into a great many 
other places, and no dealer is go- 
ing to make a profit on them. In 
other words, before the war floor 
play would never keep any dealer 
alive. 

* + * 


Cars in Use 


We want to thank you for your 
Almanac for 1949 and to compli- 
ment you on this very complete 


Automatic! Complete... with Switch! Flush Mounting 


@ Here’s the finest pair of back-up lamps 
you've ever handled—easiest to sell, easiest 
to install. And at a new price! 

Model 315BU Lamps mount flush with 
body the same as modern head lamps and 
tail lamps. It takes only a few minutes for 
installation—without the usual clamps. All 
wiring is concealed completely. Everything 
is in the kit— Douglas sleeves and terminals, 


+ * 


GRIFFIN 315BU KIT 
Includes two lamps, 21 CP bulbs, crystal beacon 
type lens, automatic switch, Douglas Connectors, 
ring terminals for switch connections, coil of 16 


gauge wire. 





heavy chrome 


* 


eliminate soldered and taped joints. 

When the gear shift goes into reverse, 
the lamps automatically illuminate the area 
to the rear with a powerful, long, sure 
beam. These lamps look like factory in- 
stallations due to their perfect balance and 


plating. Perfect fit—1949 


and-earlier model cars. 
Call your Griffin Wholesaler today. 








Second floor offices are rental units. 
brother, William E., is secretary-treasurer. 


13th Review and Reference Edi- 
tion. 

There is a question we should 
like to ask with reference to “Cars 
‘n Operation in the United States 
by Makes, States and Model 
Years.” We refer to pages 12 and 
13 and would inquire whether we 
are correct in assuming, under the 
Buick grouping at the top of the 
reference pages, that there are still 
15,326 Buicks still licensed that 
were sold new in the year 1922. 

The very sizeable quantities of 
the older cars of, say 1932 and old- 
er, that you show in the extreme 
right hand column, is very sur- 
prising to us and it may be that 
we are misinterpreting these 
charts. We will, however, appre- 
ciate your advising us as to our 
question.—D. FRANK Mages, vice- 
president, York Axle & Forge Co., 
York, Pa. 

Eprror’s Note: You’re correct: 
it’s true that there are 15,326 
Buicks of 1932 vintage still reg- 
istered. 





* * * 
Expense Items 


I have read with a great deal of 
interest the first series of J. B. Van 
Tassel’s articles on present-day 
business management, and I am 
heartily in accord with his sug- 
gestions. 

Perhaps I am assuming as well 
as asking too much, but please 
send me a simplified breakdown 
form listing items of expense in 
new-car sales, used-car sales and 
service, with suggested cost per- 
centages according to information 


you have at hand. — James M. 
VAUGHN, manager, Spiers Motor 
Co. (Kaiser-Frazer), Chattanooga, 


Tenn. 

Epitor’s Note: Here are a few 
of the new and used-car expenses 
on a basis of percentages of ex- 
penses to new and used-car gross 
profit: 

Advertising, 3.6 percent; dem- 
onstrating, 0.8 percent; warranty 
and policy, 4.3 percent; sales su- 
pervision, 4.5 percent; salaries 
and commissions, 11.4 percent; 
fitting and delivery, 2.9 percent. 

* * * 


From England 

In Automotive Nuws (May 30) 
appears a photograph of a custom- 
built Rolls Royce truck, “the only 
one of its kind?” you say. 

That is quite probable in the 
U.S.A., but not so here in England. 
I myself have seen many types of 
Rolls Royce custom-built trucks, 
but the smartest turnout concern- 
ing a Rolls Royce that I ever saw 
was a breakdown truck or a 
“wrecker,” as you know them in 
America, 

The car was a 1930, or rounda- 
bout, Rolls Royce that had been 
completely revamped with the ex- 
ception of the radiator and hood 
(or bonnet as we call it), and the 
chassis had been reinforced, I 
daresay. All wrecker equipment had 
been fitted complete with search- 
light on top of driver’s compart- 
ment, etc. It was painted black and 
|silver and, the day I saw it; was 
|bringing in a smashed-up car. 


other details, since I was passing 


was strange to me, Perhaps some 
of your readers would forward to 
me any automotive publications, 
catalogs, periodicals, etc., that they 
have finished with. I would be very 
grateful to them indeed. 

Need I add that AuvurTomortive 
News is the finest newspaper of 
the industry that I have ever had 
the pleasure of reading?—H. Bonn, 
No. 94 Council House, New Lane, 





I am afraid I could not give any | 


through the town that day, which | 
| pecially impressed with your mes- 


Pond Motor Sales, Inc. (Cadillac-Oldsmobile), Mt. Vernon, O., 
40 tons of Briar Hill sandstone. The ee —— 10,000 square feet of floor space. 
rederic . 








SANDSTONE AND GLASS—The front of the new showrooms and service facilities of 


is constructed of glass and 


Pond is president of the firm and his 


Pace Banks (nr. Southport) Lan- 


caster, England, 
* * * 


Rolls Royce Again 

I noticed your article regarding 
Rolls Royce trucks in use in the 
United States. 

Lindy Bothwell, president of the 
Horseless Carriage Club, Woodland 
Hills, Calif., has no less than seven 
Rolls Royce trucks. Lindy’s Rolls 
Royces are a common sight in San 
Fernando valley. 

He is a large orange grower and 
almost any day you can see one of 
his Rolls Royces loaded with or- 
anges, water tanks, farm imple- 
ments, manure and just about any 
other material that a’ common old 
Model A would be transporting. 

In addition to his Rolls Royce 
trucks, Lindy also has some nice 
Rolls Royce cars, both open and 
closed. — Fioyp CiymMer, Los An- 
geles. 

+ * + 
Cuba Missing 

We have read the 1949 Almanac 
very carefully and have found some 
very interesting data on the same, 
as in page 153 where you have 
recorded the car registrations in 
many countries. 

Nevertheless, the fact that Cuba, 
with a registration of 82,306 units 
in 1948, does not appear in the list 
has greatly called our attention; 
furthermore when Cayman Island 
with a registration of 66 appears 
in the list. Dirco Meperos, Cia. 
Importadora de Autos (Chrysler- 
Plymouth), Havana. 

Editor’s Note: Cubu’s figure was 


not available when the U. 8. De- 
partment of Commerce supplied 
the table. 


* * + 
Congratulations 


With a client of mine in Cleve- 
land a few days ago, I saw your 
Automotive Almanac, 1949, and I 
offer my sincere congratulations 
for its completeness.—Harry B. 
Marsh & Associates, Hagerstown, 
Ind. 

* * + 


Likes Almanac 


Last week I was in the office of 
Alfred Reeves, of the Automobile 
Manufacturers Assn. He had a 
copy of your 1949 Almanac. As it 
contains interesting and valuable 
reference material, I would like to 
purchase a copy if it is still avail- 
able—E. A. HAmMMesFAHR, confer- 
ence director, National Industrial 
Conference Board, Inc., New York, 
N.Y. 


Splendid 


May I take this opportunity to 
congratulate you on this splendid 
1949 Almanac issue.—Paut Huey, 
The Progressive Farmer, Birming- 
ham, Ala. 


* + 2 


* * * 


Real Coverage 


AUTOMOTIVE News covers the au- 
tomobile field like a thick Penn- 


sylvania fog. That’s really cover- 
age.—JoHN W. Lerpzr, Mononga- 
| hela, Pa. 

* - * 
| Swell Job 





In looking through the 13th Avu- 
TOMOTIVE News Almanac, I was es- 


sage to your readers on page 5. So 
I take this occasion to write you 
and congratulate you, not alone 
on this particular issue but on the 
job you have done through the 
years since the start of Avu'romovive 
News, to which I am a charter 
subscriber.—Preston Rowerts, De- 
troit manager, O’Mara & Ormsbee, 
Ine. 
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MINNEAPOLIS.—The return to 
more aggressive selling and mer- 
chandising methods by dealers in 
this area is reflected in a study of 
classified and display advertising 
in Twin City papers. 

Dealers apparently are going 
all out for the best in showman- 
ship. Highlighted in ads are price 
reduction themes, appeals to bar- 
gain-conscious motorists with 
such ballyhooing statements as: 
“Slashed” — “Gigantic Sale” — “$1 
Down” —“Won’t Be Undersold,” 
and “Now Is the Time to Save- 
Save-Save!” 

Kennedy Motor Sales, St. Paul, 
takes large display advertising in 


the classified auto section to 
scream: “Prices Slashed — Below 
Our Cost!” 


A Minneapolis Hudson dealer 
shouts: “Hurry! Hurry! Here We 
30 Again, We’re Trading Wild.” 

Many dealers spot ads through- 
out the classified section in a scat- 
tered selection of “red hots,” that 
can be identified by a single head- 


line word such as: “Until!”— “Hi!” 
—“Check!” —-“All Must Go!” and 
“Best Deals!” 


Grossman Chevrolet recently 
conducted a “price busting sale.” 





Vehicle Loans 
Show Big Boost 


In Dominion 


OTTAWA, Ont.— The Canadian 
government reports a total of 8,193 
new motor vehicle sales were 
financed for $11,770,602 in May, 
compared with 4,563 units at $6,- 
792,040 in the same month last year, 
an increase of 79.6 percent in num- 
ber and 73.3 percent in amount of 
financing. 


In the same month this year, a 
total of 17,542 used motor vehicle 
sales were financed for $12,321,313 
as against 10,968 units at $7,581,928 
in May last year, an increase of 
59.9 percent in number and 62.5 
percent in amount. 


Financing of sales of new pas- 
senger cars involved 4,995 units at 
$6,473,656 in May compared with 
2,004 units at $2,548,614 in May a 
year ago, up 149.3 percent in num- 
ber and 154 percent in amount, 
and commercial vehicle sales 
financed reached 3,198 units at $5,- 
196,946 in May as against 2,559 at 
$4,143,426, up 25 percent in number 
and 24.8 percent in amount. 


There was a total of 14,676 used 
passenger car sales financed in 
May at $9,904,730 compared with 
8,649 units at $5,449,194 in same 
month last year, an increase of 
69.7 percent in number and 81.8 
percent in amount, and such sales 
of used commercial vehicles 
financed totaled 2,866 units at $2,- 
416,583 as against 2,319 units at 
$2,132,734 in May a year ago, up 
23.6 percent in number and 13.3 
percent in amount of financing. 


. 
Auto-Lite Produces 
s 7 * 
New Lighting Wire 
TOLEDO. — Production of Flex- 
strand, a new type of automotive 
lighting system primary wire, has 
been announced by H. R. Butts, 
sales manager of the merchandis- 
ing division, Electric Auto-Lite Co. 
This product features additional 
Strands of wire and special lacquer 
treatment for improved water- 
proofing, the announcement said. 
The added strands make the wire 
more flexible, easier to handle, and 
better able to withstand vibration. | 


Davison Moves 


BALTIMORE. — Davison Chemi- 
cal Corp. has opened for business 
at a new location here. Its Balti- 
more general offices and headquar- 
ters now occupy six floors in the 
newly revonated and_ air-condi- 
tioned Davison Chemical Bldg. The | 
postal address, however, continues | 
as Davison Chemical Corp., Balti- | 
more 3, Md. 


\UTOMOTIVE NEWS WANT ADS have | 
been proven the quickest, least expensive | 
method of reaching the men who want|/ 
what you have or have what you want! 
See the back pages of this issue. | 





Competition Warms Up 


Ads Reveal Twin City Dealers Adopting 
More Aggressive Selling Methods 


A large ad advised: “All cars re- 
duced, nothing withheld.” Gross- 
man compared old and new 
prices on the used cars offered, 
and most of them showed sizable 
reductions. 

Lem & Clem, “the original auto 
brokers,” reportedly have built a 
good business volume with ad in- 
sertions that state simply: “Hi! 
In 13 months we've sold your 
neighbor’s car. Let us sell yours.” 

Lem & Clem represent the seller 
in private deals. 

Some dealers are still sticking to 
traditional, conservative type ad- 
vertising, but a good many more 
are making every effort to devise 
new promotional stunts to draw 
traffic to their places. 

Swanberg & Scheefe advertise 
“Down to Earth Bargains,” fill- 
ing the copy with such slogans as 
“Where You'll Always Get Fair 
Treatment” and “Your Automo- 
bile Dollar Will Stretch Further.” 

Many dealers now stay open late 
evenings, keeping more salesmen 
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Any repairman can té¢ 
the NAPA Jobber is a 


From the NAPA Jobber, yo 
finest car and truck parts made 

The NAPA Jobber can give r 
sive service because he is part 
largest independent parts organi 
ere NAPA Warehouses and M 
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All over America, 2,400 NAI 
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DEALERS AND BOOKKEEPERS MEET—Eighty Pontiac dealers and bookkeepers recently 
attended this business management meeting at Oklahoma City. It was one of a series of 





nationwide conferences aimed at “better financial control—for better competitive position." 


around for Sunday and tradition- 
ally dull automotive shopping days. 

In St. Paul, two dealers seem to 
be fighting for dominance in the 
classified ad pages. Its a toss-up 
between Republic-Hudson and Ken- 
nedy Motor Sales as to who gets 
the most attention. 

In radio, the dealer advertising 


novelty program. Slawik Motors 
(DeSoto) sponsors “Action Auc- 
tion,” on which cars are actually 
auctioned off with listeners phoning 
in their bids. 

Some dealers sponsor’ sports 
events and newscasts, while others 
use spot announcements on disc 
jockey shows and between network 
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Nuffield Exports 
Set a Record 
During 1948 


LONDON.—(UTPS)—A record in 
export sales during 1948, with an 
increase in the Canadian market, 
is reported by the Nuffield organ- 
ization. According to the report, 
52,000 vehicles were sold abroad. 

“Our objective of 1,000 exports 
per week has been attained,” Lord 
Nuffield said. “New mecdels were 
responsible for a large number of 
orders, which should enable the 
rate of deliveries to be maintained 
in spite of the constant growth of 
currency and import restrictions in 
foreign markets. 

“Our volume of exports in 1948 
showed a 60 percent increase over 
1947 and was three times greater 
than the average of the latest pre- 
war years, 

“In full realization of the scarcity 
of dollars, we concentrated on 
North American markets since in- 
troduction of the new programs. 
Results have been very satisfactory 
in Canada which is now our third 


trend is toward the unusual or | programs. 


largest market.” 


another way of saying — 


Every time your customers see an NAPA 
advertisement like this in The Post, you benefit. 
It emphasizes the prompt and efficient service 
you can give. And it creates ready acceptance 
for the first-quality parts so convenient to get 
from your NAPA Jobber. 

Month in and month out, this 
Post advertising is hammering 


peas Palate! home to your customers the story 
i] Ul 


sR Coheed ye of NAPA quality and NAPA sup- 
our service, appeare ply service. As a result, the NAPA 
4 Ay a Lhe Seal and all that it stands for be- 










comes an even greater selling asset 





for you. 









Bear in mind this greater power 
of the NAPA Seal in building 
more business for your shop. 
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Concentrate a// your parts pur- 
chases with your NAPA Jobber. Show your cus- 
tomers the NAPA Seal on the parts you use. 
Remind them that it is an unvarying assurance 
of finest quality, on parts for cars-and trucks of 
all makes and ail ages! 
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NATIONAL AUTOMOTIVE PARTS ASSOCIATION 
DETROIT 1, MICHIGAN 
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Reports From Various Areas... 





Auto Market Page 


Buffalo 

New-Car registrations in Buffalo 
and Erie county for May totaled 
3,273, compared: with 1,979 during 
the corresponding month a year 
ago, according to the Buffalo Auto- 
motive Trade Assn. 

Registrations during the first five 
months of this year totaled 14,057, 
compared with 11,422 in the corres- 
ponding period a year ago, the 
association reported. 

Registrations by individual 
makes for the month of May were: 
Chrysler, 80; DeSoto, 89; Dodge, 
243; Plymouth, 332; Ford, 303; Lin- 
coln, 20; Mercury, 72; Buick, 312; 
Cadillac, 48; Chevrolet, 777; Olds- 
mobile, 204; Pontiac, 269; Kaiser- 
Frazer, 52; Crosley, 5; Hudson, 111; 
Nash, 109; Packard, 92; Studebaker, 
135, and Willvs, 16. 


* * 


Cleveland 


Cleveland area soared to the high- 
est weekly point since July, 1941, 
according to the Federal Reserve 
Bank of Cleveland. as 

For the week ended June "24, 
new-car sales reached 1,436, a new 
postwar peak, and the fourth time 
this year that previous records for 
such sales changed. 

Used-car sales also expanded, 
with 2,401 units being sold. This 
was a gain of 2 percent from the 
preceding week, and 7 percent more 
than in the same 1948 period. 

Sales of 77 new trucks hit a low 
point for the year, but used-truck 
sales were up, reaching 110 units, 
16 percent above the previous week. 
All truck sales, however, are below 
year-ago levels. 

* 


+ . 

Canada 
With the greater part of the in- 
crease due to more sales of new 


New-auto sales in the greater|cars, the Canadian government re- 


ports 27,258 new motor vehicles 
were sold at retail value of $57,- 
381,848 in May compared with 18,- 
751 units at $37,709,965 in May last 


year, .an increase of 45.4 percent in 


number and 52.2 pereent.in retail 
value, 

In the Jan.-May period this 
year, 106,042 new motor vehicles 
were sold at retail value of $224,- 
594,566 compared with 85,908 units 
at $168,580,102 in the same period 
last year, an increase of 23.4 per- 
cent in number and 33.2 percent 
in retail value. 

New cars sold in May, 1949, 
numbered 18,626 at $38,314,929 as 
against 10,963 units at $21,486,105 
in May last year, up 69.9 percent in 
number and 78.3 percent in value. 
In the period Jan.-May, 1949, new 
cars sold totalled 69,501 at $145,119,- 
863, compared with 53,647 at $101,- 
981,548, up 29.6 percent in number 
and 42.3 percent in value. 

New trucks sold in May total- 
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CH-10 OIL FILTERS 


win on LOOKS, 
PERFORMANCE 
and BIGGER 


DEALER PROFITS! 


No outside lines to fail, fray or break! No outside lines or fittings 
to install! GOES ON IN A JIFFY. 

All oil passages are cast within and are an integral part of 
the sturdy aluminum-alloy casting! 

HI-FLOW . . . Hi-Flow Venturi feature (patent applied for) 
increases pressure differential oil flow—a feature found only 
in Inner-Line Filters. 







MANUFACTURED BY 


REPLACEMENT 





FILTORS, inc. 


45-22 38th Street * Long Island City, N. Y. 


PILTOR 


are BIG 
MONEY MAKERS 


CONSULT YOUR 
BOWMAN SALESMAN 
ABOUT THE 
NEW, BIG PROFIT DEAL! 









ELEMENTS 









EXPRESSLY DESIGNED FOR 


CHE VR OLE _ and trucks from 1940, 


Lata To Aue Prod 





BUICK DEALER'S WINDOW—This turntable display is being used by W. R. Stevens Co., 


Minneapolis, to promote new-car sales. The s' 


ington cherry blossom festival. 


led 8,541 units at $17,230,950, com- 
pared with 7,711 units at $14,890,- 
415 in May a year ago, up 10.8 
percent in number and 15.7 per- 
cent in value. In the Jan.-May 
period, 1949, such sales involved 
36,203 units at $72,967,618 as 
against 31,960 units at $61,381,- 
937 last year in the same period, 
up 13.8 percent in number and 
18.9 percent in value. 

New buses sold in May advanced 
to 91 units at $1,835,969 compared 
with 77 units at $1,333,445 in May, 
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SUIT BY JANTZEN 


INCLUDING 1949! 


1da: DALE AUTOMOTIVE 
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Standard Replacement Elements Available Everywhere 


FILTOR FRE-10 U.S.Rubber . E-2-F 
Purolator P-70 Wix . PC-10, CW-10 
Ac C-110 Firestone PF-3 
Fram ro C-3, C-134 Deluxe Baldwin C-95-IL 
Mopar . ‘ » + 1121694 


ASK YOUR BOWMAN SALESMAN ABOUT THE NEW 
PROFIT SALES PLAN ON INNER-LINE FILTERS 


Inner-Line CH-10 and CH-20 Oil Filters 
are now distributed directly and exclu- 
sively to dealers in the U.S.A. by 







ucts Co. 


OAKLAND 1, Cé 







PRODUCTS, LIMITED 





w was released as-a tie-in with the Wash- 


1948, an increase of 18.2 percent in 
number, 37.7 percent in value, In 
the Jan.-May period, such sales to- 
talled 338 buses at $6,507,085 as 
against 301 units at $5,216,617 last 
year in the same period, up 12.3 
percent in number and 24.7 percent 
in value. 

* * * 

Houston 


A total of 2,104 new cars was 
sold in Harris county (Houston), 
Tex., during June. This was slightly 
below the May figure of 2,242 new 
cars but well above the June (1948) 
total of 1,346. 

June new-truck sales numbered 
156 units, against 181 in May, Com- 
mercial vehicle sales were 295, com- 
pared to 283 in May. Combined 
commercial and truck sales during 
June were 451 units, while in the 
same month last year, the total was 
550 units. 

New-car sales by makes were: 
Anglia-Prefect, 33; Buick, 152; 
Cadillac, 34; Chevrolet, 511; Chrys- 
ler, 34; DeSoto, 30; Dodge, 128; 
Ford, 231; Frazer, 1; Hudson, 89; 
Kaiser, 36; Lincoln, 15; Mercury, 
61; Nash, 64; Oldsmobile, 111; 
Packard, 61; Plymouth, 274; Pon- 
tiac, 128; Studebaker, 84, and 
Willys, 27. 

New-truck and commercial-ve- 
hicle sales were: Chevrolet, 141; 
Diamond T, 1; Divco, 7; Dodge, 67; 
Ford, 102; GMC, 45; International, 
33; Mack, 3; Plymouth, 1; Stude- 
baker, 22; Thames, 10; White, 6, 
and Willys, 13. 

* ~” ~ 


Lincoln, Neb. 


New-car sales in Lancaster 
county dropped from 393 in May to 
319 for June, New-truck sales were 
57 in June as against 86 for May. 

New-car sales were as follows: 
Buick, 27; Cadillac, 1; Chevrolet, 
77; Chrysler, 9; DeSoto, 5; Dodge, 
21; Ford, 45; Hudson, 4; Kaiser, 10; 
Mercury, 6; Nash, 13; Oldsmobile, 
17; Packard, 7; Plymouth, 25; Pon- 
tiac, 30; Studebaker, 21, and 
Willys, 1. 

New-truck sales were Chevro- 
let, 15; Diamond T,-1; Dodge, 8; 
Ford, 15; GMC, 5; International, 
6; Studebaker, 2; Thames, 1, and 
Willys, 4. 

A leading automobile dealer sum- 
marized sales conditions in the 
South Platte territory as follows: 

“It is apparent that certain 
trends in the automobile business 
are still in evidence after several 
months of development: 

a ; Time finance deals are in- 
creasing. 

2. Used-car prices, after declin- 
ing sharply, have been sustained 
at the spring level by the summer 
period. There is good reason to 
believe that further decline will 
follow this fall. 

“3. The competitive market and 
selling have intensified for the 
larger cars, and practically every 
car is available for immediate or 
early delivery with the exception of 
two or three makes, 

“4.The public shows a definite 
disposition to ride herd once again 
as the competitive buyers’ market 
returns. 

“5.The public is restive in the 
face of the many question marks 
which characterize the industrial, 
labor, production, political and 
international panorama. 

“6. Money is generally becom- 
ing a more precious object to 
many people. They eye their re- 
serve with greater appreciation. 
They consider the problem of re- 
placing depleted reserve with 
more caution, 

“The truck market, especially in 
the heavy-duty field, after having 
tightened considerably during the 
first four or five months of the 
year, has taken a sudden spurt.” 

Other dealers reported their new- 
car salesmen are now telephoning 
prospects, offering demonstrations 
and rides with a view to closing 
immediate sales, 
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Suppose you had your pick of prospects... 


We'll bet you can list in a flash the most influential people in 
your town—the ones you’d like most to have driving your cars. 
Sell them, and you land a lot of others—because their friends 
and neighbors start thinking, ““That’s the car for me, too!” 

But there’s one catch... 

Every other car dealer in town is after those “bellwethers,” 
too! It’s the same old story. The better the prospect, the stiffer 
the competition. 

Every advertisement in The Saturday Evening Post is 
added insurance on sales. Your car appearing on the advertis- 
ing pages of the Post is a direct invitation to your showroom. 

Most of the key prospects you can name not only read the 
Post regularly—they respect it and believe in it. They look upon 
it as America’s all-year-round auto show. 

Remember: the pick of your prospects look to the Post for 
advance information on the cars they’ll buy. The more ads 
you have in the Post, the greater the chance they will decide 
in your favor. 
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reaches the people who mean business 
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Buyers See Possibility of Business Improvement .. . 





Autumn Reversal in Slump? 


committee pointed out, Uneasiness|few of these are in an embarras- 
over labor negotiations, while hav-| sing position, the report said. 


NEW YORK.—Although seasonal 
increases in output in some indus- 
tries and areas helped considerably 
to slow down the pace of recession, 
the overall business situation for 
June continued the downtrend re- 
ported in previous months, accord- 
ing to the composite opinion of 
purchasing agents who compose 
the business survey committee of 
the National Assn. of Purchasing 


Agents. 

Industrial production was off 
about the same percentage as in 
May, it was indicated by the com- 
mittee’s report. 

Back orders were off again, 
with the number of purchasing 
agents reporting declines over- 
balancing the increases by more 
than 2 to 1. This has added sig- 
nificance, the report declared, be- 
cause June was expected to bring 
seasonal recovery. 

Seasonal improvement has been 
disappointingly offset by dcclining 
business for the second month, the 





ing a retarding influence on busi- 
ness sentiment, is not regarded as 
a primary cause for declining 
business, 

Delayed price and production ad- 
justments from the boom phase to 
more normal levels are said to be 
considered of more importance in 
the present situation. 

Expecting July to show further 
business declines and adding that 
the downtrend may continue in 
August, the committee says the 
leveling-off may reach the point 
where improvement could show up 
in the fall. 

In support of this forecast, pur- 
chasing agents cite accelerated in- 
ventory reduction and the attain- 
ment of higher inventory turnover 
rates. Higher turnover than in Jan- 
uary was reported by 49 percent, 
while 27 percent are holding even. 


Only 24 percent are lower, and very ' ductions, making the third month 


A more general price slide was 
found by the survey committee 
in June. Non-ferrous metals, lum- 
ber and paper led in the more 
pronounced declines, Others con- 
tinue a policy of small price in- 
ducements to attract orders. Steel 
is becoming vulnerable, the re- 
port said. 

Whether production can be cut as | 
fast as back orders are disappear- 
ing is a matter of conjecture, ac- 
cording to the committee. June 
showed no indication of general 
price stabilization, it said, adding 
that competition is keener than at 
any time since the downturn in the 
present business cycle, 

The survey committee found that 
purchased inventories have dropped 
considerably since last September. 
On the June survey, 63 percent of 





the reports showed substantial re- | 








TRUCK SALES MEETINGS—Truck salesmen of Chevrolet dealerships in the Harrisburg, Pa., 
zone are attending weekly meetings of a truck training school conducted by the zone whole- 
sale staff. 





|of declines by 60 percent of those 


reporting. 

That these inventories have come 
down to meet present lower pro- 
duction requirements was evi- 
denced by June reports on turn- 
over. 

As to buying policies, the sur- 
vey committee found those in the 
“hand-to-mouth to 30-day” com- 
mitment range increased from 62 
percent in May to 69 percent in 
June, another record for short- 
term buying policy. 

Viewing the price downtrends, 
with several important commodi- 


Where else can you get so j cn Annual Analysis o 


much dependable research 
and SELLING POWER, too? 








POWER TO DO GOOD 


*. Press 


POWER TO MOVE GOODS 
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The Cleveland Press is not satisfied with only giving 


WIR Mle 





top coverage and concentration in the busy Cleve- 
land market. We feel that advertisers also need to 
know the many intricate details of the market for 
better planning of advertising, and need dependable 


research for better measurement of results. The seven 


books illustrated here are major examples of what 


The Press does to fill these needs. Know any other 


medium that offers so much to advertisers in addi- 
tion to top-grade results? That explains why this 
newspaper is famous for READERS, RESULTS and 


RESEARCH—the 3 R’s of successful selling. 


ties not yet in the slide-off, some 
buyers are said to be running the 
risk of being out of stock rather 
than be caught with supplies of 
high-cost materials. A close buying 
policy is expected to continue until 
the price level tends to stabilize 
and markets strengthen. 


Goodrich Expert 
Lists Causes of 


Tire Failures 


AKRON.—With America’s 33,000,- 
000 motorists expected to travel 
more this summer than ever before, 
Claude R. Mason, tire service man- 
ager for B. F. Goodrich, has listed 
20 factors which can cause tires to 
fail or to wear out prematurely. 

They are improper inflation, re- 
leas‘ng air pressure from “hot” 
tires, using oversize or undersize 
tires, neglect of cuts, snags and 
bruises, and prolonged use of boots 
or blow-out patches. 

Other causes are fast starts and 
sudden stops; scraping, bumping or 
driving over curbs; excessive driv- 
ing speed, driving on _ streetcar 
tracks and running over rocks and 
other sharp objects. 

Others are parking on oily floors; 
leaking, loose or uncapped valves; 
use of inaccurate gauges, infre- 
quent checking of tire pressures 
and worn, leaky or wrong-sized 
tubes. 

Mason also mentioned improperly 
mounted tires and tubes, failure to 
remove foreign objects from treads, 
failure to cross-switch tires every 
5,000 miles, use of wrong-size tire 
flaps and improper alignment of 
wheels. 


Traffic Deaths 
Hold at Level 
Of Year Ago 


CHICAGO.—tTraffic deaths drop- 
| ped 8 percent in May as compared 
with May last year to bring the 
1949 highway death toll to 11,400— 
exactly equal to the toll at the end 
of five months in 1948, the National 
Safety Council reported last week. 


Fatalities totaled 2,530 in May. 
| For the same month last year, the 
| total was 2,750. This reduction, to- 
gether with small decreases in Feb- 
ruary and March, offset larger 
| death totals in January and April, 
| according to the council. 

Travel volume rose this year over 
last year, as shown by gasoline 
|consumption figures for the first 
|four months. For that period, ve- 
|hicle mileage was up 5 percent. 

Thus the mileage death rate was 
7.1 deaths for every 100,000,000 
miles of travel, the council said, 
|} as compared with 7.2 for the same 
period of 1948 and 11.0 for the first 
four months of 1941. 







Mich, Auto Clab 
Fights U.S. Tax 


DETROIT. Declaring itself to 
| be a non-profit organization, the 
Automobile Club of Michigan has 
prepared to defend in court its tax- 
exempt status. 

Adverse rulings by the United 
States Tax Court against three 
similar groups brought about the 
plans. The other organizations are 
the Chattanooga Automobile Club, 
the Warren (O.) Automobile Club 
and the Keystone Automobile Club 
of Pennsylvania. 

The court ruled these clubs as 
profit-making, although rendering 
their services to members at a 





‘| lower cost than they would pay 


| elsewhere.” 
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By Leo T. Parker 
Attorney at Law 


Racer: a higher court held 
that an automobile dealer is 
not liable in damages for injuries 
to an employe caused by defects 
in an automobile. 

For example, in Sanders v. 
McMichael, 197 Pac. (2d) 280, a 
truck driver was burned to death 
when the truck he was driving 
overturned, caught fire and 
burned. 

Dependents of the truck driver 
sued the employer for damages 
alleging that the employer was li- 
able in damages because he per- 
mitted the truck to be in a bad 
state of repair and the brakes or 
wheels locked on the truck, and 
the gasoline tank was not fitted 
with a cap to prevent the fuel 
from running out and catching fire 
when the truck overturned. 

The higher court refused to hold 
the employer liable, saying that 
the truck driver was contributory 


negligent in driving a truck in 
disrepair. 

* * 
Negligence | 


ACCORDING to a recent higher | 
court an automobile driver | 
whose injuries were caused by his | 
own misconduct or _ intoxication | 
cannot recover damages from the! 
employer. 
See Rain v. American, Inc., 214) 
S. W. (2d) 109. Here the testimony | 
showed that an employe was seri- | 
ously injured as he attempted to 
board his employer’s moving truck. 
He sued the employer for damages 
in the sum of $53,000. 


The higher court refused to 
award damages because the tes- 
timony showed that the em- 
ploye’s injuries were the direct 
result of his willful miscond:uct 
and intoxication. 

Then the employe sued for com- 
pensation under the State Work- 
men’s Compensation Act. The} 
higher court disallowed this claim 
also. 


* * 


Need Horn? 


ONSIDERABLE discussion has | 
4 arisen among automobile deal- | 
ers over this legal question: Is the | 





Minn. Garagemen 
Given Advice | 


On Unpaid Bills 


MINNEAPOLIS.—In reply to an 
inquiry from a Minnesota automo- 
bile dealer regarding holding of 
vehicles for unpaid repair bills, 
Clarence Holten, attorney for the 
Minnesota Automobile Dealers 
Assn., reported that a garageman, 
upon completion of the repairs, | 
may retain possession until the bill | 
is paid or foreclose his possessory 
lien if the bill remains unpaid after 
90 days. | 

Holten was referring to a court | 
story in the May 9 issue of AuTo- 
MOTIVE News which quoted Liberty 
v. Walker. 


Holten advised Minnescta dealers 
that if a garageman does not re-| 
tain possession he may, within 60 
days after delivery of possession to 
the customer, file a motor vehicle 
lien with the register of deeds or 
city clerk and the bond may be 
foreclosed within six months. 


Possession of the car for purpose 
of foreclosure must be_ secured 
through proceedings if voluntary 
possession is not available, Upon | 
completion of the foreclosure the | 
court will direct the sale of the 
car to satisfy the repair bill. If 
this remedy is resorted to, said 
Holten, the lien of the garageman 
for his repair bill becomes subordi- | 
nate to prior recorded liens such as 
a chattel mortgage or conditional 
sales contract. 









Hadsock Joins Elkes 


R. Perry Hadsock, formerly on 
the staff of General Motors Ac- 
ceptance Corp. at Jacksonville, has | 
been appointed manager of Elkes| 
Pontiac Co.’s finance and insurance | 
division, Tampa, Fla., it is an-| 
nounced by Eugene R. Elkes, presi- 
dent, 





Lawsuits Affecting Dealers .. . 
Court Decisions 









driver of an ambulance legally 
obligated to blow a horn or siren 
before passing a motor vehicle go- 
ing in the same direction? The 
answer is no, if the ambulance is 
not on an emergency trip. 

In Hollabaugh-Seale Funeral 
Home, Inc., v. Standard, 32 So. 
(2d) 616, it was shown that an 
ambulance was being driven 35 
miles per hour in a city. The 
driver of the ambulance pulled 
to his left to pass a motor truck, 
but as the ambulance had just 
about overtaken the truck and 
was about to go around it, the 
driver of the truck turned to the 
left without giving any signal or 
warning, and the ambulance col- 
lided with the truck. 

The lower court refused to award 
damages to the owner of the am- 
bulance because the driver was not 
sounding the siren but the higher 
court reversed the verdict, saying: 

“The ambulance driver was keep- 
ing proper lookout and his speed 











DUBBS' CLEVELAND DEAL—Dubbs Motor Sales Co. (Mercury) is under the direction of 
Ben Dubbs. It occupies a new building with 80-foot frontage on Superior Ave. and is high- 
lighted by 10-foot windows on all sides. Service area occupies 8,500 square feet and is 
equipped with latest material. —t Dubbs are Louis E. Zoss, general sales manager; 


Glenn €E. Karshner, service manager; 
Meldorf, used-car manager. 





cannot be said to be excessive con- 
sidering the time of day, the loca- 
tion of the accident, and the con- 


ditions then existing. . re 
* + + 


Must Prove It 


NDER no circumstances is an 

automobile dealer liable’ in 
damages for a collision, unless the 
testimony shows that the collision 
resulted from negligence of his 
employe. 


For example, in Bradley v. 


> The showroom that presents an attractive front 
—that is modern and inviting inside and out—is a 
real winner. It attracts more customers, makes 
more sales, increases profits. 


Your showroom 


can be a winner, too, if you 


modernize with Pittsburgh Glass and Pittco Store 
Front Metal. And when you modernize, do it right 


... no half-way job! 


Dollar-wise merchants all over 


the country have proved that the complete modern- 
ization of their showrooms has been a sound in- 
vestment which has resulted in the immediate im- 
provement of their businesses. 

When modernizing your showroom, consult your 
architect. He is familiar with Pittsburgh Products 
and will give you a design that is well-planned and 
economical. We will be glad to help both of you in 
every way possible. If you wish, you can arrange for 


THIS PICTURE OF A SHOW- 
ROOM in Houstor, Texas, shows 
how effectively Pittsburgh Prod- 
ucts can be employed to make 
an establishment more attrac- 
tive, win new customers. The 
“epen-vision” design—in which 
the entire showroom interior 
becomes a sales-producing dis- 
play —invites passers-by to 
come in... actually helps make 
the sale before the customer 
enters. Your showroom, too, 
will be a sales winner when it 
is modernized with Pittsburgh 
Glass and Pittco Store Front 
Metal. Architect: Maurice J. 
Sullivan, Houston, Texas. 


“PITTSBURGH” 


PAINTS - 


PIitTiss 


GLASS - 


URGH a Se se 








CHEMICALS - 


ichard Cunningham, parts manager, and Louis B. 


Thomas M. Madden, 76 N. E. (2d) 
797, it was shown that two auto- 
mobiles were driven in opposite 
directions on an icy pavement 
when one automobile skidded over 
the center line and struck the other 
automobile. 

The court held that since the 
owner of the damaged automobile 
failed to prove that the other driv- 
er was guilty of negligence in caus- 
ing his car to skid, the owner of 
the damaged automobile cou!d not 
roroive damages. 
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Neb. Farmers 


Fight Boosts 


In Tax, Fees 


LINCOLN, Neb — Plans for a 
proposed referendum on the one- 
cent state gasoline tax increase and 
higher motor vehicle license fees 
enacted by the 1949 Nebraska legis- 
lature have been announced by 
Nebraska Agriculture, publication 
of the Nebraska farm bureau fed- 
eration, which opposed passage of 
both measures. 

The magazine said that petitions 
calling for a referendum vote were 
being prepared and would be 
started in circulation soon. A total 
of about 30,000 signatures would be 
needed to place the questions on 
the 1950 ballot. An unfavorable vote 
by the electorate would knock out 
both bills. 

The license fee boost could be 
halted until after the 1950 election 
if sufficient signatures for a refer- 
endum are filed. The gasoline tax 
increase, however, cannot be 
stopped now without a vote of the 
people. The gas tax bill was enacted 
with an emergency clause and al- 
ready is in effect. 


...and be one! 


convenient terms through the Pittsburgh Time 


Payment Plan. 


In the meantime, why not send for a free copy of 
our modernization book, “Modern Ways for Mo- 
dern Days”? It contains illustrations and descrip- 
tions of remodeled showrooms, and projected de- 
signs by some of the world’s foremost architects. 


Just return the coupon below. 


p-------------- 


Pittsburgh Plate Glass Company 


your book on modernization, 
Jays.” 


a 


Address_. ~~. 


City__ 


BRUSHES : 


GLASS 


2273-9 Grant Building, Pittsburgh 19. Pa. 


Without obligation on my part, please send me a Free copy of 
“Modern Ways for Modern 


State . alr 
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Car registrations by states are released 








Wiillys-Overland 
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New Passenger Car oa 13 States for May, 1949-1948 ! 
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Dealer’s Side of Sales Story 


By Bob Gordon 
Associate Editor 

HAT’S the dealer’s side of the 

sales story? Is any attempt 
being made to really sell customers 
for a future day? Or, as indicated 
in a recent shopping survey by 
AUTOMOTIVE News, do salesmen limit 
their sales conversation to quoting 
prices? 

Checks with dealers and dealer 
sales managers indicate a general 
frank admission by dealers that 
their salesmen do not sell, al- 
though a few say that a real 
sales effort is being made in their 
salesrooms. 

Two of the most frequent opin- 
ions explaining the dearth of selling 
are: (1) Customers do not want a 
sales talk; they are interested only 
in a “deal,” and (2) pay rates for 
salesmen are too low. 

+. * . 
CTUALLY, every sales manager 
interviewed on the question had 
half-a-dozen reasons for the lack 
of salesmanship. And then there 
were a number who contended that 
salesmanship was not being ignored 
in their establishments; that they 
were right back in the prewar 


game of “pushing doorbells” and | 


“bird-dogging.” 

The charge that salesmen’s pay 
is too low generally came from 
those dealerships not active in 
selling their product. 

Another dealer, who said he had 
expanded his sales force ten-fold 
in the past year, reported that 
“none of my salesmen make less 
than $100 a week.” 

This same dealer is pursuing an 
energetic selling campaign even 
though the car he handles is in 
short supply and high demand. He 
is following this course in order 
to keep his waiting list healthy 
and as a buffer for the fast- 
approaching day “when we're go- 
ing to have to sell just the way 
we used to.” 

* . + 

Most of the dealers questioned 

were agreed that Detroit cus- 
tomers are not interested in sales 
talks. Customers today, they de- 
clare, are interested in the answer 
to just one question: “What will 
you give me for my old car?” 

One sales chief blamed the cus- 
tomer for the lack of salesman- 
ship, claiming that Detroit buyers 
are too “blase” in purchasing new 
automobiles. 

“All of them have gone through 
the routine of buying a new car 
five or six times,” he said. “You 
can’t sell them because they al- 
ready: know what they want. After 
you tell them what you'll give on 
a tradein, they aren’t interested in 
any more conversation.” 

This man, nevertheless, admitted 
that he had doubled his sales staff 
in the last year. He hired inexperi- 
enced men, insisting only that they 
have “personality and appearance.” 

+ * * 


EGULAR sales meetings are 

conducted and the new men 
absorb selling technique by team- 
ing up with one of the firm’s vet- 
eran salesmen. 

This process of hiring inexperi- 
enced sales personnel was favored 
by about half of the dealers ques- 
tioned. Those in favor of this sys- 
tem seemed to put a great deal 
of stock in “personality.” 

Personality is the salesman’s 
greatest asset, they claim. Most 
of them would prefer that he also 
have some selling experience, but 
none of them insisted on previ- 
ous experience in selling auto- 
mobiles. 

Another dealer believes there is 
a new era in car selling. He con- 
tends that people no longer want 
high-pressure, glib-tongued sales 


talks and he also thinks knocking | 


on doors has no place in the new 
scheme. 

It is his belief that all 
should be consummated in the 
showroom “just as sales are made 
in a department store.” 

* + * 


(CALLING customers on the tele- 
4 phone is all right as long as 
it is done in an attempt to get 
them to come into the salesroom. 
He does not believe, however, in 
salesmen maintaining a volumi- 
nous file of customers as they did 
before the war. 

This dealer has not increased 
his sales force and has no inten- 


sales | 


1 
| 





tion of doing so until he has to. 
He said he thought the same 
condition was true at other deal- 
erships, but he thinks dealers 
will be ready to meet changing 
conditions because “there is no 
shortage of salesmen.” 

This view was directly opposite 
that of another sales head who 
climed that good, prewar-style 
salesmen are in great demand. 

He declared that many of them 
had deserted car-selling during the 
war and they are not coming back 
because they have found they can 
make more money in other lines 
of endeavor. 

He foresaw a “union of salesmen” 
unless dealers raised wages. He 
condemned the practice of paying 
salesmen a flat rate for every used- 
car they bought and predicted hard 
times ahead for those dealers who 
pay salesmen low weekly salaries 
instead of high commissions on 
new-car sales. 

+ a * 
A* ANOTHER dealership, the 
sales manager declared that his 


salesmen are instructed to sell 
every deal despite the fact that 
most customers just want to talk 
tradein. 

This firm relies on the demon- 
stration ride as its chief selling 
point and salesmen make liberal 
use of it. Little use is made of 
telephoning, the sales manager 
said, because customers generally 
take the opportunity to berate 
salesmen for “not having called 
back in 1946 when I could have 
used the car.” 

Opinion was about equally di- 
vided among the sales managers 
as to whether or not salesmen 
are really necessary at this time. 

Virtually all of the establish- 
ments contacted reported excellent 
business in the new-car end. Cus- 
tomers drop in often enough at 
most of the dealerships to take 
care of available cars and only 
high-priced models seem to be in 
a real buyers’ market. 

For every sales manager who was 
busy training salesmen and selling 
automobiles, there was another who 








FROM YOUR 
SERVICE EQUIPME 


Through continuous research, Ken 
Moore engineers are constantly pio- 
neering new developments and new 
products in shop equipment. Only the 
most efficient, the most dependable 
carry the Kent-Moore name. 

Your Kent-Moore representative is 
especially trained to assist you in 
selecting service tools and equipment 
for every department in your shop. 

Contact your local Kent-Moore ma 
or write direct for full informatica 
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GENERAL MOTORS BLDG. 
DETROIT 2, MICHIGAN 
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FOR HIS NEIGHBORS—Jeffords Motors, Inc., yy dealership in Grenernens, $s. C. 
‘ou 


(estimated population in 1943, 13,500), has facilities t th 
There is a frontage of 165 feet on the principal street and the 
W. W. Jeffords is president of the concern and 


Bill Altman is vice-president and general manager. 


much larger communities. 
shop has an area of 17,600 square feet. 


didn’t see any necessity for adding 
to his staff and who was selling 
all the cars he could get, 

* * * 


y= it was significant that two 
of the largest dealers in De- 
troit, handling popular makes of 
cars, were going full speed ahead 
on sales-training programs. 

These two dealers have their 
sales staffs busy all the time, 
either on the telephone or out 
making personal calls. One of 
them allows each of his salesmen 
just two hours per week on the 
showroom floor and the rest of 


Service Bench 


Valve Retacer Seat Grinder 





Headlite Tester 





Drum Lathe Per matuse 








at rival many of those to be nd in 


the time is spent digging up 
orders. 

The other dealer summed up the 
case when he said: 

“There are no newspapers or 
magazines in our showroom, and 
the chairs are for customers only.” 


Wentworth Names Brown 


Frank L. Brown has been ap- 
pointed to manage Lincoln sales 
for the Wentworth-Jennings Co. 
(Lincoln-Mercury), Newton, Mass., 
it is announced by Vincent E. 
Wentworth, president, 
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Dealer 


Demers Brothers, Inc. (DeSoto), 
333 Pleasant St., Worcester, Mass., 
has opened a new and used-car 
processing shop at 120 Grove St. 
under management of Ronald 
Stultz. 

The shop is manned by 10 me- 
chanics and has 20 service stalls, 
a paint booth and the latest pre- 
cision tools. 

* 





* * 


Vincent Heads Road Assn. 


H. B. Vincent, Vincent Motor 
Co., Marysville, Kans., has been 
elected president of the U. S, 36 
Highway Assn. 


+ + * 
Nairn Incorporates 
Nairn Equipment, Inc. (Interna- 
tional), Pittsburg, Kans., has com- 
pleted incorporation procedure. T. 
A. Nairn was named resident agent 
of the firm, which has a capitali- 
zation of $50,000. 
+ * * 
Border Changes Lines 


Joseph Jones jr. and Vernon 


Jones, Border Motor Sales, Inter- 
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Here is the current 
list of standard 


products we make: 


Each product is available in a wide 
range of sizes and designs. From a 
cost standpoint, these are your best 
buys because no custom tooling or 
related expense are involved. 


But, we are also fully equipped to 
custom build. Where the need for 
individuality or distinctive appear- 
ance, or special installation prob- 
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MOTT FOUNDATION BUILDING 
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Doings 


Falls, Minn., 


have pur- 
chased the Ford-Mercury dealer- 
ship operated by John Bartkowski. 
Jones said Border Motors will dis- 
continue sales of DeSoto and Kais- 
er-Frazer lines. 

* + +. 


national 


McCarthy Heads Sales 
E. Clayton Gengras, president of 
Gengras Motors, Inc. (Ford), 128 
Allyn St., Hartford, Conn., has ap- 
pointed William F. McCarthy jr. 
as sales manager. 
* + * 


Packard Class at Ogden 


A service school for Packard 
dealers and owners of Hutchinson, 
Kans., was held at Ogden Motor 
Co. 

The purpose of the school was to 
explain new models, their delivery 
and service, and instruction on the 
new Ultramatic transmission. 

+ * 7 


O’Brien Heads Lions 


Rodney O’Brien, manager of the 
parts department at Rochester, N. 
H.) Motor Sales, has been elected 
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lems, make our standard types 
impracticable, our seasoned art 
and engineering departments are 
at your service. 

Whichever you need, standard or 
custom, if you want above-average 
quality at prices that mean sound 
value, get in touch with one of 


MOTORS 


GENERAL MOTORS BUILDING 
Detroit 2, Michigan 


president of the Rochester Lions 
club for the coming year. 
* . * 


Hale-Zupan Opens 


Charles A. Hale and Frank J. 
Zupan have opened Hale-Zupan, 
Inc. (Chrysler), Cleveland. 


* * * 


Marshall—Salina 


Marshall Motor Co., Salina, Kans. 
(Chrysler), announces the opening 
of its newly equipped and modern- 
ized customer mechanical service 
department. Earl Prange is service 
manager and Dick Taylor shop 
foreman. 

* * * 


Cole Appoints James 


Cole Motors, Inc. (Studebaker), 
Cleveland, has named Robert S. 
James truck sales manager. 

* * * 


Packard to Chrysler 


Frank King, president and gen- 
eral manager of King Motors, an- 
nounces that his company has 
given up its Packard dealership 
and gone over to Chrysler, having 
been granted a franchise for the 
latter car. 

All of the present personnel will 
be retained, King said, with addi- 
tional employes, with Chrysler- 


38313, 8 


TOOLS 


TACHOMETER DRIVE 
ADAPTERS 


|} the ground floor are modern serv- 
|ice and parts departments. 


| 1145 Cleveland st., Clearwater, Fla., 
| son of Des Moines. 


‘automobile business most of his 


1949 


Plymouth experience, to be put on. 
King has been in the auto business 
here since 1925, both as representa- 
tive and dealer for Packard. 

* * 7 


Metropolitan Names 


Morris Sturdevant is new-car 
sales manager at Metropolitan 
Buick, Cleveland, and Lou Samsa 
heads the used-car department. 

. - * 
$250,000 for Building 

A $250,000 showroom and parts 
department has been completed 
by Fort Worth (Tex.) Willys- 
Overland Co., distributor for 67 
counties west of Fort Worth. 

The firm is managed by Frank 
W. Lieck. 

* + + 


Haskell Buys Deal 


The Pontiac dealership of Has- 
kell, Tex., has been sold to Haskell 
Motor Co. with Chester Robertson 
as manager. Wilburn Green was 
the former owner. 

> ” a 
Juffer-Top Open 

Albert Juffer and Herman Top 
have opened a dealership in Ford 
cars and farm machinery at Hills, 
Minn. 


* * * 


Wurm Builds 


H. E. Wurm Motor Co. (Ford- 
Mercury), Harvey, N. D., will build 
a $50,000 sales and service building 
measuring 50 by 140 feet to include 
new offices, a salesroom and serv- 
ice shop. 

* * + 


Central—Sisseton, S. D. 


Central Motor Co. (Kaiser-Fraz- 
er), Sisseton, S. D., has opened a 
new 4,300-square-foot showroom 
and garage. Marvin Mackner is 
manager. 

* * + 


Zetterholm Sells 


Zetterholm Motors, Albert Lea, 
Minn., operated by G. A. Zetter- 
holm, has been purchased by Mar- 
shall Pratt and Ray Leschfske, 
employes of the firm. 

+ A * 


Bankston Names Two 


W. O. Bankston, president of 
Bankston-Hall Motors, Dallas, has 
announced the appointment of two 
managers for his company’s used- 
car lots. 

Ted Carter was named manager 
of the lot at Ross and Harwood 
Sts. and Tom Bincent became man- 
ager of the Live Oak and Hall lot. 

+ 


* * 


Triangle—Jacksonville 


Recently completed at 2037 Main 
St. in Jacksonville, Fla., is the new 
home of Triangle Motors, Inc., a 
two-story masonry structure erect- 
ed at a cost of $60,000. 

The building houses showrooms 
for Kaiser-Frazer automobiles and 
a service department on the first 
floor. The second floor is devoted 
to offices. 

+ + + 


Hudson Estaver—Miami 


Hudson Estaver Motors, Inc., has 
formally opened its new $250,000 


| home at 2100 Biscayne Blvd., Mi- 


ami. George W. Estaver is presi- 
dent. 

The building is featured by a 
huge display room. Executive of- 
fices are on the mezzanine and on 


The 
building measures 187 by 100 feet. 


* * * 


Clearwater L-M Sold 


Clearwater Lincoln-Mercury Co., 
has been sold to William B. Abram- 


Abramson, 45, has been in the 





life. He said that the Clearwater 





CORPORATION 


LINCOLN TOWER BUILDING 
Chicago 1, lilinois 


Lincoln-Mercury company will con- 
tinue operating as it is with no 
major changes in personnel. C. M. 
Paulk will remain as manager. 

* > * 


Morrell—W atertown 


Fuller C. Morrell has resigned as 
district manager of the Universal 
CIT Corp. in Watertown, N. Y., to 
become associated with Smith- 
Eveleigh Motor Sales, Inc., Water- 
town. 

* * > 


Steakley Plays Host 

Steakley Chevrolet Co., Denison, 

Tex., recently was host to 200 parts 

dealers at a program highlighted 

by a speech on “Selling Service” 

by Harry Davidson of Detroit, an 

executive of Chevrolet’s parts and 
accessory department. 
+. * * 


Gilbert Buick—St. Louis 


Gilbert Buick, Inc., St. Louis, has 
opened its new quarters at 3510 
Gravois. Located on a 200 by 120- 
foot lot, the building features a 
service department equipped with 
radiant heating. 

+ 





Albren Sells Renault 


The appointment of Albren Mo- 
tors, 167 Lakeville Rd., New Hyde 
Park, L. L, N.Y., as a Renault 
dealer, is announced by George L. 
Boyer, vice-president of Renault 
Selling Branch, New York. 

* * . 


Mel Stowell—Brooksville 


Brooksville, Fla’s new Buick out- 
let, Mel Stowell Buick Corp., has 
opened its showroom. The new 
establishment is at 12-18 E. Broad 
street. . +. ~ 


Wolf Joins Fordyce 


Sam K. Wolf, a Ford dealer in 
Philadelphia for 11 years and re- 
cently from Miami, has joined 
Fordyce Chevrolet Co., Melbourne, 
Fla., as sales manager, it is an- 
nounced by Walter D. Fordyce, 
owner, a 


+ 
McColskey—Lake City 


J. A. McColskey Motors (Pon- 
tiac-GMC), held a formal opening 
for its new automotive building 
at 1201 E. Duval st., Lake City, 
Fla. 

J. A. McColskey is owner of the 
firm and A. J. (Cotton) Johnson 
is manager. 

> * . 
King Buys Out Byars 

Purchase of Joe Byars Chevrolet 
Co., Tyler, Tex., has been announ- 
ced by Henry R. King, who said the 
firm will be known as King Chev- 
rolet Co. King had been a part- 


owner of the firm since 1940. 
* > * 


Albany Modernizes 


The new $113,000 home of Al- 
bany Motors, Inc., (Chevrolet), 
Pine and Madison sts., Albany, 
Ga., formally opened with a pub- 
lic “open house.” M. L. Ward, 
owner, said the occasion marked 
his 17th anniversary of business. 

Executives of Albany Motors, 
Inc., include Ward, president and 
owner; E. Z. Crowley, vice-presi- 

dent and sales manager; Wade 
Mallard, parts manager, and E. B. 
Ross, service manager. 

7 * 7 


Buick Dealers Golf 


The Metropolitan Buick Dealers 
Assn. of the San Francisco bay 
area held its first annual golf 
tournament recently, with major 
prize awards going to Robert F. 
Morrow, sales manager of Howard 
Automobile Co., San Francisco, who 
scored low gross, and Chester L. 
Meaney, auditor of the Howard 
organization, for low net. 

The event was attended by 60 


(Continued on Page 29, Col. 1) 





DEALERSHIP BUILDING COST $100,000—The recently completed home of Farrar-Halbach 
Buick, Inc., appointed dealer at Santa Cruz, Calif., last year. The oeieen, is L-shaped with 
1 


its service department semi-open off an outside paved area in the rear. 


oor space totals 


approximately 18,500 square feet. The showroom has display space for three cars. 
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(Continued from Page 28) 


association members 
Guests included Buick 


manager John W. Waddell, San 


and guests.|R. L, Alexander, Eleanor S. Alex- 
regional |ander and G. E. Clark. 


Haverlah One-Stop Service, 


Francisco zone manager Arthur J.| Pleasanton; capital stock, $30,000; 


Kemp and assistant general sales 
manager J. B. Nash of Chicago, 
who was vacationing on the West 
Coast. r 

* * 


Goetsch-Irvine Opens 


About 4,000 people attended the 
two-day celebration of the grand 
opening of Goetsch-Irvine Motor 
Co. (Chrysler), Manhattan, Kans., 
according to owners Robert Irvine 
and Lee Goetsch, 

Cigars were passed out to male 


incorporators, E. E. Haverlah, C. 
E. Haverlah and Hilda Haverlah. 

Littlefield Motor Parts Co., Little- 
field; capital stock, $5,000; incor- 
porators, Henry Banks, Ed Pack- 
wood and R. J. Stuteville. 

Sivils Enterprises, Dallas; capital 
stock, $10,000; incorporators, J, D. 
Sivils, Louis Sivils and Paul C. 
Wagoner. 


* * * 


Milford Motor Moves 
Milford, N.H. Motor Co. (Ford) 


visitors while roses were given to| has moved into its new building 


the women. Refreshments were also 
served. Glenn Wagner is general 
manager of the firm. 

. a7 e 


Young Gets Chevrolet 


W. J. Young, former assistant 
Chevrolet zone manager at Mem- 
phis, has taken over the Chevrolet 
dealership in Chanute, Kans., 
formerly operated by W. C. Lam- 
ing. Young will run the firm as 
Bill Young Chevrolet, Inc. 

o « ° 


Lakeland-Tomahauk 


A building permit has_ been 
granted for the construction of an 
addition to the building of Lake- 
land Motor Co., Tomahauk, Wis. 

* o . 


Cartersville Expands 
Cartersville Auto Supply, Inc. 
(Dodge), Cartersville, Ga., has ex- 
panded its service department and 
garage. Manager of the firm is Joe 
Cowan. <— « 


Bartow Ups Soper 


Rolla N. Soper has been made | 


sales manager for the Bartow 
Truck and Implement Co. (Inter- 
national Harvester), Cartersville, 
Ga. 


Harvester Opens Lot 
International Harvester Co. has 


opened a used-truck lot at 3217 N. | 


Broadway, St. Louis. 
= * * 


Taylor-White Forms 

Taylor-White Trucks, Inc., 465 
State St., Binghamton, N. Y., has 
been incorporated with capital of 
1,000 shares, Incorporators are 
Glen C. Whitney, W. Gould Taylor 
and Prescott D. Perkins, 

- * ao 


Bolen-Garfield Builds 


Bolen-Garfield, Inc. (Ford), 720 
Union St., Manchester, N. H., has 
been granted a permit by the city 
building department to build a re- 
pair-garage and showroom at Canal 
and W. Central streets. 

a “ o 


Henley-Kimball Co. 


Henley-Kimball Co. (Hudson), 
Worcester, Mass., was host to the 
public in celebrating its 38th anni- 
versary as a new and _ used-car 
dealer. Joseph M. McEvoy, vice- 
president, said the three-day pro- 
gram was highlighted by door 
prizes of radios and a television 
set, with the company also pre- 
senting corsages to the ladies. 

+ + + 


Cook’s Leases Space 


Cook’s Auto Co. (Oldsmobile), 
Great Barrington, Mass., has leased 
a portion of Chamberlain Motor 
Co., Great Barrington, as part of 
its coverage of Southern Berkshire 
county, 

~ x * 


Whedbee Motor Co. 


Whedbee Motor Co., Harlan, Ky., 
has been organized with capital 
stock of $75,000 to engage in the 
automobile business. Principals are 
R. W. and Beatrice Whedbee and 
Ulys Evans, 

+ * + 
Five Automotive Companies 


Incorporated in Texas 


The following automobile com- 

panies have been incorporated in 
Texas, records in the secretary of 
State’s office show: 
_ Banks-Parkwood Motors, Little- 
field; capital stock, $50,000; incor- 
porators, Henry Banks, Ed Pack- 
wood and S. D. Stephens. 

Dick Alexander Nash, Beaumont; 
capital stock, $35,000; incorporators, 


| 


| 
| 





on Mount Vernon St. This con- 
cern, owned by G, Fred Peavey, 
has as its slogan, “We Put the 
FORD in Milford.” 


* * * 


Deal Changes Hands 
Midwest Motor Co., Dodge City, 
Kans., which has been operated 
since 1933 by R. J. and W. F. Wei- 
gel, has been sold to Henry George 
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THIS COULD HAPPEN ONLY IN AMERICA!—When Steven Pankow (right), president of 


Pankow Motors, Inc., Dodge truck dealer in 


Buffalo, was introduced to Lyle Brown (left), 


assistant to the sales vice-president of Chrysler Corp., by George Bradley (center), a Dodge 


district truck manager, at the Dodge Route- 


Van Caravan in Buffalo, he revealed that his 


first job was on a Dodge production line in Detroit installing batteries. 


and Jack Nielson, both of Wichita, 
Kans. George has been operating 
a motor company in Wichita while 
Nielson has been district manager 
of Dodge division. 

* . 


* 
Berry Names Bales 


Pat Bales has been elected vice- 
president and general manager of 
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rward. 












Berl Berry Motors, Inc, (Lincoln- 
Mercury), Kansas City. 
* +. * 


Emmons Opens 


Emmons County Motor Co. 
(Ford), Linton, N. D., at its grand 
opening, offered free lunch, prizes 
and a musical program. The new 

building measures 60 by 130 feet 


86. U. 5. pas.Ore 


BETTER THINGS FOR BETTER LIVING... 
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with about two-thirds devoted to 
service facilities. The dealership is 
operated by M. A. Schumacher and 
his sons, Andy and Sylvester, and 
son-in-law Bob Schreiner. 

* * a 


Jacobson Elected 

A, R. Jacobson, Boyer-Gilfillan 
(Ford), Minneapolis, has been 
named president of the Twin City 
Automotive Accountants Assn. 
for 1949-1950, succeeding Frank 
S. Jewson, Grossman Chevrolet, 
who joins the board of directors. 


* * * 


Wentz to Chaffee 


C. J. Wentz, owner and operator 
of the Wentz Motor Co. (Ford), 
Wamego, Kans., has sold his place 
of business to William Chaffee, of 
Topeka. 


The firm will now be known as 
Bill Chaffee Motor Co, Chaffee has 
operated dealerships in Topeka and 
Junction City, Kans. 


Goldstein Takes Hudson 


Isaac Goldstein announces he has 
opened a Hudson dealership at 
2217 Fifth Ave., Moline, Ill. Gold- 
stein has been in the automobile 
business as a used-car dealer in 
Moline since 1933. 
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Brooks Named Engineer 


At Nash Coast Plant 


Kenneth F. Brooks has been ap- 
pointed plant engineer of the El 


Segundo (Calif.) plant of Nash- 
Kelvinator Corp., Campbell Wood, 
plant manager, announces. 

Brooks entered the automotive 
industry as a die maker with Cad- 
illac Motor Co.’s Canadian plant. 
After serving a number of years 
in the armed forces, he joined Ford 
Motor Co.’s Canadian plant, where 
he had various engineering and 
production assignments. He later 
became plant engineer of Chrysler 
Corp.’s Canadian plant. 

* * +. 


Johnson Manages Sales 
For Brake & Electric 


O. E. Johnson, former field sales 
manager of Timken-Detroit Axle, 
is now sales manager for Brake 
& Electric Service Co., Somerville, 
Mass. 

Johnson had been with Timken 
for eight years, before which time 
he was associated with Federal 
Motor Truck and Graham-Paige. 

+ > * 


Brown Joins Sales Force 


Of Cemco Industries 


Leo M. Brown has joined the 
sales force of Cemco Industries, 
Inc., Galion, O., and will handle 
sales and sales promotion with dis- 
tributors in the Midwest on Cem- 
co’s line of underbody hoists, pow- 
er take-offs and hydraulic operated 
tailgates. 


* * * 


Willys Appoints Palmer 
Appointment of Robert M. Pal- 
mer, formerly of Reo, as truck and 
equipment sales manager of Wil- 
lys-Overland has been announced 
by Howard O. Lund, general sales 
manager of the company. Palmer's 
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appointment is in line with the 
company’s plans to expand the 
sales department both in the field 
and in the home offices. 
+ * * 

Hastings Elects Johnson 
Executive Vice-President 

Stephen I. Johnson was elected 
executive vice-president of Hast- 
ings Mfg. Co. at an annual elec- 
tion of officers, held at the com- 
pany office in 
Hastings, Mich. 

The following 
officers were re- 
elected: Aben 
Johnson, presi- 
dent; Harold P. 
Phillips, vice- 
president; Hal R. 
Keeling, vice- 
president; Don A, 
Siegel, secretary- 
treasurer, and 
Howard A, Frost, 
assistant secretary-treasurer. Other 
directors are Ross R. Dunn, Cliff 
W. Dolan and Hubert R. Cook. 

Johnson has been associated with 
Hastings since 1939, except for a 


period of war service. 
* * x 





8S. I. Johnson 


Baker-Raulang Advances 
Matousek, 3 Others 


Baker-Raulang Co.’s_ industrial 
truck division, Cleveland, has ap- 
pointed John A. Matousek as man- 
ager of manufacturing. 

Completing its organization 
changes, E. H. Remde is now ad- 
visor to the president on engineer- 
ing and manufacturing; H. A. 
Schultz has been named manufac- 
turing engineer, and I. L. Young is 
now general superintendent. 

+ * + 


Buban Promoted 


Emil Buban has been appointed 
factory -superintendent of Detroit 
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WELL-DESIGNED DeSOTO DEALERSHIP—Skokie Motor Sales is in Skokie, Ill. 
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The window 


trim, awning and sign blend naturally with the stone building. Ample corner windows pro- 
vide plenty of Hight and permit viewing of new cars from both streets. 





Harvester Co., according to J. B. 
Ellsworth, vice-president. Buban 
has been with Detroit Harvester 
for 10 years. He joined the com- 
pany as a tool maker, and later 
became general foreman, from 
which position he was promoted to 


his present duties, 
+ * 


Fisher Body Boosts 


Mauck and Wernig 
Appointment of P. J. Mauck, for- 
mer general director of the engi- 
neering division of Fisher Body 
division of General Motors, to the 
position of executive assistant for 
engineering—general manager's 
staff, is announced by J. J. Cronin, 
general manager of Fisher Body. 


James H. Wernig, former assis- 
tant general director of the engi- 
neering division, was named to 
succeed Mauck as general director. 


Mauck has been with Fisher for 
almost 27 years, having started at 
Cleveland in 1922 as assistant pro- 
duction manager at the Cleveland 
plant. Wernig served several auto- 
mobile manufacturing concerns be- 
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fore going to Fisher Body as a 
draftsman in 1936. 
+ + * 


General Names Spelman 


Technical Superintendent 

Henry Spelman, wartime chair- 
man of the rubber industry's syn- 
thetic tire construction committee, 
has been appointed technical su- 
perintendent of the General Tire 
& Rubber Co. with headquarters 
in Akron. 

Spelman spent three years assist- 
ing the development of Japan’s 
largest tire plant. He served on 
his war assignment from Decem- 
ber, 1943, to June, 1944, 


* * * 
Fearman Heads Austin’s 
Western Service Division 


H. D. Fearman, development 
manager of Austin Motor Co. (Can- 
ada), Ltd., Hamilton, Ont., has 


been appointed general manager of 
the western parts and service di- 
vision with a new depot in Van- 
couver. 

Fearman’s new post. services 
British Columbia, Alberta and the 
West Coast of the United States, 
and is described as part of the 
company’s program to develop and 
expand its service in the dominion. 

. * * 


Ford-New Zealand Names 


| Johnson as Director 


R. Johnson, formerly of Vancou- 
ver, B. C., has been appointed man- 
aging director and treasurer of the 
Ford Motor Co. of New Zealand, 
Ltd. Accompanied by his wife and 
three daughters, he flew from Van- 
couver recently to assume his new 
duties. 

Since November, 1947, he has 
been on special duties in Ford of 
Canada’s export division, visiting 
India, New Zealand and Australia. 

* * * 


Heads Community Chest 


W. A. Abbott jr.. manager of the 
Ford assembly plant in Richmond, 
Calif.. has been named chairman 
for Richmond’s 1949 fall Commun- 
ity Chest campaign. 


* * * 


Schrader’s Names Baker 


Donald C. Baker has been ap- 
pointed service department repre- 
sentative of A. Schrader’s Son di- 
vision of Scovill Mfg. Co. in the 
Akron area, 

+ + * 


AP Names Corlette 


The appointment of Larry Cor- 
lette as special representative for 
AP Parts Corp., has been an- 
nounced by H. Gail Kreis, sales 
manager. Corlette’s territory will 
include parts of Indiana, Illinois, 
Iowa, Kentucky and Missouri. 

* * * 


Manley Ups Buergler 
Manley Valve Corp., Philadelphia, 
announces appointment of Herman 
Buergler as district sales represent- 
ative for southern Illinois and east- 
ern Missouri. 
. * * 


Maisch Heads Output 


Sterling G. Maisch has been ap- 
pointed production manager of 
Eaton Mfg. Co.’s Axle division, 
Cleveland, to fill the vacancy cre- 
ated by the recent death of Charles 
H, Hunt, 


* * 


Heads Canada SAE 


William W. Taylor, vice-presi- 
dent and general manager of 
Prest-O-Lite Battery Co., Ltd., To- 
ronto, was elected chairman of the 


Canadian section of the Society of 
Automotive Engineers at Toronto. 
* * * 


Cadillac Changes 


Edward N. Cole, chief engineer 
of Cadillac, announces the appoint- 
ment of Leon De Maus as chief 
draftsman in the engineering divi- 
sion. At the same time, Cole told 
of the retirement of James S. 
Becker, who has been associated 
with Cadillac’s engineering division 
since 1918. 

+ + o 


Chevrolet Shifts Kerley 


H. L. Kerley has been trans- 
ferred from Omaha to St. Louis 
as assistant zone manager for the 
Chevrolet division, according to R. 
G. Schulte, local zone manager. 
Kerley has served most of his 20 
years with Chevrolet in the South- 
west and Midwest regions. 

* a om 


Hudson Promotes Mann 


Gilbert S. Mann has been pro- 
moted to assistant zone manager 
of Hudson Sales Corp., Minneapo- 
lis, replacing L. A. Wehde, named 
Buffalo zone manager. John Strong 
has been promoted from service 
traveler to service manager. 

* a * 


Woods Joins Ad Firm 


John McKenney Bingham, To- 
ronto manager of Russell T. Kel- 
ley, Ltd. advertising, announces 
the appointment of Arthur E. 
Woods to the staff. Woods had 
been advertising manager of Motor 
Magazine and Motor Wholesaler, 
Toronto, for the past five years, 
|and is a member of the Society of 
| Automotive Engineers. 

+ * * 


Kelly Joins Thermoid 


Fred J. Kelly has joined Ther- 
moid Co. as special account execu- 
tive, working under F. E. Schluter, 
president, a company announce- 
ment states. Kelly had been assis- 
tant sales manager and then sales 
manager of American Brakeblok 
division of American Brake Shoe 
Co. for 12 years, 

* * * 


Pontiac’s Metallurgist 


Appointment of P. B. Lowery as 
chief metallurgist of Pontiac Mo- 
tor division is announced by Harry 
J. Klingler, general manager, Low- 
ery succeeds the late Zar T. Crit- 
tenden. A. H. Robinson has been 
appointed assistant chief metallur- 
gist. 


* * * 


AMA Elects Bugas 


The American Management Assn. 
has announced the election of John 
S. Bugas, vice-president of indus- 
trial relations, Ford Motor Co., as 
vice-president in charge of the per- 
sonnel division in the association. 








For Their New Car Advertising 
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SPRAY UPHOLSTERY CLEANER 
® Fast, Economical, Safe. © Cleans ceilings 
without streaks. © Moves used cars. 
® Shipped OPEN account. © Worth a Trial. 











Zippreme Chemical Co. 
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12 States Liberalize Laws . 





Workers’ Compensation Boosted 


NEW YORK.—Bills liberalizing 
workmen’s compensation laws have 
been enacted by 12 state legisla- 
tures this year in continuation of 
a trend which has spread rapidly 
in recent years. 

A survey reveals that states en- 
acting bills boosting benefits include 
Alabama, Montana, New Jersey, 
Ohio, Pennsylvania, Rhode Island, 
South Dakota, Tennessee, Vermont, 
West Virginia, Wisconsin and 
Wyoming, with others pending. 

Alabama’s legislature enacted a 
measure calling for an increase to 
$21 per week and an increase in 
maximum payments from $6,000 to 
$8,400. It also raised medical and 
hospital payments. 

A bill providing for a $2.50 
weekly increase in workmen’s 
compensation benefits was en- 
acted in Montana. Under the new 
law, the weekly maximum will 
be $20 for a single man and $26 
for a man with five or more de- 
pendents. Another Montana law 
increased maximum medical aid 
and hospital benefits under the | 
workmen’s compensation act to 
$1,000. 

New Jersey’s legislature passed 
a bill providing “full coverage” for 
workers. It extends workmen's 
compensation if injuries or death 
arises from “occupational disease.” 
New Jersey law heretofore defined 
a specific list of occupational dis- 
eases, now abolished by the new 
law, which defines occupational dis- 
eases as follows: “All diseases 
arising in the course of employ- 
ment, due to causes and conditions 
characteristic to a particular trade, | 
occupation, process or employment, | 
or diseases due to the exposure of | 
any employe to a cause thereof | 
arising in the course of his em-| 
ployment.” 


Enacted by the Ohio legislature 


Trucking Attacks 
On the Rise, 
Rodgers Says 


CHICAGO.—Ted V. Rodgers, 
honorary chairman of the board 
of the American Trucking Assns., 
Inc., said last week that the truck- 
ing industry is being subjected to} 
the most bitter attacks in his 
memory and termed them the “last 
fight” by competing forms of trans- 
portation to cripple the industry. 

Addressing the first annual con- 
vention of the Household Goods 
Carriers conference, Rodgers said 
the attacks are designed to con- 
vince the public that the trucking 
industry is subsidized and is not 
operating safely. 

“Propaganda of this type is be- 
ing circulated,” he said, “even 
though government study has 
found the trucking industry is not 
subsidized but is actually paying 
more than its share of highway 
construction and maintenance costs. 
Last year, the industry paid $1,- 
032,000,000 in special highway-use 
taxes alone, exclusive of real es- 
tate, income and other taxes paid 
by businesses in general.” 

The industry’s present difficul- 
ties, he said, stem in part from 
its failure to keep the public fully 
informed as to trends in modern 
transportation. 

Rodgers called for industrywide 
support of ATA’s public relations 
program and commended the 
household goods movers on the 
splendid job they have done with 
their own program of courteous 
and careful handling of household 
effects. 

He also called for an increase in 
safety by “making top management 
interested in safety, participating 
in ATA’s safety contests, and 
working with your insurance com- 
pany on accident reduction plans.” 




















Fastener Institute 


CLEVELAND.—The American 
Institute of Bolt, Nut and Rivet 
Manufacturers has officially chang- 
ed its name to the Industrial Fas- 
teners Institute. “We have been 
hampered by a cumbersome and 
not fully descriptive name since 
the institute’s formation in 1931,” | 
Herman H. Lind, president, states. 
Offices will remain at 1550 Hanna 
Bldg., Cleveland, | 








was a bill boosting workmen's 
compensation benefits from $25 to 
$30 weekly and increasing death 
payments from $7,500 to $8,000. 

Maximum weekly benefits have 
been raised in Pennsylvania from 
$20 to $25. The new Pennsylvania 
legislation also boosted occupa- 
tional disease benefits 15 percent, 
and increased allowances for 
medical services from 60 to 90 
days and from $150 to $225. 

Passed by the South Dakota leg- 
islature was a bill raising the com- 
pensation ceiling from $20 to $25 
a week, and boosting the minimum 
from $7.50 to $10. 

A new Tennessee law increased 
workmen’s allowances from a lump 
sum maximum of $6,500 to $7,500 
for total disability, and increased 
maximum weekly benefits from $20 
to $25. 

Vermont's legislature upped min- 
imum weekly workmen's compen- 
sation from $10 to $12 and the 
maximum from $20 to $25. It also 


doubled hospital and medical ben-/ out that other legislation provided |compensation statutes to include! reported thus far this year. 





efits, raising it from $375 to $750. 

Enacted in West Virginia was a 
bill increasing weekly workmen’s 
compensation benefits from a max- 
imum of $18 to $25, widows’ bene- 
fits from $30 to $50, and making 
occupational diseases other than 
silicosis compensable. 

A bill passed in Wisconsin in- 
creased maximum weekly benefits 
from $28 to $33.55. It also increased 
payments for death or major in- 
jury. 

The Wyoming legislature also 
approved a bill increasing bene- 
fits, which was described hy its 
sponsors as the most important 
piece of Wyoming legislation af- 
fecting workmen since the orig- 
inal state workmen’s compensa- 
tion act in 1915. 

An Idaho bill which would have 
broadened provisions of the state’s 
present silicosis law and added 
other respiratory diseases as com- 
pensable under the state work- 
men’s compensation act was vetoed 
by Gov. C. A. Robins, who pointed 





PLANT BOSSES, SALESMEN LEARN BINKS METHOD—Educating foremen, supervisors, 
salesmen, jobbers and business executives instead of the workmen in spray painting methods 
and owen is the unique feature of a spray painting equipment school recently opened 
by Binks Mfg. Co., in Chicago. The reason for this departure from the normal pattern of 
industrial training classes is that the real problems of spray finishing are faced factory 
executives and managers, salesmen and paint manufacturers. It is this group that must 
recommend and provide the equipment, establish methods and select the type of finish that 
will best enhance the selling possibilities or physical protection of the finished product, the 
company states. Another unique feature of the Binks spray painting equipment school is that 
each class will be composed of men with allied interests. For example, ceramic and 
porcelain finishers will compose one class. Other classes will be made up of furniture 
manufacturers, auto refinishers, paint manufacturers and salesmen. 


for an interim legislative study of |employes of small firms now ex- 
Idaho workmen’s compensation | empt were introduced in a number 
and occupational disease laws. of state legislatures, but no new 

Proposals to broaden workmen’s | enactments of such bills have been 


How to make an attendant into a salesman! 





1. TELL YOUR employees that for 
every one thousand gallons of gaso- 
line sold, about forty dollars’ worth 
of tires must be consumed. 





4. TO HELP YOU sell oil... to keep 
your customers oil-conscious, put up 
big displays of oil in cans in drive- 
ways where customers can see them. 





be consumed. 


CANNED 


AMERICAN CAN 


>. TELL THEM, also, that for every one 
thousand gallons of gasoline sold, 
about one hundred quarts of oil must 


5. CUSTOMERS KNOW what they’re 
getting when they buy oil in cans... 
the brand and grade oil they ask 
for. Customers trust oil in cans! 


QUICK, EASY WAY TO GIVE SERVICE 


1. 
2. Deliver gas; wipe rear window 
3. Clean windshield, passenger side 
4. Check oil and water 


5. Clean windshield, driver's side; 





3, THEN TELL THEM that if in the 
future these figures are comparable 
or better at your station they’ll get 
a special bonus or commission. 





é. USE OIL IN CANS! Cans eliminate 
breakage . . . keep station neater, 
cleaner, more attractive . .. cans 
increase turnover. 


Greet customer; take order 


collect 


OIL IS GRAND OIL FOR PROFITS 


COMPANY ES New York + Chicago + San Francisco 
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MONTREAL. — Generally speak- 
ing, there is a definite shortage of 
new cars in the local market. This 
situation admits of some exceptions 
among the many dealers in this 
area, but demand for new cars 
greatly exceeds the supply. Some 
relief is expected by October, de- 
pendent on a better production 
schedule in the U.S. 

Due to the present large demand 
and the restricted supply, there are 
still some sales outside of regular 
channels by the customer who gets 
delivery of a new car and then 
re-sells it at an advanced figure. 
Since these sales are sold to busi- 
ness firms and to persons who 
badly need such vehicles, this re- 
sale frequently nets the seller a 
handsome profit. 

A very promising market for 
British cars is developing in this 
area, In prewar years and even in 
the period immediately following 
the late war, British car manu- 
facturers made only feeble at- 








Montreal Cars Scarce 


Lack of New Units From U.S. Causes Canadians 
To Lean Toward British Makes 


tempts to gain a market in can- 

ada for their popular-priced cars. 

However with the production 
troubles in the United States, Brit- 
ish producers are entering the 
market here in an energetic man- 
ner. Dealers believe, however, that 
British makers will have to lower 
prices, establish car-parks for 
dealers to draw on and go after 
the business as American firms do. 

There is no doubt that the Ca- 
nadian public is taking more to the 
British makes, This is understand- 
able since many believe that the 
English car is more maneuverable 
than U.S. makes. 

When Montreal dealers were 
asked for their opinion as to Brit- 
ish car gains in this area, the 
greater number said that unless 
there should be a very substantial 
drop in price in the foreign model 
to bring it in line with existing 
American car prices, the Canadian 
public would continue to favor the 
U.S. types. 

On the subect of higher prices 


do you 


One of them will gladly consult with you on any 


rubber problem involving the reduction of vibration, 


noise. shock and wear in automobiles and trucks. 


And also ready to help on that problem are others 


—a team of specialists in structural design, rubber 


compounding, the bonding of rubber to metal, and 


the efficient production of rubber-to-metal and 


all-rubber parts for the Automotive Industry. 


ENGINEERED RUBBER PRODUCTS FOR THE AUTOMOTIVE INDUSTRY 






for autos today as compared with 
prewar years, dealers report that 
the public is as dollar conscious 
when negotiating for a new car 
as they might be for other com- 
modities. They are apt to ask 
themselves the question: 

“Can I use an auto to advantage; 
is it worth what they ask for it, 
and can I afford the high costs of 
financing?” This consideration, and 
that of increasing operating costs 
are beginning to be prime factors 
in auto marketing here. 


Dealers said that customer choice 
in acquiring new cars resolves 
itself into that of comfort and 
price. The advanced postwar prices 
of both American and British 
makes would greatly hinder car 
sales were it not for the fact that 
almost every one considers that 
some sort of motor vehicle is a 
necessity. 

However, there is a growing 
danger of both countries pricing 
themselves out of the car market, 
they added. 

A survey of the new-car situation 
in this immediate area as well as 
throughout Canada as a whole, re- 
veals that there is a large unfilled 
demand, with a _ potential one 
equally as great. The crux of this 
situation at present would appear 


know? 





MERMAN'S DEAL IN BUFFALO—Warren C. Mernan, for many years the active head of 
- Chevrolet, one of the oldest Chevrolet dealers in Buffalo, has taken over this fran- 
chise and is operating under the firm name of Mernan Chevrolet, Inc. The sales and service 
building has been remodeled and enlarged until now it occupies a full block long front- 
age on Bailey Ave., one of Buffalo's main thoroughfares. Russell Smith, long associated 


with Mernan, is general manager. 


. 


to be the restricted production of 
new cars. 

With the older Montreal dealer 
firms there remains on _ their 
books a considerable backlog of 
orders unfilled. However, should 
the promised relief come by fall, 
conditions in the trade should 
show a decided improvement. 

The Canadian auto trade is more 
intimately connected with the prob- 


Which one of these men 


All of these men—those pictured above, and the 


specialists back of them in 


U.S. Rubber’s new. 


streamlined plant at Fort Wayne—are working 


for and with the Automotive Industry. 


They're available to you—just call or write 


United States Rubber Company —Engineered 
Rubber Products Division—Fort Wayne, Indiana, 


or 5850 Cass Avenue, Detroit. 


MADE AT 
FORT WAYNE BY 








UNITED STATES 
RUBBER COMPANY 





lems of production in the U.S. than 
to British making. It can be sup- 
posed, therefore, that auto trade 
conditions here will not be clarified 
until the general picture in motor 
circles in the United States under- 
goes a change for the better. 


Roadeo Champs 
Drive Reos in 


Coast Events 


LANSING.—Drivers who selected 
Reo trucks swept all first-place 
honors in the straight truck and 
tractor-trailer events in two West 
Coast truck Roadeos conducted re- 
cently, R. D. Hilty, general sales 
manager of the firm, has reported. 

Edward L. Bergerson of Pacific 
Motor Transport won the tractor 
semi-trailer event in the Northern 


California Roadeo held in San 
Francisco, driving a model 316 
tandem tractor, largest vehicle 
made by Reo. 


Donald Shotts of Bekins Van & 
Storage Co., driving a Reo, won 
first place in the straight truck 
class in the Northern California 
Roadeo, while Reos were also 
driven to second, fourth and fifth 
place honors. 

Drivers who chose Reo equip- 
ment made a clean sweep of all 
first, second and third place honors 
in the straight truck and tractor- 
trailer classes in the Washington 
state Roadeo held in Seattle. De- 
fending champions Henry D. Perk- 
ins, Pacific Highway Transport Co., 
Seattle, and J. Clark Gilbert, Inland 
Motor Freight Co., Spokane, re- 
tained their titles in the straight 
truck and tractor-trailer class, 
respectively. 


N. J. Pike Price 
Hits $150 Million 


TRENTON, N. J.—New Jersev’s 
proiected cross-state toll turnpike 
will be the heaviest traveled, one 
of the most expensive and prob- 
ably the greatest revenue produc- 
ing highway in the world, accord- 
ing to Paul L. Troast, chairman 
of the New Jersey state turnpike 
authority, who said it is expected 
to cost more than $150,000,000. 

Troast told a press conference 
that it is hoped work will start 
this fall on the toll highway, which 
will run from the George Wash- 
ington bridge to Pennsville, where 
it will connect with a bridge now 
being constructed over the Dela- 
ware river. 

Indications were that tolls on 
the highway probably will be at 
the rate of about one cent a mile 
for passenger cars. That is the 
approximate rate on the Pennsyl- 
vania and Maine toll turnpikes. 
The rate for trucks on Pennsyl- 
vania’s 160-mile turnpike averages 
about $7.50, with $10 beine the 
maximum, and it is expected that 
a comparable charge will be 
worked out for New Jersey’s 130- 
|}mile project. 


Pontiae Suggestion Plan 


Pavs $10.000 in Prizes 
PONTIAC. — The war-born sug- 
gestion award plan. under which 
| employes are paid for suggestions 
affecting their work, continues to 
grow in popularity at Pontiac Mo- 
tor division, according to the fac- 
tory. 
| Nearly $10,000 in awards were 
distributed during the first four 
|months of this year. The distribu- 
| tion was shared in by 254 employes 
land the average award was $37.70. 
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MEXICO CITY.—While business 
in new cars and trucks is just 
about at a standstill, due to the 
latest development in the hectic 
foreign exchange situation—peso- 
dollar stabilization at 8.65 pesos per 
dollar—dealing continues fairly well 
in used-cars and trucks. 

The dearer-than-ever dollar has 
halted buying of new cars be- 
cause $1,000 now costs 8,650 pesos, 
when a year ago it cost but 4,850 











Mexican Standstill 


New Peso-Dollar Exchange at 8.65 Is Hitting 
New Cars; Used Cars Not Affected 







tion cost much lower than that 
prevailing in the U.S. 

The necessity of importing all 
that goes into automotive vehicles 
assembled in Mexico, by gradually 
getting made-in-Mexico articles to | 
substitute for American parts, is 
anticipated. Mexican iron and steel 
works are expected to be supply 
sources. 

Sears, Roebuck has started to 
make, in Mexican workshops, elec- 




















Philadelphia Holds 
Contest for Best 


Woman Driver 


PHILADELPHIA. — The Ford 
Dealers Assn. of Philadelphia, the 
Philadelphia Phillies and the Phila- 
delphia Inquirer have joined hands 
in conducting a contest in which a 
1949 Ford will be given away to 
the city’s best feminine driver. 

The contest will run from June 
9 to July 22. Applicants will be 
judged daily at any of the city’s 
16 Ford dealerships. 

Driving tests and an oral exami- 
nation will be given by a board of 


d of 
fran- pesos. All new automotive vehi- |tric refrigerators and other elec- 
rvice cles, though assembled in Mexico, = —. =e by U. S. pat- three men chosen by Gov. James 
‘ated — & ———— . — = a ae - ssleun te semaatton Galiate H. _— s highway safety advisory 
since come from e e ' : ® ng . committee. 
ae U.S. The a, however, is dif- could successfully operate in Mex- is pnypteen <p ey ry ap ae calealed eeeaiiiat (mA wie Only women with driver’s li- 
vain ferent in used vehicles, ico, businessmen say. in various California communities this year. Fitted in small metal receptacles bolted to the censes will be eligible for th 
up Thee automotive trade feels re-|, The French patented Renault car the’ aed aan oe cone sedate testa’ her Pitew ae aa app onsp Mg gh oy test. Those holding leneniant pas 
Ey i ‘ . er, nd- : - 
ade lief that there is now a definite Suan teenie Rapin ay sd a . 7 — a panels of the body and @ portion of the hood. Other ornamental features | mits will not be permitted to eaten, 
. és - iant pair of steer horns m ini i i 
fied peso-dollar rate and that it prom plant of Automotriz rey Mexico. silver horse standing in the middie of the hood. The capes en Sos aaa The purpose of the contest is to 
stor ises to continue for some time. This midget car has a to 4 the San Francisco body shop of Howard Automobile Co. (Buick). Driven by Raymond Stagg make Philadelphia women better, 
ler- Seen Gee ae & % ry had of 100 k.ph. (about 60 —"" o heme Se. — camp, it is touring the centennials as a ‘'special delegate" from | More ee and competent driv- 
Fang rom nearly © to 5.0, since noi . : . ers, and at the same time to find 
the monetary devaluation of last |, Automotriz expects to have the| the best woman operator in the 
July 22, were undeniably a head- a oa — ready for William Ullman, Washington correspondent, keeps AUTOMOTIVE NEWS readers up | City who has adopted and practiced 
ache. y 1. to date on political and economic trends in the nation’s capital every week. her own set of safety rules. 
The auto trade was surprised at oe 
stabilization at a high rate of 8.65. 
Some thought pegging would be at 
7.5, while some feared it would be 
at 10. 
ted The simultaneous’ explanation 
ace given by the U.S. and Mexican 
und governments of why 865 was 
‘est chosen—“to aid Mexican economy 
re- by affording more money for Mexi- 
les can products abroad, to reduce im- 
ed. ports and up tourist trade”—has 
ific not entirely satisfied businessmen 
tor in Mexico. But the fact that Amer- 
orn ican money is backing the stabiliza- 
jan tion is reassuring, they believe. 
316 Opinion here is that the Ameri- | 
cle can automotive industry must 
consider the possibility of making 
& vehicles in Mexico, at a produc- | 
on | 
ick | 
a Defunct Hauler 
so * 
th Blames AFL in | 
. | 
ip $290,000 Suit | ' ; a 
ors DALLAS.—A $290,000 damage| for DURABILITY and DISTINCTION 
or- suit has been filed here against Lo- | 
on cal 745, International Brotherhood | A fine automobile . . . upholstered in leather ...is a pleasure to 
e- of Teamsters, charging the union | behold : tisfacti : F Sie 
‘k- with forcing Fast Motor Freight, -+ + a Salisiaction o own. or eather complements 
0., Inc., out of business. coach work ... enhances design... contributes to the complete 
Scheduled to be tried next —‘ picture of durability and distinction. + In addition to color . . . 
ht = P. Bush pyc dagen: Boge <i both smart and varied ... and texture, so fine and yet so 
Ss, funct motor line, with permission sturdy ... leather is a highly practical material for upholstering 
¢. — Court Judge W. L.| a car. Leather is fire and stain resistant ... washable, sani- 
—- cette ales easiaed tary and moth-proof ... asks no upkeep... needs no seat 
Bush receiver of the firm last Feb- | covers. + We suggest you look to leather . . . genuine leather 
ruary, described the suit as the| ++. to give your cars the finer touch. 
first of its kind ever filed in Dallas | 
v's county. 
ke Last September Judge Thornton 
ne enjoined the union from picketing | 
b- the newly-formed motor line, and | 
c- also ordered 16 other hauling firms 
d- to resume business relations with 
un the Fast Motor Freight firm. The | 
ke union had thrown up a picket line 
od around the Fast offices at Dallas, 
Tyler and Huntsville three days 
se after the company opened for busi- 
rt ness using non-union labor. 
+h In his injunction, Judge Thorn- 
h- ton called the union action second- 
re \ ary picketing and the other motor | 
w o lines’ action was termed secondary | 
co boycott. Fast had claimed the 
2] 
union threatened the other motor | 
yn lines, including Southern Express, | 
at Inc., if they carried out their in- 
le terline contracts with the new 
2 company. 
a; The damage suit filed by Bush 
Ss. claims the union continued to 
.. threaten the other motor lines with | 
- strikes after Judge Thornton’s in- 
e junction and finally forced Fast out 
at of business. 
e oa EES RI 
.. e . 
Michigan Tube 
> 
) spe 
Marks 33 Years 
DETROIT.—Michigan Steel Tube 
Y Products Co., producer of automo- 
h tive tubing and parts, will cele- 
brate a third-of-a-century in busi- 
- ness this year, Charles E. Miller, 
o founder and president, announces. 
- Organized Oct. 15, 1916, the firm | 
now has two plants, one in De-| 
. troit, the other in Shelby, O. 
ir Michigan was the first company : 
v6 to produce an electric-resistence The Ashtabula Hide & Leather Company, Ashtabula, Ohio + Blanchard Bro. & Lane, Newark, N. J. * Conneaut Leather, Inc., Conneaut, Ohio + Delaware Tanning, Inc., New York, N.Y 
s welded propeller shaft for the au-| Eagle-Ottawa Leather Company, Grand Haven, Michigan . The Lackawanna Leather Company, Hackettstown, N. J. . Rade! Leather Manufacturing Company, Newark, N. 4 


TANNERS’ COUNCIL OF AMERICA + 100 GOLD STREET + NEW YORK 7, N. Y. 


THE UPHOLSTERY LEATHER GROUP -« 


). tomotive industry, Miller states. 
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General view of classroom where 
each student has individual desk. 


T. H. Keating, Chevrolet general 
salesmanager reviews course of 
study with two students at opening 
session. 


Field trips to Chevrolet plants are 
included in course. 


Panel discussions participated in 
by leading dealers feature each 
session. 


« Reunion dinners such as this one 


are voluntarily attended by more 
than 75% of the graduates. 
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Chevrolet Post-Graduate School of 


Modern Merchandising and Management 


Trains Tomorrow’s Leaders 


in the Automotive Industry 


Thoroughly aware that continued sales leadership in the 
future is made possible through farsighted planning today, 
Chevrolet in 1938 founded the now famous “West Point 
of Industry” —Chevrolet’s Post-Graduate School of Modern 
Merchandising and Management. 


This school—the oldest of its kind—has expanded and 
progressed each year, giving dealers’ sons or close rela- 
tives practical, well-rounded training in the fundamentals 
of operating a profitable, successful modern Chevrolet 
dealership. 


Today graduates in all parts of the world are benefiting 
from this specialized training—teaching proved so sound 


that of almost 1000 alumni—more than 60% now own or 
manage Chevrolet dealerships representing a 1949 sales 
potential of almost 200,000 new cars and trucks. 


Yes, graduates are well groomed for future leadership in 
motordom. The 6-week courses are intensive and expertly 
presented. For quality instruction, classes covering a wide 
variety of subjects are limited to 40 students who are taught 
by a faculty of over 90 men, comprising some of the fore- 
most figures in the automotive industry and leading Chev- 
rolet dealers. 


No wonder that this great Chevrolet training school is held 
up as a shining example of Chevrolet’s constant eye to the 
future—top-flight foresight that pays off in first-place sales. 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICHIGAN 
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Jobbers and Maintenance Men who Service and Lubricate 


7 Million Motor Vehicles and {ppearance-Condition 5 Million Lsed Cars as 





N A TREATISE, “It’s Time to Do 

a Selling Job,” written to interest 
the members of the National Lubri- 
cating Grease Institute, Ray Shaw 
of Chek-Chart points out that the 
public has taken the 4,000-mile oil 
change period so much to heart 
that the average vehicle owner is 
neglecting the lubrication of his 
vehicle for too long a time between 
lube periods as well. 

In his appeal to the oil company 
executives to give greater publicity 
to a slogan, “Lubricate for safety 
every 1,000 miles,” Ray could well 
have been talking to the average 
franchised car dealer. 

There is no question—nor quar- 
rel—with the oil men over the 
fact that adequate lubrication 
protects the life of moving parts 
and prevents their rapid deteri- 
oration. 

There is no question but that 
many a car owner waits until he 
hears his springs squeak before he 
thinks of taking his car somewhere 
to have it lubricated. There is no 
question but that Ray is right in 
his statement that many times “two 
cents worth of grease would have 
prevented a $53 repair job.” 

* +. * 


Nary a Reminder 


MARY a car has been given a 
bad reputation for not standing 
up in service because the owner 
did not have it lubricated enough. 
Like the proverbial cobbler, your 
columnist has been guilty of neg- 
lecting to lubricate his water pump 
frequently enough to keep the seals 
from premature wear. 

Has any dealer in the make of 
car I own ever sent me a card 
calling attention to the fact that 
my water pump should be lubri- 
cated every 1,000 miles—and that 
if I would bring my car in they 
would do the entire job of lubri- 
cating my car as well as preserv- 
ing the efficiency of my water 
pump in a few minutes while I 
waited—if I needed my car in my 
work? 

Never. 

Yet I know a dealer in a make 
of car that has a universal joint 
that should be repacked every 5,000 
miles, who sends his service cus- 
tomers a notice about the time they 
are to reach the 5,000-mile point, 
calling attention to the fact that 
the universal joints in their car 
are due for repacking—and that it 
will save them an expensive repair 
job if they will bring their car in 


as soon as possible to have this 
work done. 


* * + 


Best Salesroom 


ND I have seen cars lined up 

for over a block, early in the 
morning, to get into his service 
station. And I know he built his 
very successful dealership on the 
service he rendered the owners of 
the make of cars he sells. 


During and since the war a large 
proportion of the dealer body has 
forgotten that the “lube” hoist or 
pit is the best salesroom the dealer 
has—if properly worked. 


Dealers have gotten into think- 
ing that there is no money in 
a dollar lube job. They have had 
their sights set on the lush en- 
gine-overhaul jobs and body - ap- 
pearance-conditioning jobs that 
car owners were willing to buy 
when cars were scarce and hard 
to get, 

They haven’t come around to the 
realization that those days are 
“gone forever.” Except for wreck 
work and truck maintenance, the 
complete engine overhaul and the 
“ding-out” and repaint jobs are go- 
ing to be farther and farther apart 
as more and more new cars come 
into the market. 

They have forgotten that lubri- 
cation and oil, like gasoline, are 
items that every car owner knows 
he must have regularly if he is 
going to do much driving. They 
also overlook that in the sale of 
these items they are competing 
with approximately 140,000 corner 
gas dispensers—who also eat into 
a lot of the repair work that the 
dealer would like to have in his 
own shop right now. 

+ * 


Doing Little 
Guns, many of these same deal- 
ers sell their new-car customers 
a “lube book” when they complete 
the deal for the new car. But what 
are they doing to attract the thou- 
sands of owners who are driving 
second and third-hand cars in their 
service area? 

These owners have to spend 
money for parts and customer 
labor, too—and their money is just 
as good as that of the owner of a 
new car. Sometimes it is released 
in larger quantities on each visit 
than is the money of the new-car 
owner. 

Dealers are going back—in these 
competitive days — to canvassing 
their service customers for new-car 


+ 





(See BACKSHOP, Page 42, Col, 1) 





Get Set for Conditioning 





Car Trading on Rise 


ITH the trading ratio of used 

cars taken in on new-car sales 
having risen about 43 percent since 
the first of the year, according to 
available figures from the various 
used-car departments, any dealer 
who thinks that a trading market 
isn’t back had better check the 
operations of other dealers in his 
neighborhood and begin to get his 
used-car merchandising and condi- 
tioning operations set. 

Along with the accelerated in- 
crease of trades being taken on 
new-car sales, the selling ratio— 
used-car sales to new—has also 
nearly doubled in the first five 
months of the year, The compos- 
ite national figure on low and 
medium priced cars now stands 
at an average of approximately 
94 percent higher than in Janu- 
ary. 

Trading ratio in January, on a 
national basis, was 42.7 cars taken 


in on every 100 new cars sold 
among all makes and in all parts 
of the country. Generally speaking, 
used-car stocks last January indi- 
cated that dealers had not awak- 
ened to the fact that they were in 
a trading market, since most re- 
ports showed stocks running from 
35 to 40 days’ supply. Today the 
average is down to 30 days or 
under. 
* + + 


VERY month has shown an in- 

crease in the number of trades 
involved in new-car sales. In Feb- 
ruary, this figure had risen to 51 
cars being traded in on every 100 
new; March 55.7; April 57.3: and 
May 61.2. Those in the trade who 
have been following—and charting 
—the used-car-to-new trades ratio 
confidently believe that by the end 
of the year the trading ratio may 
well reach 85 percent—or only 
about 15 percent of all new cars 


With Service in Mind 





READY FOR SERVICE—Part of the 17,000 square feet of space in the building recently 
opened by A. R. Weisgerber (DeSoto) in Richmond, Calif. Installed in the service depart- 
ment are the most modern of equipment and tools. Five double hoists are shown. 





CAN SERVICE 50 CARS A_ DAY—Covington 
3Ist year with a new home. The new structure 


Buick Co. 


at Covington, Ky., has started its 
houses sales, display, office and service facili- 
ties, while used-car and storage space is provided in another location. 











Gearing Shop to Sales Development 


As A HIGH percentage of fran- 
chised dealers comb their serv- 


ise customer lists for new-car and | 
truck prospects, many are finding | 
that the “sins of the past still live | 


with them.” 

Many of the abuses that be- 
came habits during the hectic 
late days of the war period are 
still ingrained into the opera- 
tions of many a dealership, and 
it will take a violent upheaval, 
or constant checking and cor- 
recting by the dealer himself, to 
get the shop back to a “sales | 
developing” basis. 
It isn’t hard to sell a fairly high 

percentage of satisfied service cus- 
tomers new vehicles as they need 
them. Satisfied service customers 
will buy the car they like from 
the dealer from whom they have 


| this 





been getting good service, efficient- 


ly and economically rendered, for | 
less allowance on their old car 
than the “shopper” who is out to! 
sell his old wagon for the high 
dollar. 
* + 6 

[PEALERS like Draper Chevrolet 

of Saginaw, Mich., DeNoyer 


| Brothers of Battle Creek and Kala- 
| mazoo, Edwards of Milwaukee and | 


like them, learned | 
important phase of new-ve- | 
hicle merchandising during the | 
highly competitive days prewar— | 
and have never lost sight of it. | 

Good car and truck sales busi- | 
ness, or bad, they steadfastly make 


In This Section 


New Products 


many others 


Service Course in N. Y......... 
Personalized Service 





every effort to give satisfactory | 
service at a profit. Not only do all 
dealers of this type have a very | 
“high” absorption of their service | 
customer potential, but their serv- | 
ice business in itself is a highly| 
profitable part of their overall| 
operation. 

These dealers have found that 
courteous reception of the service 
customer, proper diagnosis of his 
vehicle’s trouble, honest order 
writing and charges result in sat- 
isfied service customers that keep 
coming back for all, or nearly all, 
of their maintenance work. 

Many of the things that drive 
customers away from a dealer’s 
service shop are things that he is 
not aware are happening — and 
would not tolerate if he knew they 
were happening. Many of the 
things that make service customers 








sore at the dealer and his opera- 
tion are the direct result of un- 
thinking instructions to the serv- 
ice manager and service salesmen. 
* * 
NE DIRECT result of “putting” 
the service manager and his 
floor salesmen on the “carpet” for 


|the fall of gross service revenue 


is to induce these men to oversell 
or “load” the customers in an at- 
tempt to bring the volume back up 
to a satisfactory (to the dealer) 
dollar volume. 

Instead of being honest in their 
diagnozing of the customer’s 
needs they sell a re-ring job, for 
instance, where a carburetor ad- 
justment is all that is necessary; 
a replacement generator where a 
new set of points or a repaired 
fuel pump would correct the 

(Continued on Page 40, Col. 1) 


being sold as clean deals involving 
no trades. 

While the sharp and noticeable 
increase in selling ratio—used 
car sales to new car sales—dur- 
ing the first five months may in- 
dicate that we are fast getting 
back into a fairly heavy “trade- 
on-trade” basis in used-car selling 
—trading older models of used 
cars on later used-car sales—fig- 
ures obtainable to date are not 
broken down sufficiently to 
eliminate the used-car sales of 
those operators who have been 
doing extensive buying of used 
cars this spring, in addition to 
the cars they normally take in 
on their new car sales. 

However, the increase of ratio 
from .78 used cars to each new-car 
sale for January; .85 for February; 
1.02 for March; 1.07 for April and 
1.61 for May does indicate, to some 
extent at least, that “trade on trade 
to the washout” has come back into 
the new car merchandising picture. 

It also indicates that the dealer 
who has not set his operation to 
actively merchandise used cars at 
retail had better get his house in 
order fast. 

o * 7 

HOSE dealers, who are sstill 

going along on the basis of 
thinking they will be able to whole- 
sale their trades and not become 
too active in retailing used vehicles, 
may quickly wake up to find that 
trade conditions have put them in 
a position where they will have to 
take any cars offered, and the 
wholesale buyers will only take the 
clean merchandise at a figure that 
will let them out of their trading 
deals. 

This condition has always put 
franchised dealers in a _ bad 
pocket, since it fills the lots with 
slow-moving merchandise on 
which the dealer has to take a 
considerable loss because he has 
not built up a competent used- 
car selling force, has not built up 
a reputation for selling good used 
cars and does not have a recondi- 
tioning setup that allows him to 
“work over” and put in good sell- 
ing shape the best of the “low 
end” merchandise. 


When the dealer has built up a 
(Continued on Page 41, Col. 1) 


More GI’s Train 
As Mechanics 


With U.S. Aid 


WASHINGTON.—More veterans 
are training on-the-job under the 
G. I. Bill of Public Law 16 as auto- 
mobile mechanics than in any 
other single occupation. 

This fact was disclosed in a Vet- 
erans Administration study of the 
principal courses and employment 
objectives of 2,535,385 veterans en- 
rolled in schools and job training 
establishments under both laws on 
Dec. 1, 1948. 

Veterans training on the job un- 
der the G. I. Bill as automotive 
mechanics at that time numbered 





45,814; under Public Law 16, the 
total was 9,952. 
The V-A study also revealed 


that more than 68,000 veterans were 
enrolled in automotive and related 
courses in trade and _ industrial 
schools under the G. I. Bill, and 
another 3,428 disabled ex-service- 
men were taking classroom train- 
ing in automotive mechanics under 
Public Law 16. 

The 68,000 G. I. Bill veteran- 
students included 59,619 studying 
automotive mechanics; 7,125 learn- 
-ing to repair Diesel and gas en- 
gines, and 1,340 training to be trac- 
tor mechanics. 
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SERVICE SECTION 






ALBANY.—High school gradu- |} 
ates will be given an opportunity 
to learn automotive technology 
through a special two-year course | 
offered by the New York State In-| 
stitute of Applied Arts and Sci-| 
ences at Binghamton, N. Y., it was 
announced last week. 

The new school, which will open 
Sept. 12, is tuition free to resi- 
dents of New York state who are 
high school graduates and meet 
certain qualifications. The school 
will be able to accommodate about 
70 students in the field of automo- 
tive technology. 

C. C. Tyrrell, director, told the 
New York State Automobile 
Dealers Assn. that already 25 
students had enrolled for the 
course, Which will include 18 
months of classroom work and 
six months of actual on-the-job 
training. Students go to school 
nine months, then work six 
months, and then return for the 
final nine months of training. 


Tyrrell pointed out that an in- 
creasing awareness of the neces- 
sity for adequate training facilities 
for the automotive service indus- 
try has prompted large manufac- 
turers of cars and automotive | 
equipment to take the lead in set- 
ting up an advisory committee for | 
the institute. 

This committee met for several | 
days last month to aid the staff of | 
the institute in the development of 
a program which is planned to set 
a new pattern in this field. 

Carl E. Fribley of Norwich, past 
president of the state association 
and NADA director, was chosen by 
the institute as representative on 
the advisory committee from the 
auto dealers. The committee, which 
consists of some 14 representatives 
from the automotive field, includes 
service managers and engineering 
heads of automobile manufacturers | 
and parts, accessories and equip- | 
ment makers. 


Fribley stated that he felt this 
was a paramount advancement 
in the field of education to pro- 
vide adequate training and ex- 
perience for young men desiring 








Canada Boosts 


Car Exports 


OTTAWA, Ont.—There was a 
slight gain in the export of passen- | 
ger cars from Canada during April, | 
rising to $1,569,000 compared with | 
$1,380,000 in same month a year 
ago, the Canadian government 
announces. 


However, exports of trucks 
dropped to $1,111,000 during April 
as against $2,434,000 in April of 
last year and similarly exports of 
automobile parts dropped to $886,- 
000 in April compared with $1,908,- 
000 a year ago. 

In the first four months of 1949 | 
exports of passenger cars fell down | 
to $5,464,000 compared with $5,- 
960,000 last year and of trucks | 
dropped to $3,118,000 against $5,- 
664,000 a year ago, with shipments | 
of automobile parts declining to | 
$3,489,000 compared with $6,027,000 
last year. 





Tor Rebellion 


Va. Groups Unite to Fight 


Old and New Levies 

RICHMOND, Va. — A Virginia | 
council of business, composed of | 
groups representing manufacturers, | 
wholesalers and service trades, has 
been formed to fight new state tax 
proposals and to seek repeal of 
increases enacted last year. 


Proposals for a new sales tax and | 
other revenue-raising measures are | 
expected to be major issues at next | 
year’s session of the Virginia legis- 
lature. 

Joining in organizing the new 
council to oppose such proposals | 
were the Virginia Manufacturers | 
Assn., the Virginia Wholesalers | 
Assn., the Virginia Retail Mer- 
-hants Assn. the Richmond cham- | 
ber of commerce and the Virginia | 
Restaurant Assn. Other business | 
organizations throughout the state 
have been invited to become affili- | 
ated with the new group. 


Service Course in N. Y. 


Classroom Work, On-the-Job Training Offered 
By Institute in Binghamton, N. Y. 







to become competent service 
managers and diagnosticians for 
the modern automobile, which 
has become an increasingly com- 
plicated mechanism. 

He cited that persons with this 
type of training are eagerly sought 
by employers in the automotive 
service industries and that this 
school would provide an excellent 
opportunity for sons or employes | 
of automobile dealers to obtain the | 
necessary training to supervise the 
service operation of a dealership. 

For non-residents of the state 
the tuition fee is $300 a year. Al- 
though tuition is free to residents, 
there is a registration, laboratory, 
medical and student activity fee 
of $50 a year. Students purchase 
their own books and _ supplies, 
which should approximate $50 a 
year. The institute maintains a list 
of approved rooms for out-of-town 
students. 

Courses in the fields of human 
relations and business will also 





| examination sponsored by Chevrolet. 


ST. LOUIS CHEVROLET MECHANICS' 


DINNER—Mechanics, 
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body repair men and radio 


technicians employed by Chevrolet dealers in the St. Louis area in Missouri and Iilinois, 
pictured at a dinner meeting in St. Louis, after which they took the [4th annual mechanics 





provide the graduate with an 
ability to deal with the customer 
in a better way and to operate 
the business phases of an or- 
ganization. 


plication early because of the lim- 
ited number of students that can 
be accommodated during the first 
year. 

Further information can be ob- 


Tyrrell stated that those desir- | tained from the state association 


ing to enter should file their ap- | office. 





REPAINTING PAYS 
BIG PROFITS 


DEVILBISS COMPLETE 


PAINT SHO 


PS HANDLE 


UP TO 8 CARS DAILY 


Four out of five cars on the road today are six years old 


or older. Just picture the profit possibilities in all this 


paint work that’s waiting to be done. 


With a DeVilbiss Complete Paint Shop as many as 8 cars 
can be completely repainted daily. The dust-proof spray booth 
reduces time-wasting sanding and polishing operations. Sci- 








PAINT SHOP PROFIT POINTERS 


37 
Mexico Orders 


Slash of 43 Pct. 
In Car Output 


MEXICO CITY.--The Mexican 
government last week ordered a 43 
percent cutback in motor vehicle 


production by American - owned 
makers. 
The move, designed to save 


scarce dollars, will save Mexico 
approximately $15,000,000 in the 
coming year, Associated Press esti- 
mated. 

The order reduces schedules of 
American firms to 15,900 cars and 
trucks a year. Last year they 
turned out 28,000 units in all. 

U. S. makers will be required to 
devote at least half their output 
of cars to the cheapest lines. Pack- 
ard was ordered to produce 46 per- 
cent of its quota in Mack trucks, 
but otherwise no fixed truck ratios 
were set. 

Government officials also prom- 
ised to crack down on smuggling 
of cars and trucks into the country 
from the U.S. Importation of vehi- 
cles is forbidden. 





© Photo courtesy Bob Reese Motors, Inc., 


Toledo, Ohio 
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Here’s a timely tip that will save you o 


money. 


Before partially filled cans 
are returned to storage, wipe the 


oO 


paint carefully from the recesses 
where the lid fits. Replace the lid 
tightly and turn the can upside 6 
down on the shelf. The paint in the 


container will seal out all air and 
the material will be in perfect ° 
. even after many 
months. You'll save time, too, © 
in identifying the contents if 
you paint a color swatch on 


condition. . 
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entific lighting enables operators to see better and work faster. the can before placing itin 
And production type spray guns let operators apply quality finishes . — Lily 7" 
rapidly. Ask your DeVilbiss distributor for complete details on <n \ lf 
this shop that will put you in the repainting business in a big way. am 


THE DeVILBISS 


COMPANY ° 


Canadian Plant: WINDSOR, ONTARIO 


DE VILBISS 


Toledo Tl, 


Ohio — 









"Ses saa SR ena ae pia 
means Quality in all four.. 


SPRAY EQUIPMENT 
EXHAUST SYSTEMS 


AIR COMPRESSORS 
HOSE & CONNECTIONS 














PHILADELPHIA. There are 
some good reasons why John F. 
Daly, Inc., is “the biggest Ford 
dealer in Philadelphia.” 

This firm, which has been in 
existence for 25 years, believes in 
personalized service. Its big serv- 
ice department, for example, gave 
24-hour service from 1928 to 1942. 
The war called a halt to this exten- 
sion of courtesy to customers, but 
the company intends to go back to 
this plan very shortly. 

The setup of this largest Ford 
dealer in the Chester district is 
unique, The layout is like that of 
a department store. There is a 
separate tune-up shop, heavy 
work shop, body shop, two en- 
closed paint rooms, undercoating 
room, new-car get-ready depart- 
ment, used-car get-ready depart- 
ment and a customer shop work 
room. 

The advantages of this depart- 
mentalized service department are 
apparent. For one thing, the layout 
makes it possible for more special- 


We 


Personalized Service 


Departmentalized Layout Draws Big Volume 
For Daly, Phila. Ford Dealer 
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ized work. Then, of course, the plan 
makes for more efficiency since 
there is no confusion. 

Another striking feature of Daly’s 
is the recently remodeled parts 
department. This part of the 
dealership has a $60,000 inventory 
of parts, the largest dollar stock 
of any dealer in the Chester dis- 
trict. 

The parts department contains 
150 bins, and it is so complete that 
the firm does not have to send any 
of its service work out to others. 

Two men in the back of the parts 
department help to provide the men 
in the service department with the 
parts they need to repair cars 
brought into them. Four men in 
the front of the parts department 
staff a retail service. 


Four parts delivery trucks act 
as a pickup service for garage 
men, fleet owners, etc. These 
trucks help to expedite delivery 
of almost every part from the 
stock, 

Daly, who sold 1,500 used cars in 
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1948, keeps a perpetual used-car 


inventory bulletin board within the 
gaze of the administrative and 
clerical staff. This makes it possi- 
ble to tell at a glance which cars 
are moving best and to determine 
what purchases have to be made to 
fill gaps in the used-car inventory. 

Daly believes in live-wire promo- 
tions. M. B. Janes, vice-president of 
the firm, reveals that the company’s 
“Stump the Artist” television show 
was the first paid program on the 
pioneer station WCAU-TV. Daly 
was advertising on television when 
WCAU-TV was still on a 60-day 
trial test period. 

The company is sold on tele- 
vision as an advertising medium. 
Its “Stump the Artist” show is 
a giveaway program which aver- 
ages 900 replies in winter weeks 
and 500 replies in summer weeks. 
This is considered rather good re- 
sponse for a 15-minute daily 
show. 

The program has been a very 
good puller as far as sales are con- 
cerned. When Daly announced a 
special sale of trucks over the 
show, it found itself sold out by 
11 p.m. of the following day. 

The firm believes that it must 
continue to provide good service 
and values in order to gain and 
keep customer confidence, 


FOR EJ VALVE SEAT GRINDERS 


tachment in full. 


Form 3F-890. 


Better yet, see it 
at your jobber’s. 
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Guided into position on grinder by 2 steel pins 


Locked with 1 screw to grinder spindle housing 





Drive shaft held by light, rigid aluminum bracket 


Flexible drive shaft works in steel swivel block 
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A DAY'S WORK FOR ‘BICYCLE JOE'—These six cars lined up for delivery are one day's 


sales of "Bicycle Joe" Pacifico, 
Motors, Philadelphia. Pacifico is on extreme 


‘Bicycle Joe,’ 


(Kaiser-Frazer) trading under the name of [ith Street 


left. 


K-F Dealer 


Began With Bikes in 1911 


PHILADELPHIA.—“Bicycle Joe” 
Pacifico, who believes he is the 
country’s oldest dealer to grow in 
the industry from bikes to autos, is 
becoming known as “Fabulous Joe” 
to the people he serves from his 


Reaching rear valves where overhung by cowl, or where 


cab is mounted over engine, the EJ Grinder Angle Drive 
Attachment permits a complete valve servicing job — an 
extra you can offer your customers. 


WATERBURY TOOL vision oF Vickers INCORPORATED 


A SUBSIDIARY OF THE SPERRY CORPORATION 


807 E. 


AURORA STREET, 


WATERBURY 91, CONN., 


U.S.A. 


lith Street Motors (Kaiser-Frazer) 
dealership. 

Joe came from Italy in 1910 and 
started to sell bicycles at 11th and 
Christian St. in Philadelphia in 
1911, and after the war, started to 
sell surplus motorcycles. His vol- 
ume became so big that he soon 
| became the distributor for Indian. 


| Joe later became a Chrysler 
| dealer at 11th and Washington 
| Ave., at the insistence of Joseph 
W. Frazer, now vice-chairman of 
the board of the Kaiser-Frazer 
firm. “Bicycle Joe” jumped his 
sales to the point where he be- 
came the biggest Chrysler dealer 
in the country. In 1941, for ex- 
ample, his dealership sold 3,000 
| cars. He sold as high as 80 cars a 
| day for Chrysler. 

“Bicycle Joe” switched to Kaiser- 
| Frazer in 1944 because he felt in- 
debted to Frazer who had helped 
to put him into the automobile 
business, Joe’s firm, 11th Street 
Motors, sold 500 Kaiser-Frazers in 
1948 and also 250 used cars. 

Joe beams when he says, “It is 
only a matter of time until we start 
| to do the same job for Kaiser- 
did 


Frazer that for 
| Chrysler.” 

Joe, who is the parts distributor 
for Kaiser-Frazer, has a 70-car 
showroom which is 30,000 sq. ft. 
An unusual feature of the dealer- 
ship is that there are two railroad 
|sidings running right up to the 
| back door. This makes it possible 
to unload cars directly from the 
factory into the showroom. 


The 53-year-old Joe Pacifico 
does not approve of customers 
buying blind, However, he ex- 
plains that he can understand 
why some do buy in this way. 
“I never let them d6éwn,” he says, 
“The car has to satisfy me before 
it can go out, and I am my 
toughest customer.” 

“Bicycle Joe” has less reposses- 
sion business than anyone else in 
Philadelphia, The reason for this 
is that Joe makes buyers put a 
real down payment on their pur- 
chases. 

This is usually higher than the 
one-third down required. Joe be- 
lieves that his policy is a service to 
his customers. “We want to sell 
cars, not pawn them,” he explains. 

This dealer takes pride in his 
business. He likes to make custom- 
ers feel that they are buying their 
cars from a friend. And that is the 
way thousands of Philadelphians do 
feel about “Bicycle Joe” Pacifico- 
“Fabulous Joe” Pacifico, 


we once 





Worker Insurance 


‘Drops 74%% in Indiana 


INDIANAPOLIS. —A__ reduction 
in Indiana workmen's compensa- 
|tion rates, averaging 7% percent 
for all insurance companies, is an- 
nounced by Indiana state insur- 
ance commissioner Frank J. Vieh- 
mann. 

The drop in rates, the commis- 
|sioner says, has been made pos- 
| sible by a reduction in industrial 
| accidents, together with the in- 
| stallation of safety devices and in- 
auguration of safety campaigns in 
Indiana industries. Without the 
improved safety record, rates 
| would have been boosted 10 per- 
| cent. 





Berens Appointed 
W. P. Berens has been appointed 


sales manager for Judd Brown 
Motors (Dodge), Mankato, Minn. 


—— 
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Farmers as Car Owners 


87% Have Autos, Magazine Survey Finds, 
| With Third of Vehicles Postwar 


PHILADELPHIA.—Over 87 per- 
vent of U.S. farmers own an auto- 
mobile, and approximately one- 
third of the cars and trucks driven 
by farmers are postwar models, a 
survey conducted by Country Gen- 
tleman shows. 

Of the car-owning group, 12 
percent own more than one auto- 
mobile. Models of 1946 or later 
are owned by 32.3 percent, while 
one in five drives a car built in 
1936 or before. 

Trucks are owned by 36.5 per- 
cent answering the questionnaire, 
or nearly 1% times as many as 
shown in a similar check in 1939. 
Trucks with two-speed axles are| 
coming into high favor with the 
farmer. Although only 29 percent 
now have trucks with this feature, 
62 percent said they would prefer 
two-speed axles if buying a truck 
today. 

Since 1939, tractor ownership has 
doubled; 54 percent now possessing 
them, More than half reported two 
or more units. 

When the farmer wants major 
repairs on his vehicles, the 
Country Gentleman says, more 
than half prefer to have their 
work done by the dealer who sells 
that particular make. 


About a third named an inde- 
pendent garage as the place for 
auto repairs, while 20 percent said 
they did the work themselves. Of 
this latter group, 68 percent said 
they buy parts from the dealer 
handling the make. 

On tractor repairs, 61 percent 
prefer to have the work done by 
the authorized dealer, while one 


Pa. Haulers Ask 
For Proof on 


Damage Repairs 


HARRISBURG, Pa. (UTPS).— 
Persistent attempts to blame road 
damage in Pennsylvania on trucks, | 
has brought a demand from the| 
Pennsylvania Motor Truck Assn. to | 
the state highway department to} 
produce complete construction and | 
maintenance details to support its 
heavy expenditures on feeder roads 
to the Pennsylvania Turnpike en- 
trances at Middlesex and Irwin. 


“The department reports 1948 
maintenance costs on its highway 
from Camp Hill to Middlesex was 
$4,900 a mile. The Pennsylvania 
Turnpike in 1948 spent $118 per 
mile (on a three-lane basis) to 
maintain its highway. Construction | 
specifications were similar for both | 
roads, which are the same age. 

“Truck traffic on the feeder road | 
and the turnpike is comparable. | 
Why under such _ circumstances | 
should it be necessary for the state | 
to spend more than 40 times as) 
much per mile for maintenance? It 
certainly cannot be blamed on 
truck traffic,” the association said. 

“Apparently the fight against the 
trucking industry has not ended 
with the adjournment of the legis- 
lature. At the governor’s conference 
in Colorado Springs three weeks 
ago, Gov. James H. Duff repeated 
the railroad-inspired propaganda 
that trucks are responsible for | 
highway damage,” the PMTA| 
charged. 

“The public will not be misled by 
such unsubstantiated charges, and | 
the public is entitled to know the 
reason for the wide discrepancy | 
between Pennsylvania Turnpike 
and state highway feeder road 
maintenance costs.” 


Packard Begins Work 
On Chicago Offices 
CHICAGO.—Work has just been | 
started on a two-story showroom 
and administrative office building | 
of Packard Motor Car Co, at La| 
Salle and Eugenie Sts. 
When completed next winter, it | 
will be headquarters of the mid- 
western region, which includes the 
Chicago, Minneapolis, St. Louis, 
Kansas City and Dallas sales zones. 


Krueger Takes Willys 
Krueger Motors has been named | 
exclusive dealer for Willys in For- | 
est Lake, Minn., George Krueger, | 
president, revealed. | 









in three repairs his own tractor. 
Nearly 88 percent go to an author- 
ized dealer for tractor parts, the 
survey states. 

On the subject of automotive 
parts, farmers have shown a 
falling off in remembering the 
makes of batteries, tires, spark- 
plugs, piston rings and mufflers 
they bought in 1948. 

An improvement in recalling the 
name of the car or truck radio 
brand was shown, as in the names 
of the vehicle heater and waxes and 
polishes. 
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| Rootes Reports 
Production Mark 


LONDON.—The Rootes Group, 
which produces Hillman Minx, 
Humber and Sunbeam-Talbot cars 
and Commer and Karrier trucks, 
is setting new output records, a 
company announcement says. 

The production record was set 
in May, when a total of 7,370 units 
were made. Exports of both cars 
and trucks have also achieved 
greater numbers than ever before, 
the firm states. 


JESS SHOP IN ST. LOUIS—Night view of the M. Jess Auto Shops (Studebaker), just be- 
fore the dealership staged its opening ceremonies at 909-15 St. Louis St. It cost $125,000 
and has the latest display and service facilities. 


eiaieda rr S & S Opens Showroom 
been appointed Ontario and Que- 





Cooke—Toronto S & S Motors (Ford), Watford 
James L. Cooke Motors, Ltd., | bee distributor of Rolls Royce |City, N. D., has opened a new 
2489 Bloor St. W., Toronto, has and Bentley motor cars. showroom. 








UNE OF THE RESOURCES 
Oe a oO 


IT GOES THOUSANDS OF MILES WITHOUT LEAVING THIS ROOM! 


In Muskegon’s Dy 
test engines are subjected to many miles of operation 
to check various piston ring combinations and designs 
for oil economy, blow-by, and wear. 


These tests often 


engine is gunned from idling to 3000 RPM three times 


“11 is Muskegon'’s firmly 


sively to manufacturers (1) for installation as original 
equipment and (2) for resale for service purposes.” 





namometer Laboratory, above, a minute. The excessive heat concentrated in the pistons 
and rings by this type operation represents one form 


of accelerated and abusive testing. 


Facilities for continuous dynamometer engine 


include cycling, in which the testing are but one of the rich resources that stands 


behind Muskegon’s unique policy. 


established policy to sell exclu- 





MUSKEGON PISTON RING CO. 

MUSKEGON. MICHIGAN 

PLANTS: AT MUSKEGON AND SPARTA. 
ae 


4‘THE ENGINE BUILDERS’ SOURCE’’ 
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Constant Checking Needed .. . 
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Gearing for Sales Development 


(Continued from Page 36) 


trouble. In other words, they de- 

liberately load the customer with 

unneeded work to bring the shop 
revenue up. 

If the dealer would put it up to 
his service force to increase the 
number of service customers, to 
bring his shop revenue up to what 
it should be to give him a satis- 
factory absorption percentage—and 
would analyze the customers’ serv- 
ice orders for the prior two or 
three months to determine what 
department of his service business 
had suffered the greatest in the 
decline of service revenue—he and 
his manager might find that some 
extra concentration on one or two 
phases of their shop work might 
produce startling results. 

s * * 
* THE average customer ticket 
has dropped off generally, then 
it shows that more customers are 
needed. If body work has dropped 
considerably, more attention to 


selling body work and appearance 
conditioning is called for. But if 


























Display, Tell and Sell your customers the advantages of always 


the drop has been in engine over- 
haul or rebuilding, it then calls 
for a more complete analysis of 
how to replace this work with 
other work that will bring in the 
lost revenue, since this type of 
service has dropped off generally 
in all makes of cars and in all 
sections of the country. 

Owners now are more inclined 
to drive their present vehicle until 
it becomes uneconomical to run, 
and then trade for a new vehicle, 
rather than to go in for the ex- 
pensive engine work they readily 
bought when ‘vehicles were hard 
to get or unobtainable. 

However, it is the thoughtless 
and careless habits that have 
grown in the handling of retail 
service that cause the most dis- 
satisfaction and trouble between 
the dealer and his service cus- 
tomers. 

Possibly one of the _ greatest 
causes of complaint generally is 
due to carelessness in the delivery 
of the repaired car or truck from 
the standpoint of checking the 


using 100% Pure Pennsylvania Motor Oil 


PENNSYLVANIA GRADE 


Oil City, Pe 


CRUDE 


work to see that each item on the 
repair ticket has been properly 
done. An executive of one of the 
motor car companies recently had 
to have some work done on his 
car and fortunately stayed in the 
shop while the relatively minor ad- 
justment was being made. 
* * & 


HILE the car was on the lift, 


|ecar and noticed that several nuts 
|that hold the clutch housing pan 


attention of the mechanic, they 
found that several of the nuts were 


pan and those on the other side 
were loose—a source of a noise he 
had been complaining about for 
some time was discovered and the 
| possible loss of the pan was pre- 
vented. 

No doubt that pan had been 
looked at on the average of sev- 
eral times a month by lubrication 
men or others with specific jobs 
to perform, and the “don’t give a 





Hundreds of car 


who live and buy 


engineers (for use 


sylvania oil. 
no finer oil in all 


Grade Region. 


this executive looked under his | 
were loose. On calling this to the | 


gone entirely on one side of the} 


damn for the customer” attitude 


You Can Sell more 
Pennsylvania Oil 


This year 90,000,000 advertising mes- 
sages like this will tell the readers of 
Saturday Evening Post, Life, Holiday, 
Country Gentleman and Progressive 
Farmer why 100% pure Pennsylvania 
oil is the finest motor oil they can buy. 


who will read these ads will be people 


munity—YOU CAN SELL THEM IF 
YOU TELL THEM. 


Sell them by letting them know you 
handle 100% pure Pennsylvania oil. 


Sell them by telling them Pennsylvania 
Motor Oil is preferred by automotive 


2% to 1 over any other motor oil. 


Sell them by a display of your Penn- 


Sell them by telling them that there is 


from the oil fields of the Pennsylvania 


> Guaranteed 





A light sprinkle of rain makes 


the average road 
|than a_ drenching 
| sources say. 


more slippery 
rain, some 


that has crept into retail shop 
handling of customer work had let 
this obvious (to the man working 
under the car) fault go uncor- 
| rected. 

A new muffler was installed in 
another car and the mechanic 
failed to fasten the clip that held 





and truck owners 


in your own com- 


in their own cars) 


the world than oil 


VANS 
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the exhaust pipe rigid at the 
front end. Maybe he was called 

off the job to do something else 

before he got to that task—may- 

be he just forgot to do this im- 

portant part of his assigned job. 

Whatever it was, the banging of 
that exhaust pipe on a frame cross 
member on rough roads convinced 
the car owner that this dealer em- 
ployed mechanics that didn’t know 
how to do their work properly— 
that dealer lost a customer and a 
potential new car prospect. 

A dealer advertised a tuneup spe- 
cial at a price. He failed to point 
out that it was for the work only 
and that parts would be in addi- 
tion. The customer ordered some 
other work on which a specific 
price was given him when he left 
his car. The bill came to approxi- 
mately four dollars more than the 
advertised price and the specified 
price together. 

> > o 

HEN the customer came to pay 

the bill he ranted and raved 
over the “gyping” he was getting, 
but the boy at the parts counter 
who took the payment for the work 
only smiled and offered no expla- 
nation for the extra four dollars 
on the bill. He didn’t tell him that 
it was normally impossible to do 
a good tuneup job without replac- 
‘ing points and spark plugs that 
wouldn’t function properly. 

Maybe the kid thought that a 

customer as dumb as that should 
|be allowed to go on thinking he 
| was getting stuck anyway. But be- 
|cause of improper and careless 
| handling, the dealer lost a good 
|customer and one that bought a 
new car every year. 
| He'll never come back to that 
|“gyp” place again. 
Yet the only thing that was 
wrong was carelessness—on the 
| part of the dealer, or his service 
| manager, in the wording of the 
| advertisement, and in the per- 
| son who took the customer’s 
money for not explaining in de- 
tail why the extra charge was 
necessary and for what. 

Even automotive service custom- 
|ers resent being pushed around 
|these days when the butcher and 
baker are bowing and scraping to 
try to make the customer think 
they are being given personal at- 
| tention—and department stores not 
only are glad to deliver but ex- 
change merchandise without ques- 
| tion. 





* * * 


bps AVERAGE man on the 
street sees no difference in his 
treatment in an automotive service 
department and in his favorite 
stores. If he is treated with cour- 
tesy and fairly, he’s a friend and 
booster. ‘ 

But one act of carelessness will 
wreck that goodwill quickly and 
completely. 


It’s up to the dealer to check 
his various departments to see 
that carelessness is not losing 
him customers; that double 
charging is not being practiced 
to build higher mechanic “take 
home” pay; that overselling is 
not being done to boost depart- 
ment revenue, and that the prop- 
er inspection is being maintained 
on all repair jobs before they are 
turned over to the customer to 
prevent dissatisfaction. 

Good service customers are the 
best prospects for new vehicle 
sales and can be sold without “buy- 
ing” their business in most cases. 


I-H to Abandon 
Auburn Works 


AUBURN, N, Y. — International 
Harvester Co. has decided to dis- 
continue operation of its Auburn 
works here by Nov. 1, 1950, it is 





COPYEMAT 1932 6S A OY PhMmSTiVemd Geant COUR Ou AsSeCurOR 
TRADEMARE REGISTERED GS POTENT OFFICE 


For your protection, only oils made 
from 100% Pure Pennsylvania 
Grade Crude which meet our rigid 
quality requirements are entitled to 
carry this emblem, the registered 


badge of source, quality and 
membership in our Association. 


OIL 
nnsylvania 


ASSOCIATION 


announced by Ralph C. Archer, 
vice-president in charge of the 
farm implement division. 


Archer states that the changing 
nature of farm-implement manu- 
facture and higher transportation 
costs have put the Auburn plant 
at a competitive disadvantage for 
producing, compared with more 
centrally-located plants. 


General Truck Opens 


General Truck & Equipment Co. 
(GMC), Minneapolis, has held its 
grand opening. A new location con- 
tains 23,500 square feet interior 
space plus a large parking area 
and used-truck lot. 
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Accelerated Conditioning .. . 





More Trades Coming 
To New-Car Dealers 


(Continued from Page 36) 


good used-car sales force, has 
prominently identified his used-car 
jot and has developed a good re- 
conditioning operation, he is able 
to average out his small percentage 
of “junkers” and bad trades on the 
overall gross he is making on the 
clean merchandise he is able to sell 
at good profit. 

While labor costs on recondition- 
ing are, of course, higher than pre- 
war when dealers generally were 
doing a very comprehensive job of 
used-car conditioning, these costs 
are being partially offset at least 
by the new appearance condition- 
ing materials which practically 
every factory now has available in 
its Parts & Accessory departments, 
as well as the new plastic metal 


repair material that eliminates 
expensive sheet metal repair. 
* ” oe 


THER items have been devel- 

oped during and since the end 
of the war that also tend to greatly 
reduce the dealer’s internal cost on 
used-car conditioning. For instance, 
there is a new fender “ironer” 
which any used car repair man can 
operate successfully with a little 
practice, and which will not only 
“rough out” and reshape badly 
dented and creased fenders without 
stretching the metal, but on ordi- 
nary dings will iron them out suf- 
ficiently well for the used-car lot 
without damaging the painted sur- 
face of the metal. 

Of course if the finish has been 
damaged this tool will not repair 
this damage to paint nor will it 
re-adhere lacquer or enamel that 
has been lifted from the metal 
due to the metal being stretched 
underneath. However, it will take 
the repair to the point where 
sanding off the loose finish and 
spotting will complete the repair. 

Another tool that has been re- 
cently perfected will not only 
enable the attendant on the used- 
car lot to keep both batteries 
charged and tires inflated, but in 
the operation of this battery 
charger is a reaction that will bring 
a claimed 75 percent of weak or 
nearly dead bateries back to usable 
life. This feature alone should save 
many a dollar for dealers who 
carry on any sizeable used-car 
operation, in replacement battery 
costs alone. 

One item alone seems to be miss- 
ing—or at least hard to find as yet 
—and that is a manufacturer who 
is able to fill the need of a low cost 
universal seat cover. There is a big 
demand for this item, and any 
manufacturer who can turn them 
out at a low price should be able to 
do a real volume of business with 
dealers who take in -pre-war cars. 

e am 


HHESE covers should be made 

available in a few patterns but 
in varieties so that the dealer can 
take care of coupes, two doors and 
four-door models out of his one 
stock, without having to worry 
about breaking sets or using sets 
for each individual vehicle. 

Such a seat cover is available for 
trucks—an imitation leather cover 
that is made in two sections and 
“envelopes,” one over the other, to 
fit any width truck seat. 

Plastic spray materials today 
eliminate the washing and spot- 
ting of dirty and grease stained— 
or water stained—head and side- 
linings. This material sprays on 
the head and sidelinings and, 
with one coat, covers all un- 
sightly smears and stains, leaving 
the cloth looking new and as if 
the car had been reupholstered. 

Lot “dressup” materials also are 
coming on the market fast, en- 
abling the dealer to “Hollywood” or 





Tech Metal Moves 


CLEVELAND.—Technical Metal 
Processing, Inc., commercial metal 
joining and induction heat treating 
plant, has moved into new and 
larger quarters here at E. 55th St. 
and Lake Court. Frank Humberger, 
who organized the company and 
has been its head since inception, 
reports that the new plant enables 
the company to give quicker and 
more efficient service. 





“Livernois” his used-car lot at mod- 
erate cost. New plastic price signs 
are about to be marketed that dress 
up the “pricing” and high spot the 
specials so that “he who drives can 
see” what is being offered on the 
lot for the day. 


All in all, the acquiring, or train- 
ing, of competent used-car sales- 
men and salesmanagers seems to be 
the only serious problem the dealer 
has to face today in getting set 
for a proper used-car merchandis- 
ing operation. That is a job, how- 
ever, 
night unless “Lady Luck” smiles on 
the dealer with unusual favor. Most 
dealers will have to do this job the 
hard way—careful selection in the 
beginning and a continued process 
of weeding out those who cannot 
produce. 

—Jack WEED 





that cannot be done over-} 
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BOB KNOWLES FORD IN MINNEAPOLIS—This successor to C. E. Johnson Motor Sales in 
Service and parts department covers 29,500 square feet 
Office and sales 


Minneapolis has recently opened. 
and is equipped with 14 
departments measure 5,500 square feet. 


Auto-Lite Shows 
Resistar Plug 


CHICAGO.—Eight hundred fleet 
owners, operators and service men 
attended an exhibition of the new 
Auto-Lite Resistar spark plugs, 
which were demonstrated to show 
how the plug reduces radio and 
television interference. 

Television and accompanying 


twin-post hoists and modern lubrication facilities. 
Ted Mix is service superintendent; Oscar Bredesen, 
truck and fleet sales manager, and Roy Tollefson is new-car sales manager. A television set 
was awarded during opening ceremonies at a drawing held in the showroom. 


music were greatly disturbed by 
the operation of six regular plugs 
during the demonstration, the an- 
nouncement said, while the Resis- 
tar plugs had no appreciable effect. 


Mertes Takes on Reo 


Mertes Motor & Marine Co., Wi- 
nona, Minn., has received a dealer- 
ship for Reo truck and semi-trail- 
ers. The firm is operated by Jay 


and James Mertes. 
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MORE PROFIT FOR YOU! 


Fifteen years of hard usage—by thousands of garages 
and service stations—have thoroughly proved the Aro 
Pump with exclusive “HI-LO” control! Just flip the 
switch—for “HI” grease pressure 42 times air pres- 
sure used...or “LO” grease pressure 12 times air 


pressure used. 


@ SAVES TIME! vou can switch to “HI” 


in a jiffy for “hard to crack” fittings. Then back to 
“LO” —adequate for 90% of all fittings. 


@ SAVES LUBRICANT ! «1Lo” results in 




















U.S. Auto Levies 
In Colorado Set 
At $11 Million 


DENVER.—A report issued last 
week by the department of reve- 
nue provides the following data on 
1948 motor car taxes: 

Colorado motor vehicle owners 
paid the federal government more 
than $11 million in 1948 in emer- 
gency automotive taxes. And the 
1% cents per gallon collected on 
gasoline amounted to $4,349,651 for 
the year. 

Through the 7 percent tax the 
federal government levies on the 
factory value of automobiles and 
motorcycles, Colorado residents last 
year paid $2,203,651. New truck 
taxes amounted to $1,613,734; taxes 
on parts and accessories, $1,264,480; 
on tires and tubes, $1,557,651, and 
on lubricating oil, $362,471. 

An inventory of March 15 this 
year shows a total of 29,972 active 
sales tax licensees. This number is 
a decrease of 46 from the Oct. 15, 
1948, inventory, but an increase of 
1,073 over the total reported on 
March 15, 1948. 


25 % to 40% more jobs from your lubricant... one 
dealer reported 75 more grease jobs with 100 Ib, 


drum of grease. 


@ SAVES AIR! 4 to 6 fittings can be greased 


at “LO” before pump kicks over. 


@ SAVES WEAR! low pressure increases 
life of pump and hose... prevents damage to seals 
---also pumps heavier lubricants, due to larger 
grease piston and slow operating pump. Only ARO 
gives you “HI-LO” advantages—plus beauty-styling 
and long-life dependability. See your Aro Jobber. 
The Aro Equipment Corporation, Bryan, Ohio. 


LUBRICATING EQUIPMENT 


ALSO... AIR TOOLS... . HYDRAULIC 
EQUIPMENT . . . AIRCRAFT 
PRODUCTS . . . GREASE 

FITTINGS 
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Backshop.... 





eee by Jack Weed 
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sales, But what is the average 
dealer doing to try to bring in new 
customers to swell the ranks of 
new-car prospects? 

Thousands and thousands, ac- 
cording to reports, are doing very 
little. It is rarely that one sees a 
dealer, like one I visited a short 
time ago, who had built a long 
lube pit on which he could thor- 
oughly lubricate a car in approxi- 
mately three minutes—lubricate 
and change the oil, check the 
filter and change it if necessary 
in less than five minutes, 
Customers will patronize a setup 

like that. They know that they or 
their wives can drive the family 
buzz wagon down to the dealership 
and by the time the “lube” order 
has been written and they have 
gotten their bill, the car will be 
ready for them. 

Every lube customer who goes 
over that pit will not only be a 
future service prospect, but a fu- 
ture new-car sales prospect. And 
the one-buck sale will average very 


near $4 per customer (based on 





extras 


when the 
new fan belt, 


prewar figures) 
like a new filter, 
radiator hose, oil change, wheel 
pack and other associated items, 
which a good lube man will sell, 
are added to the original “lube” 


charge. 
* + a 


| Checked Lately? 
= BROUGHT up this point so 


many times I am even getting 
ashamed of forcing it into my col- 
umn preachments. But have you 
instructed your service salesmen, 
your lube men, your service man- 
ager or any of your service men 
who come in contact with the cus- 
tomer when he drives into your 
service department, to check the oil 


in the customer’s vehicle BEFORE | 


they write the service ticket? 
I'll bet you haven't. 
After years of preaching this 


| very elemental service sale, I have 
a serviceman check | 
that all of the dealers sell, 


|also sell many times the number of 


yet to have 
the oil in my car in a dealership, 
unless I requested them to do so. 

Yet oil companies spend plenty 
of money and conduct thousands 


AUTOM 
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building department—not only for 
the service and parts department, 
but for new and used-car sales. 
* + # 
Gadgets .. . and Fish 
ELL, I’ve found a brother auto- 
motive gadgeteer only this 
fellow hangs these “doodads” on 
his car for a purpose other than 
just the fun of seeing how many 
different useful and “should-be- 
useful” gadgets one can hang on 
a car and still be able to drive it. 
I’m talking about Karl Gougeon, 


JIM ADAMS SALES (OLDSMOBILE), IN DEARBORN—Note the blending of new-car dis- | @dvertising manager of the MoPar 
play room (right) and used-car department (left). The service entrance at rear is stepped | division of Chrysler. I went fishing 


back from the curb to provide greater customer-convenience. 


of schools for their station at- 
tendants, just to devise means 
and show these men how to get 
you to stop long enough to have 
your oil checked when you stop 
for gas. 

Ordinarily, you do not get out 
of your car or expect to leave your 
car in the gasoline station as the 
average customer does in a dealer- 
ship. Yet they sell many times the 
amount of profitable lubricating oil 
They 


fan belts, filters, and get a whale 
of a lot of spark plug business. The 


“under-hood” sales are very profit- 
able to any filling station. 

Again I repeat, a live Chicago 
dealer sold a goodly number of 
radiator repair jobs by hanging a 
fan belt around the neck of each 
of his two service salesmen. To 
inspect the customer’s fan belt—of 
which the one around their neck 
was a constant reminder—they had 
to look down at it inside the hood 
with a flashlight—and they auto- 
matically uncovered a number of 
leaking radiators. 

In a properly-run dealership the 
lube hoist with its attendant fol- 
lowup system is the customer- 
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NOW...Get in this REAL Profit 
Field with superior 





Under-Car Sealer and Silencer 


Now is the time to start selling underbody coating—for 
extra profits. An estimated 40 million cars and trucks 


need underbody coating; so get your share of this tre- 


mendous new profit field now. 


You’ll find the real profit field exists for Lion Nokorode, 
because its quality is uniformly superior . . . entirely pro- 


duced from raw material to finished product by a single 


company—Lion— under U.S. Patent No. 2393774. 

Yes, it pays to sell an underbody coating you can sell 
with confidence. And Nokorode’s controlled quality and 
uniformity assures ease of application and customer 
satisfaction. 


Find out about the proven way to extra profits with 
Lion Nokorode. Just call or write for details of Lion’s 





El Dorado, Arkansas 


complete, backed-by-advertising plan . . . the plan that 
can add many extra dollars to your profit picture fast. 


LION OIL COMPANY 
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—opened the Michigan bass season 
—with Karl last week and we went 
| north in his buggy. It was beastly 
hot every day we were north; yet 
the minute we piled into his wagon 
and started to go anywhere we 
cooled off quick because he had a 
couple of little wind scoops snapped 
onto the ventilating windows in the 
front doors that directed the air 
down to your feet or anywhere you 
wished it below the window level— 
and in volume. 

MoPar is having them made in 
plastic, I understand, And I’m 
going to have a couple sets. Now 
I know how to get away from 
that constant yammering of my 
women folk about shutting the 
windows since the air is blowing 
their hair out of place. These 
gadgets keep the air from blow- 
ing in at the face level—yet cool 
your feet and legs nicely. 

Karl loads his car with these 
gadgets so that he will get the 
customer reaction as applied to 
himself and will know what theme 
to take in his advertising and sales 
promotion to make them move, 
once they are added to the MoPar 
accessory line. He’s got a pair of 
back-seat draft preventers. that 
work, too. But the inventor wants 
too much money for them to make 
them a readily-saleable article. 


| Sure we got fish—I was along, 
| wasn’t I? 


Plastic Glazing 
Of Windows OK’d 


| In Pennsylvania 


HARRISBURG, Pa.—Use of 
transparent plastics in the glazing 
of motor vehicle windows has re- 
ceived the approval of the Penn- 
sylvania bureau of highway safety. 

A bulletin issued by the bureau 
lists the locations in motor ve- 
hicles where approved rigid and 
flexible plastics may be employed 
in window and curtain glazing. 
These include plastic full-view 
windows for convertibles, and de- 
mountable side windows for can- 
vas top vehicles. 

In formally approving the use 
of plastics in certain motor ve- 
hicle glazing applications, Pennsyl- 
vania joins New York, New Jersey 
and Connecticut in setting up pro- 
cedures for the approval of plastic 
glazing materials. 

All states and the District of 
Columbia now permit either lim- 
|ited or general use of approved 
| plastics in automotive glazing. 

According to Rohm & Haas, 
Philadelphia chemical company 
which has supplied technical data 
and test material to various states 
for their investigation of plastic 
glazing, the recent removal of leg- 
islative barriers paves the way for 
|}car and accessory manufacturers 
to market numerous existing plas- 
tic-glazing applications on a stand- 
ard, nationwide basis. 

The company’s Plexiglas acrylic 
plastic has become the standard 
| material for rear windows on con- 
vertibles, tinted interior windshield 
| visors, windows on Jeep enclosures 
|and snap-in windows such as those 
|}on the new Dodge roadster. 








Thread Unity Sought 

NEW YORK.—Now that Anglo- 
American unification of screw 
threads has been achieved, engi- 
neers have set their sights on the 
| screw thread system of other na- 
tions. The International Organiza- 
| tion for Standardization, composed 
| of representatives of 17 countries, 
| including the U. S. and Great Brit- 
|ain, has met in Paris for a three- 
day meeting during which one of 
the principal items on the agenda 
| was the setting up of a project for 
the unification of the various na- 
tional standards on screw threads, 
it is announced by the American 
Society of Mechanical Engineers. 
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Utilizing Workers’ Leisure Time .. . 


Grass-Roots Public Relations 


(Continued from Page 14) 


might check up by having a talk 
with your own school board. 
Another sub-committee might 
check the Boy Scout council. It 
will probably find that only about 

1 percent of those who would like 
to join can be covered by avail- 
able supervisors, leaders and 
needed equipment. Another sub- 
committee might check local re- 
creational facilities for children. 
It might find kids conducting 
meetings in basements, out back 
of the garage or playing danger- 
ously in the middle of a public 
thoroughfare. 

Psychiatrists tell us that frus- 
trated and unhappy children make 
unhappy parents (as well as the 
other way around). Fathers and 
mothers who work hard to provide 
food, clothing and shelter and guid- 
ance for children only to find the 
children indifferent to the home are 
likely to be tough and unhappy 
people for you to get along with in 
the factory. If there is a big in- 
crease in the number of parents 
and children who spend a lifetime 
pursuing the will-o’-the-wisp hap- 
piness that goes with material 
possession alone; if they never real- 
ize the full meaning, nor the full 
benefits to them of the products of 
the society in which they live, com- 
panies are doomed to failure. It 
isn’t too late to do something 
about it. 


We know about the seeming in- 
ability of a lot of people to under- 
stand basic economics, We wonder 
why so many of them are willing to 
vote for those who would wreck 
our system, who offer “security” 
and “benefits” that not only cannot 
be delivered, but which in the pro- 
cess of action would reduce people 
to slaves of an all-powerful state. 
If you wonder about why a guy 
working in a factory can’t see the 
relationship between wages and 
higher prices—and it wasn’t so long 
ago that they couldn’t—drop in at 
your local grade or high school and 
see if you can find regular class 
text books that do a thorough-going 
job of explaining business and in- 
dustry and simple laws of eco- 
nomics. 

7 ’ * 


VOUR investigation of the uses 

of leisure time might discover a 
great reservoir of local people, will- 
ing but uneducated, in preventive 
medicine and health care. I do not 
refer to social workers, spare time 
nurses, or doctors, but to adults 
in the-home. The basic functions of 
health care for grownups and chil- 
dren—and is anything more funda- 
mental to community welfare—can 


Bonding Program 
On Brakes Given 
By World Bestos 


NEW CASTLE, Ind.—What is 
reported to be one of the first com- 
plete bonding programs offered by 
a brake lining manufacturer has 
been announced by World Bestos 
Corp. 

The setup, according to World 
Bestos. will enable the jobber or 
automobile repair shop to set up 
a brake bonding department com- 
piete with curing oven, equipment 
and accessories, 

According to company officials, 
the program offers increased prof- 
its for jobbers and dealers alike, 
because, “bonded linings have 
many features so well recognized 
that many 1949 cars and trucks are 


coming off the assembly lines 
equipped with bonded brakes, and 
these will require re-line jobs. 


There is the added advantage that 
bonded linings can be applied both 
to old and new mode! cars.” 

The complete World Bestos pro- 
gram, including brake_ shoes, 
blocks, linings, cartons, labels and 
other materials, is available to job- 
bers and dealers. A catalog and 
other descriptive materials will be 


Larkins Takes Deal 

The Chevrolet dealership in New 
Rochelle, N.Y., has been taken over 
by Fred Larkins, former zone man- 
ager for Chevrolet in Tarrytown. 





be performed only in the home by 
adults educated by teachers to the 
intelligent selection and prepara- 
tion of meals—the intelligent use 
of labor-saving tools of house- 
cleaning, dishwashing and food 
storage to provide the cleanliness 
and sanitation needed for disease 
prevention. 


Then add to adult education 
some classes on basic economics, 
some psychology aimed at better 
understanding between husbands 
and wives, and adolescent boys and 
girls, Then more homes would pro- 
vide that measure of security, love 
and reassurance, sense of directions 
and morale-building needed to meet 
the tasks of modern life and do it 
with better emotional balance and 
moderation. 

We blame people for unneces- 
sarily “saving” themselves into 
a depression, yet the records 
show that at an average of every 
eight years, we have had a de- 
pression. School text books do not 
make clear the background rea- 
sons for depressions nor do they 


Weaver national 


make it clear that it is no longer 
necessary in this country. In 
countries like China and India, 
the cycles of famine (during the 
feast, not so many millions starve 
to death) are still dependent upon 
the vagaries of the weather with 
its drought and pestilence. In 
America, on the other hand, our 
advanced irrigation, soil conser- 
vation, food storage and process- 
ing, make the need for seven 
years of feast and seven years of 
famir” as obsolete as a wooden 
plow, yet people still behave as if 
depressions could not be avoided. 

I believe that by stimulating 
community interest in education 
and in furthering its stability and 
welfare we can slow down and re- 
duce the severity of economic ad- 
justments by educating children 
and adults to the fundamentals of 
and participation in what their 
country offers to each of them. 

+ + * 


ITH two-thirds of mankind liv- 
ing at the survival line, the 


i ad 


advertising goes right into 


motorists’ homes—where it does the most good 
in making the entire family safety conscious. 
32,000,000 Safety Lane ads will appear this 
year in The Saturday Evening Post, Collier's and 


Liberty magazines. 


This national advertising program is but one 
step in Weaver's inclusive merchandising plan 
to bring customers into Safety-Lane equipped 


great struggle of our time is to 
raise their standard of living with- 
out sacrificing our own security in 
the process. America can only pro- 
vide safety for itself if our fabu- 
lously wealthy nation can lead the 
people to greater appreciation and 
participation in the benefits of our 
people in practical ways to gain- 
fully use the leisure time they have 
achieved. 

The creation of strong com- 
munity conference groups, tack- 
ling local problems which indus- 
try-created leisure makes it pos- 
sible for them to solve, would 
strengthen the nation materially, 
morally and spiritually. Action at 
the community level would go a 
long way toward the preservation 
of a society where man still is 
free to pursue his destiny and not 
as a faceless organism of some 
dark ages dictatorial kind of 
state. 


You and I have an exciting op- ee 


portunity to prove our worth to our 
country and to the organizations 
that employ us. But for a success- 
ful job, you will have to raise your 
sights and develop plans for public 
education and action if you are to 
do your full share in the fight to 
keep Americans sold on the benefits 


A Safety Lane includes 


a Weaver Headlight 
Tester, a Weaver Auto 
matic Brake Tester, and 


a Weaver Wheel Align- 


ment Tester. 





“And always remember, a gas 
tank is never half full—it’s half 
empty.” 


of American freedom and pro- 
duction. 













shops. Weaver also offers you a complete pro- 
gram of local advertising and trade helps to 
fully sell your own locality on the value of 


Safety Lane service. 


Let Weaver equipment backed by national 


advertising work for you. Set 


up Safety Lane 


service in your shop, and capitalize on the safety 
consciousness of the driving public. Get full in- 
formation from your Weaver jobber, or write us. 


*TRADE MARK REGISTERED U. S. PATENT OFFICE 
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VISOR ANTENNA—In an external visor ap- 
plication there are two ways of achieving a 
moisture-proof high 9 low capacity antenna, 
according to B. R. Billesdon, 230 Erskine Ave., 
Toronto. First is the installation of the an- 
tenna area in the fabric-covered type of 
automobile visor (as illustrated). The an- 
tenna is enclosed in a high dielectric plastic 
envelope to ensure a good insulation and 
also as an additional moisture barrier, and 
is inserted inside the covering waterproof 
envelope which, after sealing, leaves only 
the outlet receptacle protruding slightly from 
the lower surface of the visor. This applica- 
tion has proven on test to be approximately 
15 percent more efficient than a good three- 
section whip in an average position. All 
tests were made in warm, dry weather, thus 
giving the whip its maximum operating effi- 
ciency, he added. The second application is 
the lamination of the antenna area inside a 
high dielectric plastic body. With this appli- 
cation it is possible to get any contour 
required and, if desired, the resins may be 
impregnated with the body color desired, 
giving a solid color throughout the thickness 
of the material. It is also possible to paint 
the plastic to match any automobile, Billes- 
don says. 


+ 








FOR CASITE TREATMENT—A new, simple 
tool to make Casite treatments through the 
carburetor air-intake easier has been devel- 
oped by Casite Corp., Hastings, Mich. The 
tool consists of two parts, a speed control 
gauge and a metering injector. The latter 
is a length of steel tubing with a cross- 
piece in the middie. One end of the tube 
punctures the Casite container and the other 
end goes into the carburetor air-intake. A 
combination of vacuum and gravity meters 
the Casite through the carburetor uniformly 
into the valves and upper cylinders at just 
the right rate of flow. It also eliminates kill- 
ing the motor and does away with the smok- 
ing normally produced by hand pouring 


methods. 
* * * 


NEW AT SIGNAL-STAT—The Signal-Stat 
Corp., Brooklyn 33, N. Y., has announced a 
line of flat-back lamps as companion items 
to its regular directional signal line. They 
are especialiy designed for mounting, as the 
name implies, flat against the body of trucks | 
or other vehicles. The lamps have lucite 
lenses which are now supplied on all Signal- | 
Stat lamps as standard equipment. Lucite 
lens, it is claimed, provides greater visibility, 
durability and resistance to shatter than! 
ordinary glass. 











VERSATILE WASH EQUIPMENT—A method 
of washing automobiles, cleaning motors and 
sanitizing upholstery operated on a water- 
air-detergent principle has been announced 
by Hydro-Air Cleaning Systems, Inc., 2130 E. 
105th St., Cleveland 6. Said to do a better 
cleaning job faster, easier and at less cost, 
the dual-unit system saves manpower and 
increases cleaning capacity in dealerships 
and repair garages for customer service and 
used-car reconditioning. Includes the follow- 
ing equipment: An approved pressure tank 
on two-inch casters; safety valve, air gauge, 
three 35-foot lengths of hose, shut-off valve, 
finger trigger gun, and an overhead boom 
which permits the operator to reach all parts 
of the car and which keeps equipment neatly 
"out-of-the-way" and off the floor. The pres- 
sure tank is equipped with a _ four-galion 
insert container for 
tions, and a special motor cleaning extension 
nozzle is also included. 
finished in white lacquer with all accessories 
nickel plated. 

* * * 





IMPROVED PACK-A-JACK—It is made of 
heavy-duty leatherette with rust- and break- 
sreal snap fasteners, according to the manu- 
facturer, State Welding Works, 390 Tiffany 
St., New York 59. It provides a place for 
bumper jack, base plate, wheel chock, lug 
wrench, screwdriver, monkey wrench, etc. It 
also provides roomier trunk space and noise- 
less driving, the firm states. 


* * * 





BEAR GAUGES —The wheel alignment 
gauges designed for fast and accurate check- 
ing of caster, camber and king pin inclina- 
tion angles have been announced by Bear 
Mfg. Co. of Rock Island, tll. At left is pre- 
cision built gauge designed to check the 
three angles from the end of the spindle or 
steering knuckle. Gauge may be used with 
the wheel either off or on. Threaded adapters 
are available to fit all makes and models. 
The gauge on the is for hand opera- 
tion and has been designed to check the 
new low front fender cars as 
other makes and models. The 
are adjustable. 


well as all 
rim contacts 





CARD One 
business operations, 





containing system designed along entirely new lines. 


files of any normal size, used in any type of 


with posting requirements of 200,000. 


business or practice. 


use of different solu- | 


The pressure tank is | 





GOOD FOR THE KIDS—This safety control 
door handle gives positive protection against 
dangerous opening of rear doors in four-door 
sedans, according to Imperial Handle Mfg 
Co., Brooklyn, N. Y. | 

* * * 








LOADER EASES LIFTING — The Stratton 
Hydro- Loader, manufactured by Stratton 
Equipment Co., Cleveland, eases truck load- 
ing. The loader platform is automatically 


desired height by fingertip control. Iding 


lifted from ground position and stopped at | 
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flatly against the side of the truck when not 
the width of the truck. 





| SELF CONTAINED—The Wavewash car 
| washer recently developed by Phillips Pump 
and Tank Co., 5000 Brotherton Rd., Cincin- 
| nati. It is designed to make car washing a 





really profitable operation. It is an auto- 
matic, self-contained unit which is quickly 
connected to existing water and air lines and 
| contains its own pressurized soap supply. It 
| requires no tracks, tanks or auxiliary equip- 
| ment. The design makes it possible for one 
| Operator to spray, soap and rinse any model 
| car—even Yo-ton trucks—from one position at 
| the side of the unit. An eight-foot steel arch 
| and pivotally mounted wash arm span the 
car. The operator merely swings the counter- 
| balanced wash arm, first left then right over 
the car. This provides the most direct contact 
of water and washing solution with the sur- 
faces of the car. Dual soap, water and wash 
arm controls make convenient operation pos- 
sible from either side, or double-fast clean- 
ing by two operators working at both sides. 
The unit features special plug-in soap-rinse 
sponges which do a fast, thorough job of 
| touch up, the company states. 


* * . 








STYLED FOR FORD, MERCURY—A caster 
and camber correction set, consisting of a 
caster tool No. 1936 and a camber tool No. 
1935, for 1948 and previous models, has 
| been announced by Bear Manufacturing Co., 
| Rock Island, Ill. Used in conjunction with a 





@, and speed of operation being primary factors in day-by-day | wheel alignment rack and a hydraulic jack, 
ssell Organization, Westport, Conn., offers the Rota-File, a record | the tools are ideal for fast correction work 
Rota-File is adapted for card ledger | on the conventional axle Fords and Mercurys. 
It is flexible enough to | With these tools, it is possible to both in- 


company states. 


in use, the loader adds only a few inches to | 


| filter 


NEW PRODUCTS 





CASCO ADDITONS—Casco Products Corp., 


Bridgeport 2, Conn., has introduced a com- 
plete, fully-automatic, non-illuminated lighter 
}and a non-illuminated well 
| smartly-designed 
| lighter line is lower priced than the Vis-O- 
| Lite lighter. 


assembly. This 


unit in Casco's extensive 








EVENS HEAT DISSIPATION—Spark-O-Liner | 
Corp. of Minneapolis has announced a popu- 
lar-priced model of the Perry cooling system 
for light trucks and passenger cars. | 


| Model P was developed as a result of the | 
| acceptance and performance of the model | 


TB, introduced to the truck and bus field | 
several months ago, the company states. 
Model P assures even heat dissipation 


throughout the engine by removing and pre- 
venting insulation of block, water jackets and 
radiator—eliminating main cause of burned 
valves, scored pistons and other expensive 
engine damage, it adds. A chemically acti- 
vated element within the filter softens and 
cleans the water or coolant and breaks up 
the accumulation of lime, rust, 





scale and | 


| sludge deposits in the radiator and cooling 
| chambers of the motor block. Foreign mat- 


ter is kept in suspension in the coolant and | 
is deposited, by the filtering process, within | 
the filter element, thus resulting in a clear | 
coolant circulation that cleans both the ra- 
diator chambers and motor block, it is said. 


* * * ; 


| product of 
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power-line 


OFFERED BY AUTO-LITE—This 
battery terminal is easier to put on, easier 
to take off, but provides a better connec- 


tion, the company states. The terminal also 

has high anti-corrosion qualities, it adds. A 

Electric Auto-Lite'’s wire and 

cable division, it is included in the new 

Silver Line of automotive wire and cable. 
* * * 


Ls 


FOR BRAKES —A brake cylinder surfacing 
hone has been introduced by Ammco Tools, 
Inc., North Chicago, Ill. Its design allows 
complete end-to-end surfacing of all car 
wheel and master brake cylinders, including 
all Chrysler blind-end wheel cylinders, the 
company states. The hone has a range of 
% inch to I'/2 inches. One type, size and grit 
of stone covers all brake cylinder surfacing 
needs, with only one simple lock ring adjust- 
ment needed to adapt the hone to any cylin- 
der. Operated by any '/-inch electric drill, 
the tool hones cylinders on or off the car, 
cleaning up all corroded, rough, pitted or 





scratched walls, it adds. 
* * . 





ARM REST COVERS — Manufactured by 
Gardner Upholstery Service, West Hartford, 
Conn., they are designed to fit individual 
arm rests. Can be attached without removing 
from door panel, the company states. The 
top is made of leatherette, the sides of cloth. 





TRANSPARENT CARBURETORS—Clear, transparent automobile carburetors are now being 


produced by Ontario Plastics, Inc., 2503 Dewey, Ave., Rochester, N. Y 


The transparency 


makes them suitable for instructional purposes because the mechanism can be shown in 
meet the needs of the smaller organization with 5,000 items to record or those of the largest | crease and decrease caster and camber, the | actual working positions. 


(Continued on Page 45, Col, 1) 


-—— 





Qza7rscstao wevYaas tO AneAa Ss 


bré 
qui 
of 

cor 
tur 


of 

cor 
rac 
po: 
illu 
gre 
sure 
the 
scri 
dir 


use 





r-line 
asier 
nnec- 
also 
is. A 
and 
new 
ple. 


acing 
Tools, 
slows 

car 
uding 
_ the 
ye of 
i grit 
acing 
djust- 
cylin- 

rill, 
| car, 
od or 








PS te AR Matic 


SERVICE SECTION 


AUTOMOTIVE NEWS, JULY 11, 1949 


New Products 


(Continued from Page 44) 


GE ‘Eye’ Expedites 
Cutting Metal Parts 


A new electronic instrument, 
which can follow the lines of a 
drawing with an electric eye and 
guide a machine tool to cut out 
metal parts according to the draw- 
ing has been announced by Gen- 
eral Electric’s special products di- 
vision, Schenectady, N.Y. 

Designated as the G-E contour 
following system, the new device is 
connected to a machine tool called 
a slave unit, so that the machine’s 
cutting tool reproduces in metal 
the drawing seen by the electric 
eye. 

As the eye moves along the lines 
of a drawing, the position of the 
cutting tool is changed accordingly 
by means of an electronic servo 
system, which emits signals to con- 
trol the lead screws of the machine | 


tool, the company states. 
a * * 


we 
sa 





LIFT KiT—Scientifically designed and engi- 
neered to expedite all grapling operations 
properly, with utmost safety to life, limb 
and property, according to Clayborne Mfg. 


Co., 2615 S. Michigan Ave., Chicago. Weight 
distribution and balance combined with posi- 
tive attachment through eye-bolts and eye- 
nuts direct to the unit being lifted, are prin- 
ciples of the lift. Eye bolts and eye-nuts are 
stamped to show safe load limits. Parts are 
specially hardened and cadmium plated. Lift 
kit No. |—capacity one ton—is for passenger 
car and light truck engines, heads, and 
transmissions. Special kits for individual man- 
ufacturer's lines are available. Furnished also 
in two larger sizes: Kit No. 2—capacity two 
tons, and kit No. 5, capacity five tons—for 
heavy truck and tractor application and in- 


dustrial purposes. 
* * * 


Sheffield Corp. Announces 
Precisionaire Catalog 


A column type Precis’onaire cat- | 


alog is announced by Sheffield 
Corp., Dayton 1, O. It illustrates | 
and describes various. standard 


models of the instrument, as well 
as numerous special applications. 
= * * 





TELLS LINING THICKNESS—Offered by the 


Grizzly Mfg. Co., Paulding, O., the Fraser 
brake lining gauge is designed to indicate 
quickly and accurately the proper thickness 
of brake lining for any installation. Guesswork 
concerning drum size as a result of previous 
turning or wear is said by the company to 
be eliminated. The gauge is made entirely 
of steel with hardened ball bearings for 
contact points to assure long life and accu- 
racy, it adds. In use, the gauge is simply 
positioned inside the drum as shown in the 
illustration and allowed to expand to the 
greatest possible length under spring pres- 
sure. A knurled collett is then locked and 
the gauge is removed for reading. Lines 
scribed on the calibrated gauge bar indicate 
directly the proper lining thickness to be 


used. 
* * * 


Robot Record-Keeping Device 
Offered by Remington Rand 


A revolutionary departure in of- 
fice efficiency—push-button, mecha- 
nized record-keeping—has been de- 
veloped by Remington Rand, Inc., 
according to the company. 

An electrically operated unit, 
called Robot-Kardex, it is said, of- 
fers all the advantages of Reming- 
ton’s Kardex visible records in a 
combination desk and_ cabinet 
which selects the desired record 
instantly and delivers it on a firm 
writing surface at desk-height. 

Designed to save money, time, 
labor and space, says the company, 
the unit takes an average of only 
three seconds to preduce the proper 


record slide, cuts employe fatigue 
to a minimum and holds 59 percent 
more sets of visible records per 
square foot than the standard Kar- 
dex housing. Robot-Kardex con- 
sists of a metal unit holding 4,020 
sets of Kardex records in 60 trays, 
or slides, and a desk-top extension 
at which a clerk sits. 

+ +. + 


Penn Refining Offers 
Oil and Grease Absorbent 


A new low-cost oil and grease 
absorbent—Penn Drake Kwixorb— 
is being offered by Pennsylvania 
Refining Co., 2686 Lisbon Rd., 
Cleveland 4, according to Dale T. 
Glenn, vice-president. 


Kwixorb is described as a spe- 
cial grayish, granular material for 
removal of oil, grease, soluble oil, 
kerosene and gasoline, etc., from 
the floors of industrial plants, 
maintenance depots, service de- 
partments, filling stations and ga- 


* rages. Fresh spillings and accumu- | 








laticns are absorbed overnight, the 
company states. 





UTILITY DRILLS—Cummins Portable Tools, 
Chicago 40, has announced three new stream- 
lined quarter-inch general utility drills spe- 
cially designed and built for use around the 
home, farm or shop. 


Auto-Lite Issues Booklet 
Describing ‘Silver Line’ 


A 32-page, four-color catalog, 
describing Auto-Lite “Silver 
Line” of automotive wire and 
cable is now available, H. R. 
Butts, sales manager of Electric 
Auto-Lite Co.’s merchandising di- 
vision, has announced. 

“The new line incorporates sev- 
eral improvements,” Butts said, 
“including a new power line bat- 
tery terminal, new pressure ter- 
_minals, and Flexstrand, a new 


wire better able to withstand 
vibration and easier to handle.” 
* . + 


Totrust Paint Improves 
Rust-Stopping Qualities 


Totrust, combined rust-inhibitive 
paint primer and finish coat, now 
has improvements of deeper pene- 
tration, high gloss and tougher 
weathering, a company announce- 
ment says. 

Totrust gets into the rusted pits 
and inhibits rust at its source to 
control further corrosion, the firm 
states. 

* 3 ck 


Gunk, De-greasing Solvent, 
Now Sold in Quart Cans 


Gunk, the de-greasing solvent 
cleaner produced by Curran Corp., 
will now be sold over-the-counter 
in a quart can, as well as in the 
regular bulk sizes, A. F. Curran 
has announced. 

Gunk was known as rifle cleaner- 
USA2-117 during the war. Curran 
says the product is excellent for 
cleaning grease off garage floors, 
motors, white sidewalls and other 
uses. 





ROTABINS—AIl standard models of these 
circular, rotating-shelf units are again avail- 
able due to the improved supply of steel. In 
addition to reducing the manpower neces- 
sary in the storeroom, mechanics need no 
longer wait in line for parts or tools. Savings 
in floor space up to 50 percent result in 
shorter trips by tool crib personnel, hence 
faster service at the window. Dark corners 
are eliminated, according to Frick-Gallagher 
Mfg. Co., Philadelphia 2. 


(Continued on Page 46, Col, 1) 








Stabilized to resiet — 


CORROSION 






Remind your customers... Quaker State Quadro- 
lube gear lubricant is stabilized to neutralize 


corrosion and rust . 


mendous tooth-on-tooth pressure of 
quick starts, hard pulls and heavy loads 

. to keep its body under high summer 
operating temperatures. 

It’s refined by the world’s most 
modern techniques from 100% 
Pennsylvania grade crude oil, the world’s 
finest. In the correct weight for every 


QUAKER STATE 


. to resist the tre- 


pure 


PRESSURE 


gear of every truck, bus or vehicle, it’s life insur- 
ance for new equipment, life extension for old. 


UEC 


SO: 


“Specially compounded for the lubrication of hypoid gears 





FOR AUTOMATIC TRANSMISSIONS—Sell No. 00 Quadrolube, Grade ‘'75.” 


OIL 


REFINING CORPORATION e 


OIL CITY, 


PENNSYLVANIA 








New Products 


(Continued from Page 45) 


Thor Makes ‘Silver Line’ 


Portable Electric Saw 

Thor “silver line” portable elec- 
tric saws, featuring exclusive long- 
shaft transverse motor mounting, 
is announced by Independent Pneu- 
matic Tool Co., Aurora, IIl. 

Six models are available in the 
new line in sizes from six to 12 
inches. Exclusive features include 
die cast aluminum housings, built- 
in saw blower, steel rip guide and 
others. The illustrated Thor silver 
line circular may be obtained by 
writing the firm. 


Carborundum Prints Book 


Showing New Factory 

Carborundum Co. has published 
a 32-page, two-color book present- 
ing the features of its new service, 
research and production facilities 
at Wheatfield, N. Y. 

Entitled “The Finest in Coated 
Products . . . Carborundum,” this 
book is illustrated with drawings 
and describes the closely-controlled, 


methods employed at 


scientific 
Wheatfield. 
Copies of the book will be mailed 
on written request to Carborundum 
Co., P.O. Box 337, Niagara Falls, 


N. E. 
 £ 


. 
Static-Stop Device 
Now in Production 

Eastern Universal Products 
Corp., Oklahoma City, has an- 
nounced the production of an auto- 
mobile accessory designed to stop 
static electricty, called the Static- 
Stop. . 

It is adjustable and can be raised 
or lowered by releasing two wing 
nuts, 


C-0-Two Fire Firm Makes 


Dry Chemical Extinguisher 

The C-O-Two Fire Equipment 
Co. of Newark, N. J., has just com- 
pleted development of their new- 
est contribution to modern fire 
fighting—a dry-chemical fire extin- 
guisher. 


This C-O-Two extinguisher is 


FOR CUSTOMER 
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free flowing and has two conven- 
ient sizes. It is approved by Under- 
writers’ Laboratories, Inc. 


ee | 





BRIGHTER LIGHT — Auto-Lite'’s new Bulls- 
Eye sealed-beam headlamp is said to utilize 
a new method of collecting the light from 
the bulb and concentrating it into a main 
beam of greater intensity. Other features 
claimed for the new light include an alumi- 
nized reflector which whitens the light and 
keeps it white, a tighter seal between the lens 


Sales Manager Guide 


A description of services avail- 
able to sales managers to put extra 
power into sales and selling key- 
notes a booklet called “The Sales 
Manager’s Guide” being offered free 
to sales executives by Belnap & 
Thompson, Inc., 1516 S, Wabash 
Ave., Chicago. It establishes the 
basis on which incentive programs 
can be effectively used to achieve 
pre-determined objectives in sales, 
and describes the various tools 
available for setting up and con- 
ducting campaigns to stimulate the 
improved performance of sales and 
distributing organizations, accord- 
ing to the company. 

+ * + 
Who’s Who in Plastics 
Sketches 2,989 Men 

The first edition of Who’s Who in 
Plastics has been published by the 
Society of the Plastics Industry, 
Inc., to provide a comprehensive 
index for executives, engineers, de- 
signers, buyers and salesmen who 
wish to inquire into the affiliation, 
experience and training of persons 
in the plastics industry. 

The biographical section lists the 
names of 2989 individuals, with a 
sketch of their background. 

The book may be procured from 


and metal back, and its rugged construction. | the Society of the Plastics Industry, 


SATISFACTION 





$5.50 for non-members. 
. o aa 


Homestead Issues Leaflet 
Showing Steam Cleaners 


A four-page leaflet, describing 
the Service Master series of Hy- 
pressure Jenny Steam Cleaners, 
has been released by Homestead 
Valve Mfg. Co., Coraopolis, Pa. 


HOLD CUSHION COVERS — A_ unique 
method of installing front cushion seat covers 
on 1949 two-door Chevrolets, Pontiacs and 

Oldsmobiles (Series 76- 

88) and for front and 

rear cushions on four- 
door sedans (same 
model cars) has been 
developed by Brewster 
Mfg. Corp. of Brook- 
lyn, N. Y. The manu- 
facturer claims that its 
clamp-on method elim- 
inates the need for 
drilling of holes, and 
the ripping apart of 
seats. Simple, quick 
and efficient, this at- 
tachment assures snug, 
custom-fitting seat cov- 
ers and cuts installa- 
tion time as much as 

35 percent, the com- 
lhoto shows attachment for 
1949 Chevrolet, Pontiac, Oldsmobile 76-88 
four-door cars. Bottom photo shows adapta- 
tion for 1949 Chevrolet, Pontiac, Oldsmobile 
76-88 two-door cars. 


pany states. Top 


Claim Cheaper Brazing 


Of Aluminum to Steel 
Development of a “practical and 
economical” method of brazing 
aluminum to steel was announced 
in Cincinnati by Salkover Metal 


SERVICE SECTION 


Inc., 295 Madison Ave., New York 
17, at $4.50 for SPI members and 


Processing, 321 Dixie Terminal 
Bldg. 

Officials said that possible appli- 
cations of the new process include 
brazing of aluminum cooling fins 
to steel engine and compressor 
cylinders and fabrication of assem- 
blies in which the special proper- 
ties of steel inserts are combined 
with the light weight and corro- 
—~rraaes advantages of alum- 
num. 





































CUSTOMERS OPERATE IT—One of the most 
interesting and efficient merchandising pieces 
in the history of the company has been an- 
nounced by Auto Lamp Mfg. Co., Chicago 6. 
Designed to promote sales of its Pathfinder 
deluxe lamp unit combining tirectional signal 
and back-up lights, this fully-wired counter 
display invites customers to operate front 
-. rear directional signals and back-up 
ights. 





a 
5 aes 


NEW FROM TRUXMORE—Truck Equipment 
Co., Inc., 1791 Fillmore Ave., Buffalo, manu- 
facturers of Truxmore third axle since 1932, 
has announced the addition of a Duaload 
third axle designed for doubling the payload 
of two-axle trucks. The Duaload was intro- 
duced to give the fleet and truck operators 
the economic advantages of a quality third 
axle at a low price, tne company states. It 
is essentially Truxmore without radius rods, 
gravity spring suspension, spring leaf cross- 
member, cross shaft roller and spherical bear- 
ings. It is made in one size at the present 
time for trucks equipped with 8:25 x 20 tires. 


* * * 


PLYMOUTH - DODGE- DESOTO - CHRYSLER CARS 
NT!) 4 ec eam OTT s 
CHRYSLER INDUSTRIAL ENGINES "°°". 





TIRE INFLATOR — Wales Metal Products, 
Inc., Brooklyn 6, N. Y., makes this model 
which is 14 inches long and seven inches in 
diameter. It is refillable at the driver's con- 
venience at any gas station or service shop. 


(Continued on Page 47, Col, 1) 
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(Continued from Page 46) 


Low-Pressure Brazing 
Illustrated in Booklet 


A booklet explaining low-pres- 
sure brazing processes, has been 
issued by Handy & Harman, 82 
Fulton St., New York 7, N.Y. 

The publication illustrates the 
making of copper tanks, and also 
the brazing of silver alloy in radio 
parts. 





New 


Co., 

a new Klip-O- 
niversal pieces for 
making molding clips and T-bolts for almost 
any make, model or year car. Designed to 


LABOR SAVER — Klip-O-Matic 
Haven, Conn., has intr. 
Matic Klip-Kit with 2, 


eliminate wasted time and money looking 
through parts files for special molding fas- 
teners, Klip-Kit parts are easy to assemble 
in just a few seconds. Molding attaches eas- 
ier than ever before and stays firmly in 
place. All pieces come in a permanent, sec- 
tioned metal box which can be easily re- 
filled with replacement parts. Replacements 
are available in economical packages through 
jobbers, the company states. 


* > * 


REPLACES EXTRA MAN—The new steering 
clamp developed by Ernest Holmes Co., 
Chattanooga, solves the problem of having 
to send an extra driver to steer a car being 
towed in, the company states. The new clamp 
works like a pair of mechanical arms. It is 
built with two telescopic arms which are 
adjustable to fit any seat. The two arms, 
which fit over the steering wheel, are covered 
with plastic to prevent damage while the 
other ends are attached to a formed metal 
base which is positioned against the seat 
cushion. All that is necessary to tighten the 
grip of each arm is to turn the knurled nuts 
which clamp the inner rods and the steering 
wheel is securely held in the desired posi- 
tion, it adds. 





SAVES PRESSING BILLS—Auto-valet clothes 
carrier holds a minimum of eight garments, 
each on its own hanger. Made of stainless 
steel and can be adjusted to fit between the 
top and bottom frames of any car window, 
thus keeping the clothing out of the way of 
the passengers. It does not interfere with 
the operation of the windows, which may be 
kept open or closed as desired, and can be 


used on station wagons and automatic push- | 


button actuated windows. The device does 
not touch the glass, and its rubber-cushioned 
mounting prevents damage to the finish, the 
company states. Manufactured by Francis 
Metal Products, Inc., Fitzwilliam, N. H. 


Carbide Issues Booklet 


On Synthetic Lubricants 


To inform the industry of the 
latest information on synthetic lu- 
bricants, Carbide and Carbon 
Chemicals Corp. has completely re- 
vised the descriptive matter in its 
booklet, “Ucon Brand Fluids and 
Lubricants.” 

This new issue describes the va- 
rious types of lubricants and their 
use for the lubrication of machin- 
ery, gears, internal combustion en- 











Products, Inc., 157 Thames St., New 


Zecol Produces Cleanser 
York 6. 


To Flush Cooling System 


Zecol Inc., Milwaukee, manufact- 
urer of Zecol Wax and other auto- 
motive chemicals, have announced 
another product, the Zecol Cooling 
System Cleanser. 

This cleanser is a rust, grease 
and scale solvent, which will not 
harm hoses or metal parts, the 
firm says. 


ing the company at 4351 Duncan 
Ave., St. Louis. 
* 


* * 


gines, leather conditioning, rubber | 
products and instruments. 

Copies of form 6500 can be ob- 
tained by writing to 30 KB. 42nd St., 
New York 17. 


Baldor Electric Offers 
improved Grinder 


A 10-inch series grinder has been 
developed by Baldor Electric Co. 
and is said to be improved. 

wisted are large clearance be- 
tween wheels and motor frame, 
sealed-for-life ball bearings, ex- 
haust guards, spark breakers and 
tool rests tiltable for angle grind- 
ing. The grinder is made in % and 
one-horsepower motors. 


* * * 


| Folder Tells How Oakite 


Cleans Vehicle Bodies 


How Oakite Composition No. 70 
cleans bus, truck and car bodies, 
and leaves surfaces streak-free, is 
described in a folder published by 
Oakite Products, Inc., New York. 

Solutions made up with this ma- 
terial are said to leave no streaks 
or spots and to dry evenly without 
chamosing. Free copies of the 
folder can be had from Oakite 





STEEL WORK BENCH—Made by Equipto, 
| division of Aurora Equipment Co., Aurora, 
lil. It is extra strong, made for the heaviest 
industrial and automotive uses with a 12- 
gauge steel top; streamlined by Equipto de- 
signers to enhance the attractiveness of the 
packing operation in the most modern in- 
dustrial and retail establishments. Size is 6 
feet long, 34 inches high and 28 inches deep. 
Steel will not gouge, splinter, warp or crack; 
is the easiest of all materials to keep clean 
| and never becomes oil-soaked; consequently 
| cannot = a — pas. a — drill 

| presses, bench grinders and punch presses 
Bulletin can be attached and operated with ease on 





TOW CAR CLAMP—A "bumper crop" of 


new car bumpers necessitated redesign of 
the Harley-Davidson Servi-Car mechanism. 
Made of cold-rolled steel, the cadmium- 
plated welded assembly, with adapters, again 
permits the automotive trade to call for all 
makes customers’ cars with the familiar 
three-wheeled one-man operated Servi-Car, 
the company states. 
(Continued on Page 48, Col, 1) 








No. 345 may be obtained by writ-! the top of the benches, the company states. 
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Sell 10,000 Mile Guaranteed Jobs That Customers 
will still BRAG ABOUT 2 YEARS FROM NOW! 


Today’s re-ring customers will be your biggest boosters in 1951 
if you sell them Ramco RE-POWERING Jobs. You can depend on 
customers enthusiastically bragging about their Ramco 10-Up 
Rings 2 years from now! Because with Ramco 10-Up you control 
oil and blow-by... not through excessive pressure but through 
AUTOMATIC ADJUSTMENT of ring action to the exact degree of 
wear found in the cylinder. Ramco RE-POWERING is a method 
that sells more carburetion, ignition and cooling service as well 
as more ring jobs. It’s nationally advertised in Post and Collier’s. 
Why not check with your Ramco Jobber about it now? 


es eae (I 
RAMCOS & 
PITTA. WA/GS 


Built to EXCEED the 10,000 Mile (ONE YEAR) GUARANTEE BY THOUSANDS OF MILES 


Other products of Ramsey Corporation, 3737 Forest Park Bivd., St. Lovis 8, Missouri, RAMCO 
Piston Skirt Stabilizers + + + Seal-Tite Piston Rings + + + Oil-Tyte Piston Rings + + + Spirolox 
Retaining Rings, Spiro-Seol Grease Seals & Dust Seals + + + Famous RAMCOnizer Machine 
for reshaping collapsed piston skirts « + +» Ramco 3-Up Parts Cleaner. Factories: St. Louis and 
Sullivan, Mo.; Fruitport, Mich., Toronto 8, Ont., Canada. Copyright 1949 by Ramsey Corporation. 










Exclusive Steel ~o 
SPIRO-SEAL Section | }) 
“ry Automatically Adjusts to / ] 
Cylinder Conditions! 












Regardless of cylinder condition, the Ramco 10-Up 
combination, through Spiro-Seal Action, increases 
wall contact only as cylinder taper or wear 
increases. Thus oil is controlled with a minimum of 
pressure at all stages of wear from that of a new 
motor to a badly tapered cylinder. Yet, at each 
stage, the ring functions at approximately the 
same degree of efficiency. ONLY RAMCO 10-Up has 
this SPIRO-SEAL Automatic Adjusting Action! 
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Gabriel Introduces Display 


To Feature Shocks 

A permanent display rack for 
dealers, featuring Gabriel direct- 
acting shock absorbers, has been 
introduced by Gabriel Co., Cleve- 
land, 

Made of heavy gauge wire, the 
rack holds 12 shock absorbers. 
It is light in weight and can be 
used on pump islands, counters 
or windows, according to L. W. 
Klein, executive vice-president. 

. o + 


English Battery Terminal 
Made Non-Corrosive 


A non-corrosive battery terminal 
said to “last forever” is being 
manufactured by Wingard (M.A.) 
Ltd., Chichester, Sussex, England. 

The announcement says that only 
one size is necessary for both posi- 
tive and negative posts and that 
it is applied by the tightening of 
a single nut. Once fitted, it never 


qe er 
BIG DIVIDENDS IN THE 


MODERN SERVICE SETUP 





matches slick appearance 


streamlined operation via GROVER 


Pneumatic Tube System. 


You Eliminate Errors... Speed Service 
Maintain Order... Keep Jobs Moving 
Satisfy Customers...Increase Profits 


Your problems, too, can be success- 
fully solved by GROVER. We will 
gladly and promptly furnish data, 
a survey of your premises, an esti- 
mate—and with no obligation to 
you. Literature concerning auto- 
motive service department installa- 
tions will be sent free on request. 
We believe this type of Centralized 
Control will save you time and 
Write Grover Company, 
25515 W. 8 Mile Road, Detroit 19, 


In the average service operation 
there are usually about a dozen 
specialized operating units such as: 
parts storage, parts sales, paint shop, 
body shop, wash rack, cashier, etc. 
To correlate the work of all depart- 
ments, to keep jobs moving, to 
prevent duplication of effort, to 
provide instant, dependable, error- 
less communication between de- 
partments, GROVER has developed 
many applications of its Pneumatic 
Dispatch Equipment. 














In Rochester, N. Y., Whiting Buick 


J oe ee 
THE GROVER COMPANY -e« 


needs cleaning or replacement, the 
firm said. 





QUICK WASH—Gas station owner Matty 
Palilla of Los Angeles won a bet with this 
picture. He wagered a friend that he could 
wash a car wearing a full dress and not get 
wet. Used the ‘ashmobile he has in his 
station and within 10 minutes had completely 
washed the car and without so much as soil- 
ing his tails and topper, according to Wash- 
mobile Corp., Beverly Hills, Calif. 


with 


money. 


Michigan. 





TUBE 


Offices in Principal Cities 








DETROIT 19, MICHIGAN 
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Planet Introduces Chock 
For Trailer Unloading 


A new-type wheel chock for use 
in loading and unloading large | 
truck trailers has been introduced | 
by the Plant Corp. of Lansing. This | 
all-welded steel chock has been de- 
signed by safety engineers to hold 
railers securely against loading 
docks and prevent dangerous up- 
ending between loading docks and 
trailers. | 

According to the Plant Corp., the 
chock’s non-slip safety feature is | 
achieved from its one-piece steel | 
tread formed to fit the radius of | 
trailer tires, and an extended shoe | 
on the back which prevents slip- 
ping on pavement or ice and snow. 

* * * 


Thor Booklet Features 
Portable Electric Tools 


A circular, describing the new 
Thor Silver line of portable electric 
tools, has been published by Inde- 
pendent Pneumatic Tool Co. 

Copies of the booklet, which 
shows drills, sanders and saws, 
may be obtained by writing the 
company at Aurora, IIl. 


| 





SYSTEMS @ 






| tire, 


FOR FLEET OPERATORS—Universal diag- 
nosis tester developed by Sun Electric, Chi- 
cago 3, to meet special maintenance needs 
of fleet operators. Heavy duty in construc- 
tion, quickly convertible from portable (pic- 
tured) to bench or mobile cross-country use, 


it tests all units of all types of gasoline 
engines, 6, 12 or 24-volt battery distributor 
or magneto ignition systems, the company 
states. 


* * * 


Goodrich Catalog 
A six-page catalog section on its 
lines of industrial fire hose has 
been published by B. F. Goodrich 
Co., Akron. 


. ROLL-O PLATFORM JACK—It carries the 
jack only, and is so designed no weight is 
on the wheels after lifting has begun. Scissor 
action with bearings and ball thrust will lift 
one-half ton easily. Heighth lowered: three 
inches; raised 14!/, inches, 58-inch folding 
handle. Enables operator to change tires with- 
out crawling under car. Prevents car from 
swaying from side to side while changing 

according to Roll-O Platform Co., E. 
Akron, O. 





JAY DEE FILTER—It is designed to silence | 
tappets and stop wear of overhead valve | 
parts. A rocker arm oil line filter, it pre- 
vents the distribution of damaging sludge or | 
scale and assures positive lubrication to over- 
head valve parts at all times, according to 
the manufacturer. Further information may be 
obtained from Ralph F. Roussey & Associates, 
407 S. Dearborn St., Chicago t 


* * * 
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ON GUARD — No-Mar, 
guard for Chevrolet and ail 
with covered gas tank inlet. Protects finish o: 
car which is usually damaged by nozzle of 


a gasoline door 
other makes 


= pump. Manufacturer is Allen Products 


orp., 2243 E. State Fair, Detroit. 
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GUIBERT WRECKER—These convertible 
models, ranging from remote-controlled pow- 
er units to the plain basic models, are de- 
signed to meet the pocketbook of any dealer, 
according to W. W. Myer, assistant sales 
manager of Guibert Stee! &-: Pittsburgh. 

* 








AIR HORNS—National distribution is now 
being set up on a complete line of air 
horns, with a new-type air compressor by 
Dapco Products, Inc., Defiance, O. The manu- 
facturer states the horns are eight to ten 
times more powerful than the average pair 
of electric horns. Average installation time 
is 1% to two hours, it states. The action of 
the air compressor is somewhat similar to 
that of a windshield wiper motor and in- 
stallation can be anywhere under the hood. 
It builds up to 50 to 60 pounds pressure (not 
vacuum) in a 4-inch by 6-inch tank in four to 
five minutes, automatically operates only 
when pressure drops and requires but a few 
drops of oil a year, Dapco says. Available 
in various lengths (12 to 23 inches) and tone 
combinations. 





ALWAYS ON THE JOB—AIi the copy on 
this sign is changeable. The company plans 
to furnish a supply of panels to fit the upper 
section which carries the used-car message. 
These various panels will carry different mes- 
sages such as service specials, accessory spe- 
cials, used-car bargains, new-car prices and 
used-truck specials. The plastic letters in the 
four rows can be changed to convey any 
message that is desired and the sign is com- 
gee with a front of about a hundred letters, 
igures and dollar signs. Each row is illumi- 
nated by an individual fluorescent tube which 
comes in six different colors so that if special 
emphasis is desired on any particular row, a 
different color may be used, according to 
Modern Display and Equipment Co., 1020 
Dime Bidg., Detroit. 

* * * 





ALIGNMENT CHECK—Based on a magnetic 
principle that gives almost instantaneous cam- 
ber, caster, toe-in and turn-radius readings, 
Kwik-Ezee gives complete alignment checkup 
in three minutes, the company states. The 
manufacturer claims that this method of di- 
rect alignment, working off the hub flange 
itself (never touching tire or rim), absolutely 
assures perfect alignment because the flange 
of the front wheel hub is the only true 
machined point of the entire wheel. Kwik- 
Ezee, Inc., 17 W. 60th St., New York 23, 
offers this product. 

* * * 


Guardian Handle Prevents 


Children Opening Doors 


The Guardian Safety Control 
handle, made by Imperial Handle 
Co., 1685 McDonald Ave., Brooklyn, 
eliminates accident hazard caused 
by a door opening while car is in 
motion. It is designed as a safe- 


guard for children. 


A turn of the key is said to make 


| it impossible to open the door from 


the inside, yet it can be opened 
from the outside, 
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Keep Workers Informed, NAM Advises .. . 


For Better Employe Relations 


NEW YORK. — Management 
should “listen” to employes to find 
out what they want to know about 
business, instead of merely telling 
them management’s story, accord- 
ing to a guide to better employe 
relations published in booklet form 
by the National Assn. of Manu- 
facturers, 


truth” that wages and _ salaries 
come out of sales, the guide as- 
serts: “Without steady sales there 
is no demand for production or for 
employes to produce goods. Empha- 
sis needs to be placed on the fact 
that high wages and secure jobs 
depend on high and consistent pro- 


contribution to our living standard; 
the dignity of the individual and 
the dignity of labor in the Ameri- 


|}can system; “real” security; mon- 
|opoly and big business, 


and the 
interdependence of small business 
and the large mass-production 
industries, 


duction—that if payrolls had to be 
met out of capital, the company 
would go bankrupt in short order.” 


In a preface to the 30-page 


Every good communications 
guide, which is addressed par- 


program has a two-direction flow 


and “provides for listening to ticularly to smaller manufactur- 
ible employes and telling them what Top management’s activities and| ers, Wallace F. Bennett, NAM 
owe they want to know, as well as | responsibilities “are an almost com-| president and himself a “small” 


A FOUR-WHEELED BARKER FOR ROADEO—Victory Motors, Inc. (Dodge), Atlanta, has 
loaned a Dodge Route-Van to the Motor Vehicle Assn. of Georgia and the safety education 
division of the Georgia state patrol for use in the state Teen-age Roadeo which is being held 
in seven cities to select the best high school drivers in the state. Winners will compete in 
the national finals, sponsored by the American Automobile Assn. The Route-Van transports 
the materials used in conducting the tests. Left to right are: Preston B. Weeks, safety 
director of the association; John H. Lander, president of Victory Motors, and Sgt. R. L. 
Crawford of the Georgia state patrol. 


manufacturer, observes that 
many manufacturers are dis- 
turbed by current trends which 
are “undermining our American 
individual enterprise system” but 
are at a loss to know how to 
make their influence felt.” 


“I’m a_ so-called ‘small’ manu- 
facturer,” he writes. “Our company, 
Bennett’s, paint makers in Salt 
Lake City, employs about 225 
people. But I’ve long been con- 
vinced that if every one of us 
‘small’ manufacturers—or even any 
would 


plete mystery” to many employes, 
according to the guide, which de- 
clares it is important to show just 
how every executive and every 
department fits into the organiza- 
tion. The role of staff departments 
—accounting, engineering, adver- 
tising and research—should be 
carefully explained as a necessary 
part of management’s function. 
Other subjects recommended for 
employe -employer communication 
and understanding include compar- 
ison of American and other coun- 
tries’ standard of living; industry’s | substantial portion of us 


telling them what you want them 
to know,” states the booklet, 
which is titled “Employe Com- 
munications for Better Under- 
standing.” 

Among methods suggested for 
discovering what employes thing 
and what they wish to know are 
personal contacts with workers by 
top management; consultations 
with foremen; an employes’ sug- 
gestion plan; “exit interviews,” and 
more formally, polls of employe 
opinion. 

To attempt to explain to em- 
ployes the workings of our eco- 
nomic system as a whole is a 
“complicated and difficult task,” the 
guide notes, but adds that the job 
can be done in “terms of homely 
illustrations taken from your own 
operations, with which your em- 
ployes are familiar.” 

Stressing the responsibility of 
each employer to dramatize the 
“profoundly vital stake” each em- 
ploye has in the success of his own 
company and in the strengthening 
of American enterprise, the book- 
let declares that “many of the 
major national problems confront- 
ing industrial management today 
are the lengthened shadows of mis- 
understandings and misinformation 
—or, no information at all—at the 
individual plant level.” 


Based on experience gained in 
the field of employer-employe 
relations and especially in the 150 
communications “clinics” held by 
the NAM in cooperation with the 
National Industrial Council, the 
guide lists the following nine 
most important areas in which 
employes want specific informa- 
tion: 

1. They want to know about the 
company-—its background and 
present organization. 

2. They want to know what its 
products are—how they’re made 
and where they go. 

3. They want to know what the 
company’s policies are—especially 
new policies—as they affect them- 
selves and their fellow-workers. 

4. They want to know the rea- 
sons for changes in methods, and 
to have information about new 
products—and they want this in- 

formation in advance. 

5. They want to know what is 
expected of them and how they are | 
measuring up. 

6. They want to know how their 
jobs fit into the scheme of things, 
and what their chances for ad-| 
vancement are. 

7. They want to know what the 
outlook is for the business and 
what the prospects are for steady 
work, 

8 They want to know about 
the company’s income, and about 
its profits and losses. 

9. Should circumstances make 
layoffs necessary, they want to 
know, as far in advance as possible, | 
the reasons—and how they as| 
individuals are affected. 

In supplying employes with facts 
about a company, the guide says, | 
it is important to include informa- | 
tion about how it is financed. 

“Impressive is the fact,” it adds, 
“that the average job in American 
manufacturing represents an in- | 
vestment of $7,700 per job, ranging | 
between $2,000 and $30,000 per| 
worker, according to the particular 
industry. 

“Your employes, accustomed: to 
taking plant and machines for 
/ granted, can be brought to under- 
| stand the significance of man- 
) agement’s ‘capital formation’ or 
‘risk capital’ problem by ap- 
propriate emphasis on the fact 
that the very jobs they hold rep- 
resent the investment of some- 
One’s savings, at the rate of so 
many dollars per person on your 
payroll.” 

Emphasizing also that employes 
Should know the “fundamental 


de- 
ler, 
ales 
h. 


fewer than 250 persons, Bennett de- 
clared that “armed with under- 
standing and the economic facts of 
life, these employes could be a 
mighty force in the growing 
struggle between American individ- 
ualism and collectivism.” 


undertake to enlist just those clos- 
est to us—the people on our own 
payrolls—in behalf of a return to 
basic American principles, the job 
would be done.” 

Pointing out that some 69 percent 
of NAM member companies employ 








25,000-Mile Guaranty 


Note: This is the Original 
25,000-Mile Guaranty Plan 


Booms Service Work! 


How Plan Operates: 


1. You purchase ‘Carlife’ franchise and re- 
ceive right to sell 200 new cars under plan. You 
pay $385 but new car buyers pay you from $10 
up to $25, so you take in $2,000 up to $5,000. 


eer iraze Ce 

SI Ee i : 2, Your name is imprinted on guaranty 
De ee blanks. You also get unique it 
ard asters — ae ne ee Stee eens 
stickers, service check sheets and follow-up 


cards, 


Service 


3. From 70 to 95 per cent of all new car 
buyers pay you $10 up to $25 for ‘Carlife Guar- 
anty.’ They agree to come back each 30 days 
or every 1,000 miles for oil changes and lubri- 
cation, which they pay for. 


4. Years of experience prove dealers use less 
than 25 per cent of the accrued fund to repair 
free any defective material, workmanship or 
normal wear (except maintenance) which oc- 
curs during first 25,000 miles or two years of 
use, 


UNIQUE BOARD GIVES VISUAL SERVICE RECORD OF EACH 
CAR. With the aid of a small desk-type file card, this pursuit board 
shows at a glance the cars which have or have not been brought in for 
service. Names and telephone numbers on the colored tags make it easy 
to call owners or mail them warning postcards, also supplied under the 
plan. Some dealers report that business brought to their shops through 
Carlife Guaranty pays their entire dealership overhead! 


5. From 70 to 85 per cent of buyers return 
month after month for profitable service. You 
also sell them accessories and other items. 


- ’ 6. Approximately 75 per cent of the $2,000 to 

$5,000 you have received from sale of the 200 

Once Adopted, It $s Always Used! units is not paid out, but eventually is yours 
to use any way you see fit. 

Hundreds of new-car dealers of all franchises have adopted ‘Carlife 

Guaranty’ since George M. Taylor, veteran Detroit dealer, copyrighted 


the plan in 1936. Not a one has ever given it up! 


We can help you get back into your shop many of those new-car 
buyers who are going to service stations for profitable lubrications, oil 
changes, wheel alignments, tune-ups and other service. Tough days are 
ahead for some service shops. Let us send you more details on this 
plan to keep yours busy day and night! 


7. You have kept customers happy, built up 
good will, they have told many others, and 
their cars are in good shape when you take 
them in trade. 


8 You buy additional 100 units for $106 as 
you need them. 


(Western Office) 
Bachman & Baxter 
3210 West Olympic 
Los Angeles 6, Calif. 


THE CARLIFE GUARANTY, 
8827 Strathmoor 

Detroit 28, Mich. 

(Telephone VErmont 8-5077) 


a. 
Don’t Delay... 
Send Today! 


WwW 


Due to the huge demand for Carlife Guaranty, 
some choice sales territories are open for sales- 
men with car dealer, accessory or finance ex- 
perience. Contact Carlife Guaranty in Detroit! 


(Southern Office) 
Mr. Tedd Sartin 
Anniston Nat, Bank Bldg. . 
Anniston, Alabama 





[] Enclosed is check for $385 and a copy of our dealership letter- 
head for imprint so you can rush us the CARLIFE GUAR- 


ANTY package at once. 
[] Please send literature and details on CARLIFE GUARANTY. 


NAME 
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No Fair-Trade Changes 


Only Three States Still 


Lack Such Safeguards; 


Old Law ‘Legalized’ by Florida 


By Bethune Jones 
Staff Correspondent 

LTHOUGH fair-trade laws were 

subjected to stronger attacks 
both in and out of state legisla- 
tures this year than at any time 
since before the war, a survey dis- 
closes that the number of states 
with such statutes remains the 
same. 

Permitting manufacturers to 
establish minimum resale prices 
for their trade-marked products, 
fair trade laws continue on the 
statute books of 45 states—al- 
though in Florida the current act 
is a new one adopted to over- 
come objections raised by a court 
ruling. 

The only states without fair- 
trade laws are Missouri, Texas and 
Vermont, although each has made 
unsuccessful efforts to obtain the 
enactment of such measures. 

Analysis of developments in state 
capitals throughout the country 
this year reveals that bills to re- 
peal fair-trade laws have been re- 
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jected by the legislatures of a 
number of states, including Colo- 
rado, Connecticut, Idaho, New 
Mexico, Rhode Island and Wash- 
ington, while the California legis- 
lature sidetracked a bill to weaken 
that state’s act. 
« + + 

LORIDA’S legislature enacted a 

new fair-trade act after the 
state’s 1939 law had been invali- 
dated by the state supreme court 
on the grounds that it was not in 
the public interest and tended to 
create monopolies, 

The new Florida law is the same 
as the old act except for two 
changes which are designed to 
overcome the court’s objections. 
One section provides that brands 
jointly owned by corporations 
“shall not be treated as in com- 
petition, the one with the other.” 
The other new section gives the 
state attorney general authority to 
enjoin enforcement of any fair- 
trade program where the fair-trad- 
ed items are not in actual open 
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NEAR THE BUSINESS SECTION IN LA JUNTA, COLO.—This is the new building for 
Gornick Motors (Studebaker). It measures 70 by 125 feet. The u-shaped salesroom is air- 
conditioned, and the 70 by 92 foot service area is completely free of obstructing pillars. 
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competition with other merchan- 
dise of the same class. 

Also significant is the fact that 
the new Florida law contains a 
legislative finding of fact that 
such an act is in the public in- 
terest, stabilizes local business 
and economy in _ prohibiting 
price-cutting wars, and creates 
competition between manufac- 
turers. 

The ruling by the Florida su- 
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atures. Anthony F. Gornick is the owner. 


preme court, which held the state’s 
1939 fair-trade act unconstitution- 
al, reversed a long line of court 
decisions upholding similar laws in 
other states. One of the most re- 
cent such decisions was an opinion 
by the Delaware supreme court 
upholding the validity of a fair- 
trade act there. 
OK + * 
TEST case, chailenging the 
constitutionality of Mississip- 
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pi’s fair-trade act of 1938, has been 
put before the Mississippi supreme 
court. The case involves an appeal 
from the refusal of a lower court 
judge to issue an enforcement in- 
junction on the grounds that the 
Mississippi fair-trade act was “un- 
constitutional and inimical to the 
public welfare” and “in direct con- 
flict and repugnant to the anti- 
trust laws previously existing in 
this state.” 

Besides being made the subject 
of increasing attacks in _ state 
courts and legislatures, fair-trade 
legislation also is under attack in 
Congress and continues to receive 
opposition from the federal De- 
partment of Justice. 

A bill now pending in Congress 
would repeal the 1937 Miller-Tyd- 
ings act, which exempts price 
pacts under state fair-trade laws 
from the federal anti-trust sta- 
tutes. 

Proponents of fair-trade laws, 
who contend such measures are 
necessary to curb predatory price- 
cutting and to protect both trade- 
mark owners and small indepen- 
dent merchants, have long been 
anticipating increased attacks on 
the laws with the postwar return 
of intensified price competition, and 
are well armed with statistics and 
arguments to support their con- 
tention that fair-trade legislation 
is in the public interest. There also 
has been a considerable broaden- 
ing of support among both retail- 
ers and manufacturers for such 
laws since they were first widely 
enacted in the 1930s. 


On the other hand, opponents, 
who assert that fair-trade laws 
stand in the way of free retail 
competition and lower consumer 
prices, are apparently firm in 
their intention to continue their 
attacks on such legislation de- 
spite their failure to win much 
ground thus far this year. 
Indications are that the current 

year developments are only a fore- 
runner of a more bitter struggle 
which will take place in state leg- 
islatures and the courts as price 
competition becomes a still greater 
factor in the merchandising pic- 
ture. 


Richmond Shows 
Slide in Premium 


Gasoline Sales 


RICHMOND, Va. — Richmond 
gasoline dealers last week reported 
a sharp drop in sales of premium 
fuels, blaming most of the dip on 
a recent article in the Reader’s Di- 
gest magazine. 


However, some dealers reported 
many customers -who at first 
switched to regular grade gasoline 
going back to the premium type. 

The Reader’s Digest reported, in 
effect, that drivers could save 
about 8 percent on annual fuel 
bills by using regular gasoline and 
changing oil less often. Most mo- 
torists, the article claimed, get no 
benefit whatever from using prem- 
ium gasoline. 

An oil executive declared later 
that, “writers of these gasoline and 
oil articles quote only from parts 
of reports and leave out other 
parts.” 

The Reader’s Digest writer, he 
said, neglected to state that in 
cases where oil changes were made 
only at extended intervals, the ve- 
hicles involved were under very 
careful maintenance programs with 
frequent filter changes. 

Most dealers here estimated that 
premium gas sales had declined as 
much as 30 percent, but that over- 
all sales were about the same. 
Profit is about the sane on all 
grades, they said. 


Dorris Anniversary 


ST. LOUIS. — George P. Dorris, 
inventor of an early automobile and 
a manufacturer of cars here for 
many years, and Mrs. Dorris re- 
cently celebrated their golden wed- 
ding anniversary in University City, 
St. Louis county. In 1899, Dorris 
came to St. Louis from Nashville, 
where he was married, and became 
chief engineer of the St. Louis 
Motor Carriage Co., of which he 
was one of the founders. He later 
designed and manufactured the St. 
Louis and Dorris cars. 
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a, —s gg siise that te — |Co., has been issued by the oper- | more.” 2 percent cash discount terms for |commencing Aug. 1, 
s nanan eee - _ enna 
con- came to him, presented a business | 
lation ecard of the St. Louis firm and said | “SP” 3= These 34-foot Fruehauf Stainless Steel refrigerated semi-trailers, pulled 
» also he wanted to buy five cars. by Autocar tractors, are cwned by a Chicago, IIl., trucking company. 
aden- Colella was given three checks 
-etail- totalling $10,375 signed in the name 
such of the St. Louis firm. Later, Colella 
videly said, he called up the firm and 
was told by its president that no} 
ts one was authorized to buy cars or | 
oe to use the firm’s checks. 
laws 2 a ae 
es Confident U. C. Trade 
1 in Will Weather Storm 
their PHILADELPHIA.—“We are con- : 2 ga 
de- fident that we shall weather the | “eee. 
1uch storm that has hit the used-car) 
business,” says Sim Snyder. “We| 
rrent are merchandising everything that 
fore- runs on wheels or flies. However, 
uggle this is not a tide-over feature. We 
. leg- have been doing this since shortly | 
i after the war. . i eemniie a 
coher “We are probably the only used- 
pic- car dealers in the country who sell 
airplanes. We have also sold motor- | Tt REFRIGERATED TRAILERS 
cycles and even boats occasionally. : 
“In our nine years in the busi- f 
ee ness we have concentrated on) Vi Apa Bh Aaya rare" IE PY —_ Sar 
catering to the family. We have | iM f’ ial "y y\ s vyy 4 V "y"y! 
n sold family cars and family private i: 
planes. 
“We also indulge in a hobby that | 
has paid off on more than one|} 
nond occasion. We belong to the Antique 
»rted Auto Club of America, and we had 9 e e 
aium several cars on exhibit at the Phil- 
D on adelphia Automobile Show. One of | 
: Di- these was an 1897 Metz. We recon- | 
dition antique cars. In fact, we just 
“" sold a 1915 Hudson racer to an 
fi e antique car enthusiast, 
— “We believe that a car dealer | e 
ened should eat, sleep, and live cars. 
pe. It’s a good business and a grand | 
j, in industry.” 
save * * * ; 
fuel Suspect Freed on Bond 
= In Cold-Check Case ; a 
mo LOUISVILLE. — William D. EFRIGERATED TRAILERS that haul produce, and maximum weight saving makes Stainless 
-em- Hutchinson, 29, arrested in New | meats,, and other perishable food products the ideal material, not only for refrigerated 
i? eee yer 6 “ean | are real targets for corrosion. But corrosion trailers, but for every type of highway hauling 
pac (Ky.) dealer a cold check for five | doesn’t have a chance when these units are con- job. Add to this the longer life, lower mainte- 
pn automobiles, was released on h‘s structed from Stainless Steel. nance, and pleasing appearance of Stainless 
arts own bond of $2,500 in federal court, | oa P . § PP 
ther Leutettiie Sone @. 7 : Stainless has high inherent resistance to the Steel trailers, and it’s easy to see why so many 
a Hutchinson was brought to court effects of moisture and the brine, salt and ice fleet operators call Stainless units “the best in- 
in ae tae eaesaiee yh ge Boar solutions used for refrigeration. Equally im- vestment we ever made. 
1ade They said John Stassi, New Orleans | portant, Stainless is easy to clean and to keep In U-S:S Stainless Steel, we offer you a per- 
7 bh as builder, had put up the bond money clean—a fact proved in hundreds of uses through- fected, service-tested Stainless that allows the 
oak and wanted to be released from out the food industry. widest latitude in design and the use of the most 
N1 the responsibility. However, the : ; ws i f. : ; ‘ 
bond was signed by Michael E. Along with spotless cleanliness and freedom advanced manu acturing techniques. You ll get 
— Culligan jr. a New Orleans at- | from corrosion, Stainless Steel construction more for your money when you order equipment 
aa torney employed by Hutchinson. | makes possible bigger payloads and bigger prof- built from U - S: S Stainless Steel, because there’s 
me. wn taste alae our teak | its. Since Stainless is 24 times as strong as no better Stainless produced. 
all | | ordinary steel, it permits construction that, If you’d like to know more about the advan- 
U. C. Firm Enjoined while much lighter, is much stronger. The extra tages of U-S-S Stainless, write for the booklet 
j s much stron, g ? less 
On Below-List Frazers pounds of dead weight it eliminates become “An Introduction to Stainless Steel.” Send your 
ris, MILWAUKEE, — Transport extra payload on every trip your trailer makes. request to United States Steel Subsidiaries, 2094 
and —_ Sa So This combination of high corrosion resistance Carnegie Building, Pittsburgh 30, Pa. 
a from selling new Frazer cars 
ed- i below list price. A court order AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO - CARNEGIE-ILLINOIS STEEL CORPORATION, PITTSBURGH & CHICAGO 
ity, a ee oT, eons a COLUMBIA STEEL COMPANY, SAN FRANCISCO - NATIONAL TUBE COMPANY, PITTSBURGH - TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
rris , “ 
ille used car firm from advertising UNITED STATES STEEL SUPPLY COMPANY, WAREHOUSE DISTRIBUTORS, COAST-TO-COAST + UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
me or selling new Frazer cars below | 
ais { list price. 
he Circuit Judge William Shaun- | e e 
ter essey dismissed the case when ; 
St the used car firm signed an 
. agreement to refrain from sell- ” 
ing Frazer cars under list prices, ia SHEETS - STRIP - PLATES - BARS - BILLETS - PIPE - TUBES - WIRE - SPECIAL SECTIONS lia 
baa or pay a penalty of $1,000 for 


ints 
sti- 
A 


each violation. 
 — 
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OLDSMOBILE—'49 (98) 4-dr., $2,610; (76) 
4-dr., $2,325 








































PLYMOUTH—'49 SD 4-dr., $1,850, °48 SD : 
4-dr., $1,425. ‘47 SD business coupe, A d :; 
d-dr., $1,425. '47 SD business coupe verage U se ar P rices 
'41 SD business c t ’ rel : . 
4-dr.. $375, a (Compiled by Automotive News) 
DENVER | $1,325, $1,300. '42 FL aerosedan, $750. PONTIAC—'49 Silverstreak (8) 4-dr., $2,- : , ’ 
F '40 SD 2-dr., $610. 420, $2,455; (6) 4-dr., $2,325. '48 (8) | July 1949 June May : 

(Denver Auto Auction, Inc, Sale every | CHRYSLER—'49 Windsor 4-dr., $2,430. sedanette, $1,710. Model (to date) 1949 1949 
Tuesday at Englewood, Colo, Prices are | DeSOTO —'49 Custom 4-dr., $2,430, ‘46 | STUDEBAKER—'49 Champion 2-dr., $1,- $1,247 1949 $1,989 $1,989 1,920 : 
for sale of June 28.) | Custom 2-dr., $1,085. 650. '48 Champion 4-dr., $1,410, $1,400. | $1,192 A . $1, 

(Prices of most models down from $50 | DODGE—'49 Meadowbrook 4-dr., $2,180; | WILLYS—'49 Jeepster, $1,355. ‘48 Jeep, 3| $1,160 1948 1,481 1,507 1,498 

to 2 with slight lessening of de- Coronet 4-dr., $2,110, $2,105. at $600, $500; station wagon, $1,175. ‘47 | 1947 1,188 1,238 1,244 : 

dd.) FORD—'49 (6) 2-dr., $1,340; Custom (8) station wagon, $980, $875. 1946 1,024 1,062 1,098 . 
BUICK '49 «Super conv., $2,535; 2-dr.,| 4-dr., $1,635, $1,610, $1,580. '48 SD < ‘ ’ ’ ’ 

$2,360. ‘47 Super 4-dr., $1,470, "42 Spe-| 2-dr., $1,235, $1,200; half-ton pickup, | AMARILLO. TEX 1942 582 655 649 

cial 2-dr., $640, $965, ‘47 SD 2-dr., $1,020, $990, $980. 9 ane 1941. 550 585 602 
CADILLAC—’49 (62) conv., $3,345. | ‘46 Deluxe 4-dr., $935, $825. ‘45 half- (Amarillo Auto Auction. Sale every Fri- 1940 440 471 483 
CHEVROLET—'47 FL 4-dr., $1,280; FM) _ ton pickup, $575, ‘41 Deluxe 2-dr., $575, | day. Prices are for sale of June 24.) SS : j 

club coupe, $1,260; SM 2-dr., $1,190. '46| $525. (New cars off in price from $25 to July (todate) June May Overal 

SM 2-dr.. $820, $880, $950, $1,085, ‘41 | LINCOLN—’49 Cosmopolitan 4-dr., $2,600. $75. Good late models steady with : 7 Overage $1,247* $1,192 $1,160 

2-dr., $725; 4-dr., $715. °40 2-dr., $550, | MERCURY—’'49 4-dr., $2,045. demand high. Sold 80 out of 169 ce F 

"39 2-dr.. $425. | OLDSMOBILE—'49 (88) 2-dr., $2,600; (98) offerings.) (The above figures are averages of used car auction prices, ali 
CHRYSLER "48 Windsor mn. $1,760. | 4dr., $2, 560, 47 (66) 2-dr., $1,325, '40| BUICK—'49 Super sedanette, $2,145. ‘48 makes and models, carried regularly in Automotive News.) 

40 New Yorker club coupe, $480; 4-dr., club coupe, io. RM 2-dr., $1,735. ‘46 Super 4-dr., $1,- 

$410. pe PLYMOUTH—'49 SD conv., $1,960, $1,935, 015. 42 gucae ae. $585, ‘a1 sane *Note yearly nemo pow Foy Fe average increases as a result of greater 
DODGE '49 Meadowbrook 4-dr., $2,125. $1,905; club coupe, $1,850; 4-dr., $1,895. 4-dr., $495, $410. volume of trading in 

'41 2-dr., $355. ‘39 club coupe, $300. Oana a. ae ‘2 oe) on CADILLAC-—’42 (62) sedanette, $1,200. j 
FORD—'48 Deluxe (6) 2-dr., $800. ‘47| ' Streamliner 4-dr., 835, '4 or- | CHEVROLET—'49 conv., $1,985; FL De- NC ’ ’ 7 5.’ 3 i 7 

SD (8) 2-dr., $925, ‘41 2-dr., $605, '39| pedo (8) 4-dr., $1,280. luxe 4dr, $1,960, $1,945 $1,925, $1,855, | BUICK—'49 Super pie, Se, | Rak a hl cman nel’? 

2-dr., $315. "37 2-dr., $145, | STUDEBAKER—"49 Champion club coupe,| 2-dr., $1,855, $1,760; SL Deluxe ‘club| Per Sedan, “a Toe Succes cca, | 2. ase. sedan,” $1,000; FM 
FRAZER—'48 4-dr., $830. $1,905. | coupe, $1,845. ‘48 FL aerosedan, $1,470, | 20427. $670, $720. (41 Special sedan, | RYSLER—'47 New Y 
LINCOLN—'41 4-dr., $490. | $1,420, $1,460. '47 FM 4-dr., $1,050; FL | ($540, $680. ‘37, Special sedi. 201.325: | FORD—49 Custom 8) 2dr. $1,300. 48 

, ~ ‘ ’ u J) i* 5 040, sUs 
MERCURY—'49 2-dr., $2,220. °39 4-dr., | VALDOSTA, GA. | Staem $10ib, $2180, "42 SD club coupe, | St é-dr., $1.760; FL 4-dr.. $1,780. "48| Deluxe 2-dr.. $1,250. ‘47 Deluxe 4-dr., 
OLDSMOBILE—’48 (66) 2-dr., $1,445, °46 (Tom Hewitt Auto Auction, Sale every $530, ‘$585, : ; Pi, aerosedan, $1,430, $1,545; FM sedan, ag ie “oh os. 03 46 | De- 

(98) 4-dr., $1,130. Friday, Prices are for sale of June 24.) | CHRYSLER —'49 Windsor 4-dr., $2,425, | $1;290, $1,405. "47 FM club coupe. $1.- | | okt (kh: Sie ene el obo. 
PACKARD 46 4-dr., $1,410. (Sold 150 units out of 270 offerings.) | DeSOTO—'41 Custom club coupe, $135. 100; sedan, $1,040, $1,180. 46 FM se- | Unie. 6555. re OE OO. tl 
PLYMOUTH—'48 4-dr., $1,200, ‘47 busi- | BUICK—’'49 Super 4-dr., $2,380; sedanette, | FORD—'49 Custom (8) 4-dr., $1,800, 2 at Gen, S500; SM cium coupe, vers; Sees. | PACKARD— 47 4-d $550 

ness coupe, $830. '39 4-dr., $360. $2,480, $2,220. '48 Super conv., §1,800.| $1,815; 2-dr., $1,820, $1.775, $1,676, $1,-| $395, $910. ‘41 sedan. $575, $455, $605. | Bo se Ot ery dr. $750. 

PONTIAC. 47 Streamliner (6) 2-dr., $1,-| "47 RM 4-dr., $1,325; Super 4-dr., $1,250. | 550, $1,440, $1,415; club coupe, $1,400, | $635; club coupe. $795, $550. 40 club | BONA UU AT SE A dr eo 

350. °46 Streamliner 4-dr., $1,110. ’41 | CHEVROLET—'49 SL Deluxe 4-dr., §1.855, | 2 at $1,560, $1,620; half-ton pickup, $1,-| COUP® $505; sedan, $500, $475, $395. | UU IAN t 16) Sode. $1,450; | Stream: 

(6) club coupe, $655. $1,825, $1,775; FL Deluxe aerosedan, 355, $1,310. °48 SD (8) 2-dr., $1,305, $615, $510; %-ton pickup, $355. | ’39| sane -dr., $1,835. '41 (6) 2-dr., 
STUDEBAKER_°49 Champion Regal De-| $1,860; 4-dr., $1,930, $1,810, $1,790. '48| $1,235, $1,205; club coupe, $1,310, 2 at| Dusiness coupe, $150; sedan, $490. $325.) 9ul. sy, ia | ee 

luxe 4-dr., $1,895; Deluxe 4-dr., $1,790,| FL aerosedan, $1,500, $1,400; FM 4-dr.,| §11325. °47 SD (8) 4-dr., $1,125, $1,150. 38 sedan, $255. ‘37 sedan, $250, $95, ALBANY, N. Y. 

‘at Gemmnnaer Ade. 9008, $1,350, $1,275; half-ton pickup, $900; FL | MERCURY—'49 4-dr., $1,780, ‘47 4-dr., | (,$115.. 34 business coupe, $57. | (Tim Anspach’s I 
MISCELLANEOUS—'42 International 1%- 4-dr., $1,320. ‘47 half-ton pickup, $810; $1,025, 2 at $1,060. ‘46 club coupe, $1,- CURTSLER—'46 sedan, $2,000. ’ Sale eve ‘y Mond >. fe ae bee oe 

ton truck, $400, FM 4-dr., $1,225, $1,100, $890. ‘46 FM 020, $1,025. F DODGE—'49 %-ton pickup, $1,280. 40 pod or ry Monday. Prices are for sale of 

2-dr., $965. '42 FL aerosedan, $630, | OLDSMOBILE—'47 (66) club coupe, $1,- | cG42n., $200, $480. 39 sedan, $330. (Market net 3 
MASON CITY. IA $620, ‘41 SD 4-dr., $675. 120. ; FORD—'47 station wagon, $1,105; sedan, a. w eee at lower than tast 
: 4 > HA. CHRYSLER—'49 Windsor club coupe, $2,-| PLYMOUTH—'49 SD 2-dr., $1,855; 4-dr.,| $1,110, $1,080. '46 club coupe. $960; se-| iF Gnome babes tinmed for clas 

(Lapiner’s Used Car Auction, Sale every 375. $1,895. '48 Deluxe 4-dr., $1,050. ‘46 SD Gon, Coe, Go0e. Ci sedan, See, To aunt sunk une "ane ne Coa 
Wednesday. Prices are for sale of June | DODGE —'48 Custom 4-dr., $1,300. °'47| club coupe, $815. | } — $130. an tale ee “— 53 sath oak of ge = Fags Sold 
29.) conv., $1,235 PONTIAC—’'49 Streamliner (8) sedane ve agg Mage ee a . 1CcK— 3 " ‘ 

(Market steady with new light models | FORD ——'49 (8) half-ton pickup, $1,320,| $2,435; (6) sedanette, $2,400. '48 caeae sedan, $365, $175, $200; business coupe, wee ats 7 Super 2-dr., $2,425, 4-dr., 

still bringing a premium, Sold 76 units $1,300; Custom (8) 2-dr., $1,700, $1,475; liner (8) 4-dr., $1,540. °47 Torpedo se- $130. ‘38 business coupe, $200, $160. $2,025. RM 2- oe om’: $1,610, Conv. ' 

out of 127 offerings.) (6) half-ton pickup, $1,227. ''48' SD| danette, $1,250. '46 Torpedo 4-dr., $905. | .37 Sedan, $250, $80. 35 sedan, $180.) = gy»40 gs! oo F.,, $1,850. °47 Super 2-dr.., 
BUICK—'49 RM 4-dr., $2,475, $2,450; Su-| 2-dr., $1,280, $1,210,’ $1,165; conv., $1,- | STUDEBAKER—'47 Champion Regal De- | ,,, 34 sedan, $85. '30 half-ton pickup, $135. | 311350. She. AS Super fede 5150. 

per 4-dr., $2,410, $3,310, '48 RM 4-dr.,| 100,’ 46 SD 2-dr., $1,020, $825. '42| luxe 2-dr., $1,175, ‘41 Champion 2-dr., | HUDSON Se on ee ee a en So 6 

$1,885, 47 RM sedanette, $1,290, '46| SD 4-dr., $660. ‘41 SD 2-dr., $600, $525.| $100. SStS. 20 sedan, 963. ‘St sedan, 063. | oameihAC—(62) 4-4 

Super 2-dr., $1,325. '42 RM 4-dr., $505. | ‘40 Deluxe 2-dr., $610, $460, '36 4-dr., | MISCELLANEOUS—'49 GMC %-ton pick- | NASH—'48 sedan. $945. mie 49 (68) Ga. mae” 
CADILLAC—'48 (62) 4-dr., $2,640. $355, $250, $200. | up, $1,450. OLDSMOBILE—'47 club coupe, $1,090, $1,- | (482,520. 47 (62) Conv.. $2,110. | 
CHEVROLET—'49 FL Deluxe aerosedan, | HUDSON—'49 Commodore (6) 4-dr.. $1,- | | 235, ‘41 sedan, $380, $560, °39 sedan, | "0 Meta Oe eetuxe 2dr. $1.- 

$1,970, $1,930, $1,885; SL Deluxe 4-dr., 650. '47 Commodore (6) 4-dr., $1,050. | UINCY ILI | $285, $335. °38 sedan, $145. ‘36 sedan, Gane $2140 van oy ial 2-dr., St. 780; 

$1,905. $1,885; club coupe, $1,885, $1,- | LINCOLN — '49 Cosmopolitan sport sedan, QUINCY, 4 | $100. oa : Bee ey Be Bw 

850, $1,790; Special 4-dr., $1,745; half- $2,200; conv., $2,200. (Charlie Thale’s Quincy Auto Auction, | PLYMOU TH 48 sedan, $1,210, $1,100. | $950: FM ‘aa rae - oo an Se Sa. 

ton pickup, $1,250, $1,230. ‘48 FL aero- | MERCURY—'49 conv., $1,775; 4-dr., $1,- | Sale every Friday. Prices are for sale of gsn0. 5210 ——~ ae Ls ong oon “aS10; 47 FI 2-dr., "gi S50 ‘S120, °31. Re 

’ 7 '47 conv ’ 340, $520. 8 . , $310; 4 : ,300, ' . " 
sedan, , $1.4 450, $1,430. 47 FL aerosedan, ms, *41 conv., $1,100. 40 4 ar., 9640. July a) O station wagon, $295. '40 sedan, $465, FM 2-dr., $1,110; SM 4-dr., $1,110, °39 
a ae $400, $475, $345. '39 sedan, $195, $270. MD _ Business coupe, $280. 
‘88 sedan, $210, $170, °37 sedan, $235. | DeSOTO—'48 Custom 4-dr., $1.525. 
'36 sedan, $145. ‘35 sedan, $20, | FORD— 49 Custom (8) 2-dr., $1,550. 46 
PONTIAC—'41 sedan, $330, $485. ean’ 'en oC; — Deluxe (8) 2-dr., 
STUDE c '47 club coupe, $1,140, ‘ 35 (6) 2-dr., $60. 
——_ 7 pe, $1,140. | pRAZER—'48 4-dr., $1,285 
erie Commodore (6) 4-dr., $310 
» . - 4 7 | MERCURY—'49 2-dr., $1,850: Conv., $1 
KANSAS CITY 920. "48 2-dr., $1.270, 46 Conv. $1,100. 
4-dr., $1,080. 





(Kansas City Automobile Auction. Sale : 
every Wednesday. Prices are for sale of | NASH—'49 (600) 4-dr., $1,720. 
June 29.) OLDSMOBILE—'48 (98) Conv., $1, =: 
(Retail market on clean late models (68) 4-dr., $1,310. '46 (66) Conv., 
very good, Sold 177 units out of 267 375; (76 2-dr., $1,240. 
offerings.) (Continued on Page 53, Col, 1) 
BUICK ‘49 Super conv., $2,432; 2-dr., | ~ . 
$2,382. ‘48 Super 4-dr., $1,555; RM | 


conv., $1,812. ‘47 Super 4-dr., $1,442; | 
club coupe, $1,225. 


CADILLAC——'49 (62) 2-dr., $3,572. 

CHEVROLET—-'49 SL Deluxe 2-dr., §$1,- 
857, $1,850. ‘48 SM 4-dr., $910, $905, 
$805, $802; FL aerosedan, $1,537, $1,512, 
$1,500, $1,495. ‘47 FM conv., $1,255; 


2-dr., $1,132; FL aerosedan, $1,292, $1,- | 
235. 
CHRYSLER—'48 Windsor 4-dr., $1,692. a 
DeSOTO—'49 4-dr., $2,150. '46 4-dr., $935 
DODGE—'49 4-dr.. $1,875. ‘47 2-dr., $1,- —__—_———— 


132, ‘46 4-dr., $650. "42 club coupe, 





FORD—'49 Custom (8) station wagon, $1,- 
585; 2-dr., $1,550; Standard (8) 4-dr., | 
$1,250. ‘48 SD (8) 2-dr., $1,232. °47 
SD (8) club coupe, $1,185, $1,170; conv., 
$1,125. 

KAISER—'47 4-dr., $765. 

MERCURY ‘47 #44-dr., $1,132; station | 
wagon, $1,057. 

NASH—’'46 (600) 4-dr., $1,162. 

OLDSMOBILE—'49 (98) conv., $2,625. '48 
(76) 2-dr., $1,580. 

PLYMOUTH—'48 2-dr., $1,200. ‘47 4-dr., 
$1,070. ‘46 4-dr., $860. 

PONTIAC—'48 (6) 4-dr., $1,660, $1,625; 
(8) 4-dr., $1,502; 2-dr., $1,775, $1,752, | 


| 
| 
| 


$1,625. 
STUDEBAKER-—'47 Champion 4-dr., $1,- 
230; 2-dr., $1,127 


Bi 


him | HORSEHEADS, N. Y. A ssive 
wheel when adjusting nsive makesh (Horseheads Auto Auction. Sale every ggre 

: r Friday. Prices are for sale of July 1.) bile 
to use LLME ed ig ele) t rer iP I i (Market somewhat better, Clean mer- ; 

chandise holding up very well.) f Automo 


mber } | 
ahah ssid ; , BUICK—'47 RM conv., $1,500, $1,560; se- Ss le “4 
‘a * wy ; danette, $1,395. ‘41 conv., $700; Special | th 4 SITVETY: 
hd 4-dr.. $790. a 
CHEVROLET ‘49 FL aerosedan, $1,825. , 
sted time Aa , mat 7 Tale] at ‘48 FM 2-dr., $1.380; FL aerosedan, $1,- 
510; SM conv., $1,480. ‘47 half-ton 

pickup, $570; FL aerosedan, $1,200, $1,- 
260, $1,265, $1,270, $1,280; FM club 
coupe, $1,130. ‘46 FM 4-dr., $1,005, | 
$1,030. ‘41 SD club coupe, $510, $880; 





Tou can st mos anh 7 ron a anal aeale 
anaes Be i : s 4-dr., $590; 2-dr., $510, $610; 1%-ton 
quipment acces y fe stake body, $290. °40 4-dr., $555. '39 
TT LO RING WHEEL CLAN Rae. 2-dr., $255. '3S8 2-dr., $300, °36 2-dr., 
: $215. 
CAS SHIMS in « 7 nail an Ol ae. ) DeSOTO ‘47 Deluxe 2-dr., $1,225. °46 
fies 4-dr., $1,135, 
i. 4 | a, . },] 
TOOLS and WHEEL 1v rf DODGE—’46 2-dr., $1,085. '39 4-dr., $260. 


FORD—'49 Custom (8) 2-dr., $1,525, $1,- | ™ 
645; club comune. $1,520; conv., $1,820. | Proven before the war-—— 


Ant) HN B E ve Mel a S | 1) a oar. s4ib; ddr. $475. ib 2dr. "$380, needed NOW more 
ASK FOR PTL CU eee LLL MOL 7 Sa 7. = in ee than ever! 
LINCOL! P -dr., $575 


LANSING 4+, MICHIGAN MERCURY—'49 club coupe, $1,780 ‘40 a B 7 
far, $325. 2 BOOKS 
OLDSMOBILE—'47 (98) 4-dr., $1,340, ‘46 
(78) 4-dr., $1,010. for 


ims EQUIPMENT:-- IT GIVES THE PLYMOUTH'47 2-0r.,- $1,230; 4-dr., $1,- one year’s work 


050. °42 2-dr., $505. ‘41 2-dr., $540; 


STEERING SERVICE MOTORISTS ASK _ FOR! $100’ “a7 4-ar., $100.9 | $1.95 
%$1,000. °38 2-dr., $279, "37 4-dr., $166. | . 


'36 2-dr. 0. | 
WHEEL ALIGNERS ND CORRECTIO DIOLS : aa a a eRe yg pe | eee 
Nein Zac eC ZC OO ch an oe MODERN 
obile Auto Auction, Sale eve - 
nesday. Prices are for sale ‘et Sane 29. ) SELLING METHODS, Inc. 


(Sold 27 units out of 60 offerings.) 
CHEVROLET—'49 FL 4-dr., $1,865, $1, a P.O. BOX 666—LOUISVILLE, KY. 


825. ‘48 SM 4-dr., $i, 450, $1,350, | 
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PLYMOUTH—147 SD 4-dr.. $1,350. ‘39 
Deluxe Business Coupe, $160. 

PONTIAC—'47 Streamliner (8) 4-dr., §$1,- 
100. 


STUDEBAKER—'48 Champion 4-dr., §1,- 
375 


PHILADELPHIA 


Harry D. Gilbert. Sale every Tuesday. | 
Prices are for sale of June 28.) 


(Prices slipped a litile. Sold 53 per- 
cent of offerings.) 

CADILLAC—'47 (62) 4-dr., $2,000. °46 
(62) 4-dr., $1,650. "42 (67) 4-dr., $835. 


CHEVROLET—'48 FL 4-dr., $1,310; SM 
club coupe $1,310. "47 FM conv., $1,325; 
conv., $1,325, $1,315; FL aerosedan, 
$1,270, $1,255; FM 4-dr., $1,220; SM 
club coupe, $1,110. "46 FM club coupe, 
$1,085, station wagon, $985. ‘42 SD 
2-dr., $520. ‘41 MD club coupe, $795, 
$680; 4-dr., $755; SD club coupe, $590. 
"40 SD 2-dr., $700, $500; 4-dr., $495. 

CHRYSLER—'48 Town & Country conv., 

DODGE—'47 half-ton pickup, $675. ‘46 
Custom 4-dr., $1,085. °41, business coupe, 
$390. '41 half-ton panel, $240. 

FORD—'49 Custom (8) 4-dr., $1,600. ‘41 
SD club coupe, $505. "40 2-dr., $150. ‘39 
4-dr., $225. 

HUDSON—'47 Super (6) 4-dr., $910. °46 
Super (6) 4-dr., $740. ‘41 club coupe, 
$300 


MEROCURY—'39 4-dr., $440. 
NASH—'49 (600) 4-dr., $1,750. 
OLDSMOBILE—'46 (78) 4-dr., $1,180. '40 | 
(98) 4-dr., $315. "37 club coupe, $210. | 
PLYMOUTH—'48 S.D. club coupe, $1,250. 
'40 business coupe, $330; 4-dr., $150. ‘39 | 
conv., $390. | 
PONTIAC—'49 Streamliner 4-dr., $2,300 | 
LM. ‘48 Streamliner 4-dr., $1,000 R. 


STUDEBAKER — ‘41 Commander 4-dr., | 


$225. R. 
DETROIT 


(Aptco Auto Auction, Sale every Wed- | 

nesday. Prices are for sale of June 29.) | 
(Market is very good with prices at | 
the right level. Sold 50 uni‘s out of | 
92 offerings.) 

BUICK—'47 4-dr., $1,100, $1,365, $1,510. | 
‘41 Century 4-dr., $410. 

CADILLAC—'49 (61) 2-dr., $3,075. ‘47 
(62) 4-dr., $2,125 

CHEVROLET—'49 business coupe, $1,759. 
‘48 FL aerosedan, $1,445, $1,450, $1,- 
460; FM 4-dr., $1,270. $1,300, $1,285. 
‘47 club coupe, $1,100. '40 4-dr., $475. 
*39 club coupe, $370. 

CHRYSLER—'42 4-dr., $440. 

DeSOTO—'48 conv., $1,795. 

DODGE—'47 4-dr., $1,185. '46 4-dr., $1,- 
030. '40 2-dr., $390. | 

¥FORD—'49 Custom (8) club coupe $1,530, 
$1,570. ‘47 2-dr., $910, $1,060. ‘41 2-dr., 
$700, $610, $410, $380; conv. $555. 

HUDSON—'41 2-dr., $230. 

MERCURY—'46 club coupe, $955. ‘40 
4-dr., $360. | 

OLDSMOBILE—'48 4-dr., $1,730; conv., | 
$1,775. '40 2-door, $310. 

PLYMOUTH—'48 2-door, $1,200. ‘47 club | 
coupe, $1,200. "42 4-dr., $385, $370. ‘38 | 
4-dr., $250. | 

PONTIAC—'48 4-dr., $1,600. ‘47 4-dr., | 
$1,300. '42 club coupe, $595. ‘41 club | 
coupe, $450. '39 4-dr., $365. 

STUDEBAKER—'46 half-ton pickup, $540. 


SOUTH BEND 


(South Bend Auto Auction Co. Sale| 





Rubber Association Offers | 


Tire Specification Data | 

NEW YORK.—The Rubber Man- | 
ufactures Assn. has released a dis- | 
play chart containing original | 
cquipment tire sizes and recom- 
mended correct inflation pressures | 
for all makes and models of auto- | 
mobiles for the period 1941-1949, | 
inclusive. 

This chart also contains cauticn- 
ary information concerning main- 
tenance of correct pressures in 
extra-low pressure tires and em- | 
phasizes that accurate air gauges 
are essential in maintaining proper 
inflations. 

The chart is a continuance of a 
campaign started last year by 
manufacturers, makers of tire in- 
flation equipment and tire market- 
ers to improve tire service and pro- | 
mote highway safety by making | 
available accurate information con- | 
cerning inflation pressures. | 


Canadian Financing 
Up Sharply Over °48 

OTTAWA, Ont.— Financing of 
sales of used motor vehicles showed 
the best record during May in Al- 
berta, where 1,400 units were 
financed, compared with 703 units | 
in May of last year, an increase 
of 99 percent in number. 

In order, financing of used pas- 
senger cars and commercial ve- 
hicles sales showed the following 
in May, with figures for May last | 
year being given in parentheses: 
Maritime Provinces, 1,361 (732), up| 
85.9 percent; Saskatchewan, 553 
(300), up 84.3 percent; Manitoba, 
666 (419), up 58.9 percent; Quebec, 
2,739 (1,752), up 56.3 percent; On- 
tario, 9,363 (6,057), up 54.6 percent; 
British Columbia, 1,460 (1,005), up 
45.3 percent. 





Used Car Auction Prices 


(Continued from Page 52) 
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Wave of Strikes Seen 





In Federal, State Jurisdiction 
BEDFORD SPRINGS, Pa. — A\| fall in the “twilight zone” 





every Wednesday. Prices are for sale of 

July 1.) 

(Old models off in price with newer 
cars in demand. Sold 49 units out of 
71 offerings.) 

BUICK—'48 Super station wagon, $1,325. 
’47 Super 4-dr., $1,400. ‘46 Super 4-dr., 
$1,245. ‘42 Super 4-dr., $660. 

oo ae 49 SL 2-dr., $1,855, $1,- | 
790; club coupe, $1,815; FL aerosedan, | i j 
$1,900. °48 FL aerosedan, $1,450, $1,460. | warned by William E. Grandy jr., 
"47 FL aerosedan, $1,305, $1,170. 46 SM | general counsel for the New York 

state labor relations board, in an 


2-dr., eie's ’41 2-dr., $440, $350, °37 
4-dr., $140, $75. address last week at th - 

DODGE—'49 Coronet 4-dr., $2,210; Way- ff edn Bow. 
farer 2-dr., $2,070; half-ton pickup, $950. 
'36 4-dr., $75. 

FORD—'49 Custom (8) conv., $1,900. ‘47 
SD (8) 2-dr., $1,035; 4-dr., $860. ‘46 
Deluxe (8) 2-dr., $920. °36 2-dr., $70. | 

HUDSON—’'48 Commodore (8) 4-dr., $1,- 
610. 

MERCURY—'49 4-dr., $1,800. 

NASH—’47 (600) 4-dr., $925. 

OLDSMOBILE—'49 (88) 2-dr., $2,565. 

PLYMOUTH—'49 SD 2-dr., $1,790; club 
coupe, $1,820. ‘48 SD conv., $1,450. °46 
SD conv., $1,185. 


cities of the nation unless Congress 
clears up a “twilight zone” of au- 


“The situation is so confused 


by God. If Congress fails to act, 
I don’t know how we'll be run- | arose 








Labor Relations Expert Warns of Mixed-Up Area 


and no- 
wave of strikes will sweep the| body knows who has jurtedietion, 
“Even if the parties. such as a 


thority between the federal and faith” Ee ‘said, te’ pr 


state labor relations boards, it was|where they stand in these twilight 
cases and no matter what happens 


—no matter which board finally 
acts—either or both may be hurt.” 


nual meeting of the Pennsylvania Grandy said a number of activ- 
er ce. y ities fell within the “twilight 
a which he added was grow- 
_| that we’re running by guess and sonctenliy a “enliéan oar 
He declared that when a dispute 
we n it might easily be settled 
ning—if at all,” he declared. without a strike if cilia the fed- 

Grandy explained that the fed-|eral or state board could step in 
eral board definitely had jurisdic-|and make an effort to settle it 
tion over labor disputes in all clear- But, he continued, because of the 


PONTIAC — ‘48 Streamliner 2-dr., $1,480. cut cases where interstate com-| mixed-up state of i “ 
’41 Streamliner 2-dr., $675. OLD AND NEW—Two views of the facilities |merce was involved and the state | tape” Seainhes so icmatet am a 


STUDEBAKER—'49 half-ton pickup, $1,-/|o Claude Nolan, Inc. (Cadillac-Pontiac- | boards had jurisdiction in intra-| result is bound to be a walkout 





235, $1,170; Champion Regal Deluxe club 


coupe. $1.860. ‘48 Champion Regal De- | White), Jacksonville, Fla. The first building | State cases, provided they were op- tit 


luxe ‘4-dr., $1,470, $1,410; Commander | was erected in 1910, five years after the late |erating in such a way that there AUTOMOTIVE NEWS WANT A 
, ’ ° | ‘ ‘ DS have 
Regal Deluxe conv., $1,630. ‘47 Cham- | Cjaude Nolan founded the company. The| Was no conflict with the federal | been proven the quickest, least expensive 








ion Regal Deluxe 4-dr., $1,350, $1,310, adam ~ | 
$1,305: Deluxe 4-dr., $1,280. | building was completely remodeled last win- board. But, he pointed out, there weet yon "/anar ae ‘oe what we wall 
WILLYS—'49 Jeepster, $1,150. ter. Connor Brown is president of the firm. ®re huge numbers of cases which | See the back pages of this issue. _ 





SPECIALISTS IN ALL TYPES OF STARTING 





Sa PEDAL STARTING hop 


ADDED SAFETY 


“Bendix 


STARTER DRIVE 


for Added Reliability... 


The extra safety of clutch pedal starting combined with the 
time-tested reliability of the Bendix* Starter Drive makes a 
sales combination that is hard to beat. Best of all, you can add 
clutch pedal starting at a lower cost with the Bendix Starter 
Drive than any other way. With a record of over 80,000,000 
installations, it's the best proved drive in the industry. In addi- 
tion, its compactness lets you mount starting motors almost any- 
where, giving greater flexibility of design. No matter which 
kind of engine starting you employ, specify Starter Drives by 
Bendix—specialists in all types of starting. *REG. U.S. PAT. OFF. 








ECLIPSE MACHINE DIVISION of 
ELMIRA, NEW YORK AVIATION ConPoRATION 
Detroit Office: 8-212 General Motors Bidg. 








é OPP pr. 


DEALER ASSISTS DRIVER TRAINING—School children of Melrose, N. M., are now receiving 
AAA driving instruction through cooperation of Max Meadors Co. (Chevrolet), Clovis, N. M 


E. F. Meis, sales manager, is shown presenting a car to Ray Lofton, superintendent of schools 


at Melrose. 


Rhode Island Begins Study 
Of Motor Vehicle Laws 


Rhode Island motor vehicle reg- 
istrar Laure B. Lussier has been 
named chairman of a state legisla- 
tive interim commission charged 
with the task of codifying Rhode 
Island motor vehicle laws. 

Joseph M. Connell, executive 
secretary of the Rhode Island 
Truck Owners Assn., was named 
vice-chairman of the study com- 


~ BIGGEST PROFIT-MAKING EQUIPMENT 
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Highways & Safety... 





engineering decisions, 
mended to the President’s High- 
| | way Safety Conference, was hailed 
» | by the national president of the 





UE H 
r “one of the most 
important sug- 
gestions emanat- 
ing from that 


mission, which plans to go over gathering.” 
Rhode Island’s present numerous 4% Stressing the 
laws relating to motor vehicles, CUT Oo i cee 
and to study the uniform motor in the oaininiee 
ne aensed which other states| tion of highways, Col. E. R. Nee- 
a | dles, who heads the ARBA, assert- 
No Self-Service ed that “it is high time we adhere 
A law prohibiting sale of gaso- to the sensible recommendations of 
line at self-service stations as a|*the conference's committee on en- 
public hazard has been approved | 8ineering to follow the advice of 


by Gov. Alfred E. Driscoll of New| men trained in the field of high- 
Jersey. ‘way engineering rather than the 





American Road Builders Assn. as | 





Urges Engineering 
Free of Politics 


os eae politics out of highway | pressure-directed notions of men in| 
wr, recom- | public office.” 


Directly quoting the safety con- 
ference report that “highway de- 
partments be vested with author- 
ity to establish ingress and 
egress on parkways and con- 
trolled access highways,” and 
that “such authority to be effec- 
tive should be deemed inviolate 
so that changes by special legis- 
lative act will not be made con- 
trary to the highway design,” Col. 
Needles emphasized the fact that 
in the states where this has been 
done there is an enviable safety 
record. 

It all boils down to good govern- 
ment and the demand of the tax- 
payer for good government, he said. 

om * * 


AGAIN backing up the report of 

the President’s safety confer- 
ence recommending “tenure of of- 
fice for public officials dealing with 





OF ALL DOESN'T COST YOU A CENT! 


Your Customers Buy it for You! 


“TOP Profit-Makers for Repair Shops—No Shop can afford to be 
without them!” Say Thousands of Shop Owners Coast to Coast! 


the “BEAR” 115-88 Service and No. 800 Merchandiser 








the Newest Profit-Makers . . 


HERE’S WHAT “BEAR” OPERATORS SAY: 


you don’t have fo toke our word for it 


BUD KOEPPEN, BUTLER, PA. “I owe 
my success to ‘Bear’ Equipment—! 
refer to my home as, ‘the house that 
Bear built’.” 
IVEY’S AUTOMOTIVE SERVICE, 
ATLANTA, GA. “The ‘Bear’ Alinement 
Division of my shop accounts for 75% 
of my gross business.” 


Cc. O. DUFFIELD MOTOR COMPANY 
FINDLAY, 
ment of our service shop compares 
favorably with ‘Bear’ Equipment as 
a@ money-maker for the investment 
required.” 

WEBER BROS., SKOKIE, ILL. “Business 
just comes in... and it keeps 7 ‘Bear’ 
Front-End Men busy.” 

J. lL. HORNING CO., KENT, OHIO 
“Our customer labor sales increased 
from a profit of 33% to 54% after 
installing ‘Bear’ Equipment.” 


FULLER ALINEMENT SERVICE, MEMPHIS, TENN 
“We are constantly increasing our personnel 
and facilities to take care of the ever-increasing 
demand for ‘Bear’ Alinement Service.” 
CHUCK’S BRAKE AND WHEEL SERVICE, SANTA 
ROSA, CALIF. “The backbone of my business is 


350 MILLION DOLLARS A YEAR IS BIG 
BUSINESS! That’s the kind of business 
America’s service shops are doing on 
ALINEMENT AND BALANCING SERVICE 
today! 


MORE OF THIS ALINEMENT AND BALANC- 
ING BUSINESS is being done on “‘Bear”’ 
Equipment than any other 
make! Operator preference 
for “Bear” is 2-1 to 50-1 over 
any other make. Get all the 
facts from your “Bear” Job- 
ber and it’s easy to see why 
“Bear” Operators say, “The 
biggest profit making equip- 
ment of all doesn’t cost you 
a cent!” 


cer pay for themselves while earning 
& BIG DAILY PROFIT besides. They, also, 
are second-to-none as BUSINESS BUILD- 
ERS to feed new business to every 
other department of your shop. 


With “Bear” you get everything! You 
get the INDISPENSABLE advantage of 
having your men TRAINED 
AT THE “BEAR” SCHOOL! You 
get the proven OUTSTANDING 
SAFETY SIGN... the “Bear” 
Sign to bring in business! 
You get the backing of 
NATIONAL ADVERTISING and 
complete business-building 
direct mail and newspaper 
campaigns. See your “Bear” 


the high volume of profitable jobs turned out 
on ‘Bear’ Equipment every day.” 

BILL ANDERSON’S SPRING SERVICE, INDIAN 
APOLIS, IND. “Service sales have increased from 
$300 per week to approximately $1,000 per day 
in the new Coliseum of Service.” 


Be a Safety Leader 
in Your Community 


fT PAYS! 


Use the Advertising and Educa- 
tional Materials provided by 
“Bear” to CASH-IN on “Bear's” 
National Advertising Program 






























OHIO “No other depart- 
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| traffic so that those technically 
| qualified will not be lost by politi- 
|cal change” and “adequate salaries 
|and training for traffic personnel,” 
| Col. Needles called attention to the 
| difficulty of getting engineers in- 
| terested in highway work. 

“Part of every governmental 
subdivision’s budget,” said Col. 
Needles, “is the highway budget, 
and among the worst kinks in 
highway departments is the lack 
of engineers. 

“One of the most potent reasons 
for this is that young engineers 
coming out of college shy away 
from the highway engineering jobs. 
| “Higher pay and job security for 
engineers make for efficiency in 
highway engineering and are an 
important part of the answer to 
highway safety.” 





+. * * 
Liquor Industry Eyes 
Drunk Driving Evil 

A program by the liquor industry 
to combat drunken driving and 
similar social problems caused by 
alcohol has been announced by the 
Licensed Beverage Industries, Inc., 
public relations agency for the in- 
dustry. 

The LBI said the program would 
include luncheons in communities 
throughout the country at which 
leading civic figures would be 
asked to take part in discussions 
on local liquor problems, Greater 
| support from liquor industry work- 
ers is another objective of the plan. 

+ + * 


Last Straw? 


Milwaukee May Charge 
For Curb Parking 


What is believed to be a novel 
method of permitting parking all 
night in front of a driver’s home, 
for a fee, has been suggested for 
Milwaukee motorists who cannot 
find a parking place in a garage. 

Thousands of drivers, it is 
claimed, now get permission from 
the police department each week 
for permission to leave their car 
on the street in front of their 
homes due to no parking space 
being available elsewhere. 

The parking fee suggested is $4 
per month, which is about the 
same as charged for indoor park- 
ing in privately-owned garages. 
Public garage fees are said to be 
several times that much. 

An assistant city attorney wrote 
to Charles S. Rhyne, general coun- 
sel for the National Institute of 
Municipal Law Officers, and asked 
for an opinion on all-night street 
parking. The reply was that “no 
city has yet attempted to collect 
a fee for the right to park on city 


streets at night.” 
+ * * 


| 





Safety Events 
July 18-20—Salt Lake City. Top 
management fleet supervisor 
training course — Montana State 


college. 
July 18-22—Logan, Utah, Teacher 
education course — Utah State 


Agricultural college. 

July 18-22—Brookings, S. D. Teach- 
er training course—S. D. State 
college. 

July 18-22—Bozeman, Mont. Fleet 
supervisor training course—Mon- 
tana State college. 

July 18-28 — Reno, Nev. Teacher 
training institute — University of 
Nevada. 

July 18-28 — Sacramento, Calif. 
Teacher training institute — Sac- 
ramento college. 

July 18-30 — Warrensburg, Mont. 
Teacher training course—Central 
Montana State college. 

July 18-30—New Paltz, N. Y. Teach- 
er education course—State Teach- 
ers college. 

July 18-30—Cortland, N. Y. Cort- 
land State teachers college. 

July 20-30—Albany, N. Y. Teacher 
training course. 

July 25-29 — Lexington. Teacher 
training course University of 

| Kentucky. 

July 25-29—Portland, Ore. Teacher 
education—Oregon State college. 

| July 25-29 — Ruston, La, Driver 

| training — Louisiana Polytechnic 
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Jobber today ...or write for 
copy of the NEW “BEAR” 
CATALOG. But do it today! “Bear” Mfg. 
Co., Dept. A-14,Rock Island, Illinois. 


institute. 

July 28-29— Bozeman, Mont. Top 
management fleet supervisor 
training course — Montana State 
college. 


"Lima Booklet 


Lima Electric Motor Co., Lima, 
O., has announced release of its 
new bulletin DB-1, which describes 
jin detail Lima gearshift drives, 
|electric motors, pedestal grinders 
and buffing and polishing lathes 


in the POST! You can 
become the recognized 
Safety Leader and pro- 
fit by BIG, INCREASED 
BUSINESS! 





Profit-making “Bear” Equip- 
ment like the new “Bear” 115-88, and 
the popular Dy-Namic Wheel Balan- 













Wheel Alinement and Dy-Namic Balancing... Headlight Testers... 
Brake Testers... Frame, Wheel and Axle Straightening. 


“BEAR” SAY SERVICE 


Trade Mark Reg. U. S. Put. Off” 
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bw WILEY, of Sellers & Wiley, 
Fort Worth, Tex., says there is 
nothing like “a walking, talking 
booster.” 

“Any merchant,” says Wiley, 
“who has a good reputation and a 
clientele of satisfied repeat cus- 
tomers has, to a great degree, his 
business future insured.” 

+ * * 
OUIS BAKER of Baker Auto 
Co., Providence, R. L, makes 
the same point when he says: 


Merchandising 


Memos to Dealers 
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By Bob Finlay 


if they |_ 
|}are adaptable to your dealership,” 


or make money for you 


he says. “However, you must use 

your best judgment, for they have 

plenty of unworkable ones that will 

break you in a short time. In other 

words, run your own business— 

take the good and leave the bad.” 
* * * 


Switch 


REVERSAL of typical classified 
headlines in Pittsburgh news- 
papers is pulling for V. H. Reagan, 





“The days of nostrums, false 
advertising and illicit dealings 
are gone. We make it a point to 
give the customer just what we 
promise him, and you can bet it 
pays in repeat business.” 

* * * 


What's It Worth | 
RANCISCO Motor (Nash), Mos- | 
cow, Ida., is using a smart ad 

to play up the features of the car 

he handles. His ad is headlined: 

“What is your favorite car in the 

low-price field?” The subhead says: 

“What would you give to have 

these exclusive Nash Airflyte Fea- 

tures Added?” 

Listed are unitized body and 
frame, four coil-spring ride, 
chrome nickel alloy motor block, 
built-in water heated intake man- 
ifold, uni-flow jet carburetor, 
twin’ beds, 29.1 miles per gallon. | 
Each feature is described, and at | 
the right is a column for sug- | 
gested estimates, | 
“Add up what it is worth to you,” | 
the ad suggests, and then points 

out that the Nash 600 delivers for | 

only $1,998 in Moscow. 


* * * 


Extra Service 
EING five miles from downtown 
Louisville, McMahan-Koch Mo- 
tors (Studebaker) is offering cour- | 
tesy cars free of charge while over- | 
hauling motors for owners, or 
painting their cars. 

The courtesy cars are chiefly ’41s, | 
and 42s, trade-ins, but in good me- 
chanical condition. Response to/| 
such advertising has been good and 
has brought in considerable repair | 
work from owners who need their | 
cars too badly to lay them up for 
repairs. 

* + * 


What They Want 


It sounds funny, but many | 
salesmen ignore what the cus- 
tomer wants and try to sell 
him something he doesn’t want. | 
Jack Zimballen, head of the St. 
Petersburg (Fla.) Used Car Deal- 
ers Assn., said the other day 
that “I don’t claim to be a super- 
salesman, but I personally sold 
11 used cars on my lot within a 
few days by the simple principle 
of selling customers what they 
wanted instead of something I | 
wanted to get rid of.” 

Zimballen claims that the cus- 
tomer is not only “right” but he 
knows what he wants. 

+ * * 





Realistic 
EORGE A. AVERITT, of Dora 
Motor Co. (Ford) and a direc- 
tor of the Automobile Dealers 
Assn, of Alabama, takes a realistic 
view of suggestions of factory rep- 
resentatives. 
“They nearly always have some 


good ideas, which if used will Save | 





Auto Stocks 
July 1 June 27 | 











PROVO ii csiss sissasies 47% 465 | 
QMO oo ssiésicecsccsiovese 3% 3% 
General Motors .... 56% 555% 
ee 11 10% | 
Kaiser-Frazer ........ 4% 4% | 
Nash-Kelvinator 12% 11% 
Packard ................... 3% 
Studebaker 17% 
. | ae % 
Willys-Overland ... 4% 4%6 
Average for — 
10 Stocks .............. 16.25 15.87 





a used-car dealer. 

Instead of saying he needs 1,000 
cars when there isn’t a used-car 
dealer in Pittsburgh who could buy 
that many, he advertised: 

“We do not need 1,000 cars... 







| 


we need 75 clean °46 to 
models , 


He got double the number of jobs 





he usually buys on the first 
morning. 

* * eg 
Allowances 





‘ Steps in Handling the 
Used Car Allowances” is the 
title of a used-car training film for 
Nash Motors’ dealers. The film will 
be followed later this month by 
another titled “Selling Used Cars.” 
The latest Nash films follow earlier 
release of six “new car training 
films.” 
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Super Pyro 
Super Power: 


send people ri 
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more effective 


not just 
Po ee cooling system of 8 car's 


-due to an exclusive USI. 
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NASH SPRINGFIELD IN SOUTHERN OH!|O—Headed by A. W. Dern, president, the deal 
has 26,30! square feet with 15,815 devoted to service and 9,200 for used-car sales. 


® |Kelsey-Hayes 


Boosts Net 


The Kelsey-Hayes Wheel Co. re- 


ported a net income of $3,677,809 | 


after taxes and all charges for the 
nine months ended on May 31. 

The income, realized on sales of 
$59,182,505, is equivalent to $5.95 a 
share and compares with $2,606,951, 
or $4.21 a share earned on sales of 
$52,704,977 for the nine months 
ended with May, 1948. 

For the quarter ended on May 
31, last, the net income was $948,- 
579, or $1.53 a share, against $669,- 
045, or $1.08 a share, for the May 


Pyro with any other 


its price range! 
protection of Super Pyro 


than that of most 


one or two, but 


freedom from odor! 





Safe—order 


Super posters 
upe 000 


Post will sell 


will sell 
times! That’s 


hat’s going to 
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|quarter a year ago. Share earn- 
| ings are based on combined class 
|A and B shares under the partici- 
| pating provisions. 

* : 


Continental Profit Dips 
In 6-Month Period 


Net earnings of Continental Mo- 
tors and consolidated subsidiaries 
for the six months ended Apr, 30 
amounted to $1,319,414 or 40 cents 
per share on the 3,300,000 common 
shares outstanding. This compared 
with $1,724,411 or 57 cents per share 
|in the like period last year in the 
| 3,000,000 shares then outstanding. 
Sales for the six months this year 
were $43,650,002, compared with 
$57,054,547 a year ago. 

C. J. Reese, vresident, stated that 
the company’s cash position on Apr. 
30 was $1,747,487 better than a year 
ago and inventories were down 
$2,736,649. 

“Approximately 85 percent of the 
inventory reduction was accom- 
plished in the Apr. 30 quarter,” he 
said. “Important reductions in ex- 
penses in recent months enabled 
the corporation to show a slightly 
improved margin of earnings to 
sales in the Apr. 30 quarter over 
the preceding three months, and on 
a par with the showing a year 





|}ago when sales were considerably 


higher.” 
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U. S. INDUSTRIAL CHEMICALS, INC. 
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ditioned by high-pressure  sales- 
manship to want the gadgets and 
doodads and improvements and 


refinements that make our life so} 


|easy and pleasant. 
Are our people jitery, beginning 


___ SERVICE SECTION 
_ Good Mileage? 
150 Miles a Gallon Sets 


Marathon Record 
ST. LOUIS.—Shell Oil Co.’s an- 








;canned mushrooms, but we want 
T IS THE wants and NOT the| them. We do not need such items of 
needs of the people that have gracious living as imported per- 


By James D. Woolf 


Tested Ideas for Small Business 


to spend their money cautiously? |nual “mileage marathon” has been 
The greater the need then for|won by R. J. Greenshield, director 

We have more wants than any /high-pressure salesmanship. Only | of the Wood River (Ill.) laboratory, 
other race on the face of the|by maintaining our standard of| who drove a 1947 Studebaker 149.95 
earth. We want a multitude of aids living can we uphold our high | miles on a gallon of gasoline to 





created America’s famed standard 
of living. 

Our needs are few: a half-dozen 
basic foods, a fire to cook our foods 


and warm our bodies, simple gar- | 


ments to clothe 
America’s Wants us, a roof over 


Have Been our heads to shel- 
Acquired ter us. 

We do not need 

such luxuries as ready-prepared 


baby foods, lobster paste and 


Sales ve 











nagers... 


| 


fumes and television and air con- 
| ditioning and a sterling silver cof- 
|fee set, but these are things we/| 
| want, 
| The biggest reason of all why 
| America is busy and prosperous is | 
|the multiplicity of our WANTS. | 
| Sixty million people are gainfully 
|employed today because we want 
|/so much more for easy, pleasant | 
' living than we actually need for 
our survival. 


| 
| 





| stant 


to luxurious living—-radios in our 
motor cars, frozen orange juice, 
vacuum cleaners, electrically- 
heated blankets, color cameras, in- 
cake mix, vacuum-packed 
coffee, vitamin-fortified dog food— 
aids that millions upon millions of 
other people in other nations are 


|only vaguely aware of. 


These wants of ours are ac- 
quired, were unknown to the 
cracker-barrel America of our 
grandfathers. We have acquired 
them largely because we have 
been exposed to a force that, 
more than any other single thing, 
has given America the highest 
standard of living in the world. 
That force is, of course, Amer- 
ica’s fabulous brand of salesman- 


level of prosperity and national 
well-being. 

The time for faith in the Amer- 
ican system is NOW. We look out 
upon a wonderful scene. 


'Morse Sells 50 Buicks 


'To Louisiana Gas Firm 

COVINGTON, La.—A. R. Bloss- 
man, Inc., Hydratane gas operator 
here, has ordered 50 Buick auto- 
|mobiles through Charlie Morse 
| Buick Co. for use by salesmen and 
|branch managers of the company. 
J. E. Sheehan, Buick zone man- 
|ager at Memphis, said this is the 
|largest single order ever handled 
| by the Memphis zone. 





| better the old record of 88.2 miles. 


| In establishing the new record, 
|Greenshield drove at an average 
| speed of 15 m.p.h., coasting on hilly 
|sections of the course, Every point 
of friction was carefully lubricated 
and the carburetor was adjusted to 
operate on a thin mixture, but no 
special gas-saving gadgets were 
| used. 

Greenshield, who won last year’s 
marathon,. getting 71 miles to a 
gallon, participated in a field of 
31 engineers of the company. 


Tuckahoe Deal Remodels 

McAndrew-Lace Pontiac, Tucka- 
hoe, N.Y., has remodeled its show- 
}room at 541 White Plains Rd. 


|ship—the salesmanship of the) 






|the ad writer, the easy-payment | 


| plan. 


——— 


bacrease Your 4- 


* * * 


RE YOUR sales a little off? Or, | 
+3 if not, do you fear they are 
| going to be? Have you been won-| 
dering if you should lay off a 


= e salesman or two? Are you thinking | 
with Wright SAF-2-DOR Locks (2 ctttine® aon “or “cutting “out, 
your advertising? 

Economists find business slumps 
hard to explain. But this much is 
obvious: a recession of business is 
simply a recession of the people’s | 
wants. 

Mom decides she can make out 
very nicely with her old ice box, | 
Pop concludes he doesn’t have to| 
have that fancy new trout rod| 
after all, and Junior doesn’t really 
need that promised color camera. 
“We'll wait and see.” says Pop. | 
“You never can tell.” 

If your community is jittery, or 
if you are guessing that maybe it 

















Overcome parents objection to 4-door cars by point- 
ing out that doors lock AUTOMATICALLY the instant 
motor starts. No one can leave or enter car while motor 
is running unless driver presses control button on in- 
strument panel. The Wright SAF-T-DOR Lock is vacuum 
operated, electrically controlled, completely automatic. 
Locks release instantly when igni- $ 5 5 
tion is turned off. Easy to install on 
any car. Comes complete with sim- LIST 
PRICE 





ple installation instructions. Doesn't 





interfere with regular latches. Model (Standard Dealer soon will be, 
4D2 locks rear doors of 4-door car. Discounts) rend ag ne eee. ny — 
errr www @wM @wM ww ewe ew 1 Salesmanship do: 1) You can | 
decide that) 


| ACCURATE TOOL & ENGINEERING CO. 


i 
America’s brand of salesmanship | 
j 640 10th St., San Diego 1, California | 


has lost its magic, and that you'd | 


mt 







AUTOMOTIVE NEWS WANT ADS have | Green-wood paneling, chartreuse- 


| traveling salesman, the canvasser, | been proven the quickest, least expensive | upholstered furniture and a slate- 


| the store clerk, the radio huckster, | method of reaching the men who want | i 
| : ’| what you have or have what you want! | colored floor give 


See the back pages of this issue. 


it the “salon” 





look, 


a 


AND ELIMINATE : 
TRANSCRIBING ERRORS 24 





Two of the three payroll postings are completely 
eliminated by the simple, easy-to-operate Paywrite 
system. Without changing the writing position, one 
posting completes all three forms . . . the Check (or 
Cash Statement), Earnings and History Record and 
Payroll Summary. Errors in transcribing figures are 
eliminated and payrolls are prepared in half the 











time ... or less. 


this coupon i better hole in and hibernate for | 

p i C) Please ship one set of 4D2 SAF-T-Dor Locks. the duration; or 2) you can decide | 

TO yay 4 j CO Please send complete information on all models. 4 that your best insurance is more | 
i and NOT less salesmanship. 

, CE a a 1 Let us not deceive ourselves. 
and Tide eL i } | Ours is a high-pressure economy. 
4-Door sales § ADDRESS i Take the pressure off and our | 

! city ZONE__ STATE 1 wants recede, our standard of liv- | 
em cee = ing deteriorates. 

A CSMEED pare SIGNATURE | But I see no sensible reason to 
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1 Copy.......... *10” 
2 to 10 Copies... *7*° each 


STEVENS-PECK, Inc., P. 0. Box 
GENTLEMEN: 


RUCKS! 


TRAILERS! 


Gives Complete | 
Title Information | 
On 


@ TRANSFER LAWS 

@ LIEN REQUIREMENTS 

@ SPECIMEN 
CERTIFICATES 

@ BILLS OF SALE 

@ ADDRESSES AND 

OFFICERS’ NAMES 


@ ALL CARS, TRUCKS 
AND TRAILERS 

for ALL 49 STATES, 
DIST. OF COLUMBIA 
and CANAL ZONE 



































1826, SALT LAKE CITY, UTAH 





take the pressure off; no reason, 
that is, but loss of faith on the 
part of American business in the) 
force—the highpressure force—that 
has done so much to make our | 
nation the most prosperous on | 
earth. 
* . 

OES THE reformed say it is a| 

social wrong to high-pressure 
our people? Wrong? Why? How! 
many of us—except the fellow 
traveler—would trade our way of 
life for any other on the face of | 
the earth? 

The American brand of sales- 
manship has given us cleaner 
teeth and enlightened hygiene. Is | 
that wrong? It has given us dozens 
of devices that have made elec- 
tricity the housewife’s servant. Is 
that wrong? 

It has given us sanitary plumb- 
ing and food that is safe against 
contamination. It that wrong? 
It has given us insulation and air 
conditioning and scientific heat- 
ing for our homes, Is that wrong? 

Is it likely that the American 
people will revert to the few ele- 

mental  neces- 

Now Is Time sities of life? Is 

For Faith in’ our capacity for 

Our System WANTS likely to 

become a shrunk- 
en thing? Nonsense! 

No sensible businessman believes | 
that. But it is not nonsense to 
believe that a substantial recession 
of our wants is probable if and} 
when we take the pressure off. 

Our standard of living is high 











Picgeae2at® PAYS FOR ITSELF 
Whether you have a large or small pay- 
roll, Paywrite quickly pays for itself in 
actual time saved, Paywrite ends time- 
wasting repetition of entries and saves 
“proving” time, too .. . for every entry 
is identical on all three forms. 


TRANSCRIBING ERRORS ELIMINATED 
One writing posts all three records and 
thus eliminates errors that are bound to 
occur when figures are copied from 
record to record. 


PAYROLL AND RECORDS ON TIME 
Paywrite helps you meet payroll dead- 
lines by cutting preparation time in 
half. When Checks (or Cash Forms) 
are ready, Earnings Record and Payroll 
Summary are automatically up-to-date 
+o ready for government reports or 
audit. 


Paasrit* \$ EASY TO OPERATE 


Clerical employees quickly learn to 
operate the Paywrite system from sim- 
ple instructions. Operator is always 
seated in a comfortable writing posi- 
tion. Standard forms and multiple load- 
ing of checks make operation simple, 
quick and efficient. 


WRITE TODAY FOR FREE DESCRIPTIVE LITERATURE 


(CATALOG RR-362A) 








Please send me copies of Peck’s Title Book. 





|mot because we are a race of su- 
perior human beings. We are not 
|}endowed at birth with a greater 
natural capacity for wants than 
our Pilgrim fathers or the African | 
savage. 

We have been educated and con- | 
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In the Hopper 


3-Year Driver Test Asked 
By N. Y. Police Chiefs 


A resolution urging reexamina- | 
tion of all motor vehicle drivers | 
in the state every three years was 


adopted by the New York State | 
Assn. of Chiefs of Police at its) 


annual conference. The same reso- 
lution also recommended that the 
state motor vehicle department be 
empowered to prohibit the 


one physically or mentally unfit. 

Other resolutions adopted recom- 
mended that the state education 
commissioner be urged to recom- 
mend that all high schools in the 
state establish a course in driver 
training; that training policemen 
be limited to established law en- 
forcement agencies and be kept 
free of commercial interests, and 
that all state, county and munici- 
pal employes be required to take 
loyalty oaths. 


Mass. Senate Kills Change 


In Labor Injunction Law 

The Massachusetts Senate de- 
feated a Democratic - administra- 
tion sponsored bill, previously 


passed by the house, which would 
have outlawed the use of injunc-|/ 


tions in labor disputes, unless em- 


ployers seeking such court action || 


could produce a certificate from 
the Massachusetts commission of 
mediation and arbitration showing 
that management had exhausted 
all other possibilities of ending the 
strike. 

* * 


500 Haulers Benefit 
From Wis. Load Move 


Action by the Wisconsin legisla- 
ture in relaxing legal regulations 
on truck weights will affect about 
500 dump truckers and milk tank 
haulers in the state. 

The legislature took final action 
on a bill which resulted from the 
difficulties in which many haulers 
found themselves as a result of 
recently intensified enforcement of 
truck weight laws under the 1945 


“bridge formula.” 
eo 


Illinois Kills Tax | ee 


On Gas and Repairs 


The Illinois bill requiring a 2 
percent tax on all building con- 
tractors, all manufactured arti- 
cles made on special order and 
on all repair work has been 
killed by the senate. 

A test vote has indicated that 
the bill to increase the state gaso- 
line tax from 8 to 5 cents per 
gallon is dead for this session. 

Illinois trucks are now required 
to use as warning devices, not 
less than three red emergency re- 
flectors conforming to the specifi- 
cations prescribed by the Inter- 
state Commerce Commission, ac- 
cording to a bill just passed in 


both houses of the legislature. 
. 


2 Truck Leating ‘Bills 
Advance in Ohio 


The Ohio house has passed two 
bills dealing with the loading of 
commercial vehicles. One sets up 
a graduated scale for more rigid 
penalties for overloading of trucks, 
ranging from a fine of $25 for any 
fraction of overloading for the first 
2,000 pounds up to a maximum pen- 
alty of $25 plus $2 per 100 pounds 
for all overweight in excess of 10,- 
000 of overload or a 30-day jail 
sentence or both. 

The other increases from 18,000 
to 19,000 pounds the maximum axle 
weight for trucks, while maintain- 
ing the maximum overall weight 
of 78,000 pounds. 


Wis. Truck Levy 


Assembly Tables wade 
Of Ton-Mile Tax 

A Wisconsin bill, 

have repealed the 

tax and substituted 


ton-mile truck 


tabled bythe assembly. 
Under the measure, the 


weight truck group would have had | 


to pay about 80 percent of the 
taxes. It is said that the large 
trucking companies wanted the 
ton-mile law repealed, since most 
of the taxes are now being paid by 
the operators cf big trucks. 
Under the present law, it is 


issu- | 
ance of a learner’s permit to any- | 


which would | 


it with fees | 
ranging from $15 to $900, has been | 


middle- | 


{claimed that 92 percent of the 
trucks are tax-exempt. One assem- 
|blyman said the proposed measure | 
| would have avoided many evasions 
|of the tax, while another said the 
| large firms are trying to drive the | 
little ones out of business. 

| The bill that would have repealed 
|the reciprocity agreement for li- 


been tabled. 
* * * 
Drunk Tests Rejected 
A bill to set up standards for 
drunken driving tests was defeated 
| by the 


yn 





censing interstate trucks, has also} 


_Wisconsin assembly. It 


THE 





|would have set a standard of .15| 
| per cent alcohol in the blood as the 
| amount indicating drunkenness. 
|Proponents argued for the bill as 
ja highway safety measure, but | 
|}opponents contended such _ tests 


were inclusive and varied with each | 


| individual. 
* * * 


Mechanic Licensing Law 


Is Sought in Texas 


A state licensing law for auto- 
|mobile mechanics will be sought 
|by the Texas council of the Inter- 
national Assn. of Machinists. 
| The council went on record at its 
semi-annual convention as favoring 
a licensing law in order to “prohibit 
unqualified men from doing work 
on trucks and automobiles.” 


A resolution approved by the 


TO CONFUSE 


@ The new KRW FASTCHARGER is the simplest and most effi- 
cient on the market, regardless of cost. It has only a single meter 
to watch ... all unnecessary gadgets have been eliminated. It oper- 
ates off any 110 volt lighting circuit. Current draw 9 to 11 amperes. 


The KRW FASTCHARGER has a new electric timer which is fool- 


proof in operation ... it automatically discharges, 
fast charges, slow charges, and then shuts off com- 
pletely. Quick battery tests can be made at any time. 
The customer can be shown the exact condition of 
the battery on the easily understood meter dial. 


After FIVE MINUTES discharging and charging 
the METER shows the condition of the battery and 
whether or not it can be charged, or is worth 


charging. After that 


decision is made...if you 


want to charge it, proceed again in the same man- 
ner and recharge for 55 minutes, then a test can 
be made to see if the battery is fully charged, 
by means of the BUILT-IN, DISCHARGE, 


TEST UNIT. 


This charger has all and more features than 
any HIGHER PRICED charger. Our illus- 
trated circular will convince you. Our 24 
years reputation is your guarantee. 

The KRW FASTCHARGER is the last word in 
battery charging equipment. It is built of the fin- 
est materials and incorporates all the latest quality 
features. It will give years of highly profitable 
service. Order one today. No. 778, KRW FAST- 
CHARGER, $130.00 F.O.B. Factory, Arcade, N.Y. 


Shipping weight 90 lbs. Authorized service avail- 
able in all principal cities. 






AND A 


NEW 
KRW 


WALL-TYPE, 
SIX AMPERE 


BATTERY 
CHARGER 








and aircraft 


New, Heavy-duty Charger handles one to 
twelve 3-cell batteries or equivalent. Ideal 
for safe charging of all types of car, truck 
atteries, tat 

construction features, Write for descriptive 
literature. Low Price for 110V,60 cycle onl 
$39.00 F. 0. B. Factory, complete with 
bulb, wiring connectors and terminal leads. 
Prices for other power requirements will 
be furnished on request. 


FULLY 


KRW... 






| delegates, numbering 116 from all | 

| parts of the state, pledged to bring | 

ie the attention of the next legis- 

lature the _— for a rats law. | 
+ 


Del. Repeals Labor Act 


A bill to repeal Delaware's re- 
strictive state labor relations act 
of 1947 has been signed by Gov. 
Elbert N. Carvel. A court test to 
| determine the repeal’s validity is 
| expected. 


Illinois House Defeats 
Gas Tax Increase 


The Illinois house has killed a} 


bill for a five-cent-a-gallon gaso- 
line tax, a two-cent increase over 
the present rate. 

The senate previously had passed 
the measure. Opponents of the in- 


GUARANTEED 


a Flip 







test design and 






215 MAIN ST.-: 


F.O.B. ARCADE, N.Y. 


- | 


OE RT 


BUFFALO 3, N.Y. 


GL aa 


BIGGEST DOLLAR VALUE ON THE MARKET... 
Simple, Foolproof tu Operation... ONLY ONE METER DIAL TO 
WATCH, ONE TIMER SWITCH TO SET, NO NEEDLESS GADGETS 
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crease contended that the bill 
lacked sufficient details as to how 
| ae increased revenue would be 
used. 


| Wis. Legislature Passes 


| Bill Defining Intoxication 

The Wisconsin legislature has ap- 
|proved a bill defining an_ intoxi- 
|cated driver as having .15 percent 
| alcohol in his blood. 

According to the bill, courts may 
use blood, urine, breath and saliva 
tests to determine the driver’s 
sobriety. 

* * * 


Illinois Drivers Licenses 


Raised From 50 Cents to $1 


| Driver License fees in Illinois 
have been raised by the legislature 
from 50 cents to | one dollar. 
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AU prices subject to 
change without notice. 
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But Compulsory Insurance Draws Snub .. . 





States Tighten Liability Rules 


NEW YORK. — Increasing inter- | viding for revocation or suspension 
est by state lawmakers in legisla-|of driving privileges of persons in- 
tion designed to protect the public | yolved in accidents who are unable 
aicuariots .eo ‘tae |to demonstrate their ability to set- 
of developments in state legislative tle anancial Gamages growing out 
sessions throughout the country of the accident, were passed by the 

jlegislatures of Florida, 


this year. ’ 
New or more stringent motorists’ |Oklahoma and Tennessee in contin- 


financial responsibility laws, pro-|uation of a trend which has seen | 


Quantity 


PRODUCTION. 
ri ee 


GREY IRON CASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 
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THE WHELAND COMPANY 


FOUNDRY DIVISION 


AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 


Le Vie ela ake: 


a 


TURN “FREE AIR” INTO PROFITS 


Sure, you can give free tire in- 
flation service without benefit § 
ca —but it’s good business to find (] 
AiR. out how Eco Tireflators and 
a Eco’s Balanced Inflation program attract 
new customers—turn “free air” into impor- 
tant profits! Remember—more low pressure 
ScrTT) tires every day mean more opportunities to 
i" cash in with Balanced Inflation. Choose 
im from a complete Eco line. Each model has 
Eco’s porcine calibration; factory- 
sealed, tamper-proof housings; 5 to110 
pound service range and many other 
exclusive features that assure fast, 
efficient, Master Gauge accurate 
tire inflation service! 





Nevada, | 


this type of legislation 
steadily in the last dozen years. 

Bills for new or tighter finan- 
cial responsibility laws were still 
pending at this writing in some 
states, including Connecticut and 
Texas, but were rejected in a 
number of others, including Ar- 
kansas, Delaware, Maine, Mon- 
tana, Rhode Island, South Dakota 
| and Vermont. 


cle liability insurance, such as is 
|operative thus far only in Massa- 
chusetts, was unsuccessfully pro- 
posed this year in the legislatures 
of a number of states, including 
Delaware, Florida, Nebraska, New 
York, North Dakota and Oregon. 


Several other approaches to the 
problem also were proposed, in- 
cluding plans suggested in some 
states for unique types of legisla- 
tion not heretofore considered. 

Under a new Florida law, effec- 
tive July 1, persons at fault in 
motor vehicle accidents will have to 
pay the damages and show ability 
to pay them for other accidents 
during the next 12 months or lose 
their driving privileges for a year. 

The new Florida act replaces a 
less stringent law under which 
drivers at fault in accidents had 
to show ability to pay damages 
only for second and subsequent ac- 
cidents. Requirements as to the 
amount of financial responsibility 
remain the same. Drivers at fault 
in accidents will have to show 
ability to pay $1,000 for property 
damage, $5,000 for death or injury 
to one person, $10,000 for death or 
injury to more than one. Liability 
insurance policies for such amounts 
will meet the act’s requirements. 

Nevada’s legislature approved a 
bill to require drivers involved | 
in accidents causing personal in- 
jury, death or more than $100 
property damage, to show finan- 
cial responsibility for damages in 
the same amounts as called for 
by the Florida law. Penalties for 
failure to comply with the Ne- 
vada measure range from for- 
feiture of the driver’s license to 
possible fine and jail sentence. 

A model motorists’ financial re- 
sponsibility law was passed by both 
branches of the Oklahoma legisla- 





Outright compulsory motor vehi- | 
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| 


|}motor vehicle financial 





ture. It provides for revocation of | 
drivers’ licenses where drivers are | 
involved in accidents resulting in | 
personal injury or more than $100 | 
property damage unless showing of | 
financial responsibility is made. 

Tennessee has a new law, effec- | 
tive July 1, under which any motor 
vehicle operator involved in an ac- 





|}in the motor vehicle liability insur- 


injury or property damage of $100 
or more will have to demonstrate 
financial responsibility to pay all 
claims, or his operator’s license and 
registration plate can be taken 
away. 

A bill increasing from $1,000 to 


spread | $5,000 the amount of insurance 


for property damage required as 
proof of financial responsibility 
under the state’s motorists’ finan- 
cial responsibility law was en- 
acted by the New York legisla- 
ture. Another bill enacted in New 
York exempts policemen from 
financial responsibility require- 
ments when the policeman’s du- 
ties require that he operate a 
motor vehicle, 

Nebraska’s legislature passed a 
bill providing that under the state 
responsi- 
bility act, payment of a damage 
claim by an insurance company 
frees both drivers from posting 
proof of financial responsibility. 

The North Dakota legislature re- 
quested its legislative research 
committee to conduct an interim 
study into the feasibility of the 
state’s setting up a compulsory 
motor vehicle liability insurance 
program. 

A new Rhode Island law requires 
motor vehicle drivers under 18 
years of age to furnish proof of 
financial responsibility and makes 
their. parents or guardians sign 
statements of responsibility for 
their negligence. 

Still before the New Hampshire 
legislature at this writing was a 
bill which would require a showing 
of financial responsibility as a pre- 
requisite to obtaining a driver's 
license. Under present Naw Hamp- 
shire statutes, the car, not the 
driver, is insured and the insur- 
ance is not mandatory upon drivers 
not involved in accidents. 

The proposed legislation, if en- 
acted, would be the first in the 
nation placing the insurance on 
the driver. The plan was drawn 
up by Deputy New Hampshire 
State Insurance Commissioner 
Simon M. Sheldon. 

A bill introduced in the Ohio 
legislature would create a_ state 
insurance fund to compensate indi- 
viduals injured, as well as for the 
dependents of those killed in traf- 
fic accidents and provide compensa- 
tion for property damage resulting 
from such accidents. Under the 
measure, motorists would be re- 
quired to register with a three- 
member board and contribute to 
the fund at the rate of $30 per 
year for a commercial vehicle and 
$15 for a noncommercial car. Rates 
would be fixed by the state indus- | 
trial commission, 

Wisconsin’s legislature rejected a | 
bill which would have put the state | 


ance business. The bill proposed 


SERVICE SECTION 


Auto-Lite Lamp 
Said to Improve 


Driving Beam 


TOLEDO. — Development of a 
}new sealed-beam headlight unit, 
featuring a _ specially designed 
|“Bulls-Eye” lens which is said to 
|have marked lighting advantages, 
|has been announced by Royce G. 
| Martin, president of Electric Auto- 
| Lite Co, 

| The new unit, now available for 
|both original equipment and the 
|}replacement market, delivers a 
|driving beam of higher intensity 
|than previous Auto-Lite units. 

“We have worked out a method 
of picking up the unreflected light 
from the bulb filament and pro- 
jecting it into the main headlamp 
beam,” Martin said. “This gives us 
}a driving beam of higher intensity. 
But, because the increased candle 
power of this beam is controlled 
through the ‘Bulls-Eye,’ it does not 
place an additional burden on the 
approaching driver.” 

Martin said that other features 
of the Bulls-Eye lamp include a 
new aluminized reflector which 
whitens the light and keeps it 
| white, and a new method of sealing 
the glass lens to the metal back 
of the unit. 


The product is described as being 
particularly light in weight but 
rugged in construction, with the 
added feature that the unit will 
continue to operate even though 
the lens is cracked or broken. 

According to Martin, it has been 
approved by the highway depart- 
ments of all states where approval 
is required. 








Use of Battery ‘‘Dopes”’ 


Scored as Valueless 

NEW YORK.—Warning came 
last week from the Automobile 
Club of New York against the 
use of battery “dopes” to charge 
or rejuvenate the action of car 
batteries. The club advised car 
owners that tests by the Na- 
tional Bureau of Standards have 
shown that there is little value 
in such preparations despite 
claims by manufacturers. 

Most battery dopes contain 
magnesium sulphate, commonly 
called Epsom salts, or sodium 
sulphate or both, it was said. 
Should there be any impurities 
in the solution, they may prove 
definitely harmful to the battery, 
it was added. it was pointed 
out that years of research have 
produced no better electrolyte 
than the sulphuric acid used in 
most batteries. The addition of 
a battery dope automatically 





that the state provide $100,000 as 
a reserve fund to start the drivers’ | 


cident resulting in personal injury | insurance plan. 


or damages of more than $50 will 
have to show financial responsi- | 
bility up to $1,000 for property | 
damage and $10,000 for injuries. | 
Failure to prove the required finan- 
cial responsibility, through an in-| 
surance policy, bond or cash, will | 
result in loss of drivers’ and motor | 
vehicle registration licenses. 

Pennsylvania’s legislature post- | 
poned until Feb. 1, 1950, the effec- | 
tive date of a stringent financial | 
responsibility law originally enacted | 
in 1945 to become effective July 1, 
this year. Under the act, drivers | 
involved in accidents causing bodily | 


Oil Firm Denies | 


FTC Charges | 
WASHINGTON.—Charges of mis- | 
representing the origin of motor | 
oil were denied in an answer filed | 
with the Federal Trade Commis- | 
sion here last week by Debrol 
Products Corp. and its wholly- 
|} owned subsidiary, Tri-O-Lene Oil 
|Co., both of Chicago. 
The respondents deny having | 
|falsely represented, through the} 
| use of the names Cert-O-Penn and 
|Pennolene, that the oils so desig- | 
|mated are refined entirely from 
| crude oil produced in the Pennsyl- 
vania oil field. Also denied is the 
charge that the term “Cert” in the | 
brand name “Cert-O-Penn” false- | 
ly represents that the product has 
been certified by some official or 
recognized agency or laboratory as | 
to its quality, value and efficacy. 
The answer further denies that 
Andrew O. Blasney, president of 
Debrol, is responsible for the cor- 
| poration’s practices. 


















FRONT OR REAR 
chrome. 


coast to 


Cello Ford Fender Guard has 
exclusive bracing which takes 
vibration and flutter out of 
ends of the bumper bar. 
Gives needed protection to 
exposed areas of front and 
rear fenders. List price: 
$12.50 pr. (front or rear) 


vent 






CELLO TRUCK GUARDS 


uprights $8.75; dual rail $22.00. 


am 


Save Costly Repairs with 
GEEZ) DELUXE GUARDS Jen 


Absolute protection for grille 
and trunk. Beautifully cus- 
tom styled. 
stallation. At leading dealers 


front $19.95; rear $22.50. 


INTERCHANGEABLE FORD ™"<‘*"" 
FENDER GUARDS _BS 
FOR . (a 
FRONT \{ 
OR 
REAR Beauty! 





Patented spring clips permit 
speedy mounting and detach- 
ing. Hold plate securely, pre- 


frame without use of screws. 
List price: $2.25 pr. 


America’s sturdiest protection for 
grilles, fenders and lights. Custom 
styled. Chrome. List prices: single 


voids the battery manufacturer’s 
guarantee. 4 
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Guaranteed 
5 to 8 minutes in- 







coast. List prices: 
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ODUCTS COMPANY 


East Boston 26.Mass. 
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SERVICE SECTION 





for the week ended July 1 set a 
new high for the second consecu- 
tive week. Sales of new cars 
climbed to 1,549, an increase of 
8 percent over the high preceding 
week. Sales of used cars were 2,387, 
that’s less than 1 percent below 
the week before and 19 percent 
ahead of the corresponding week 
of last year. 

New-truck sales were 90, up 17 
percent from last week’s low level. 
Used-truck sales dropped 17 per- 
cent from the preceding week. 

* + + 


a expect the new-auto 
sales peak to come in July if 
it was not reached in June. In 
addition to wondering when, they 
are also speculating on how much. 

The target is, of course, the half- 


Safety Pledges 
For Teen-Agers 


Pushed by PAA 


HARRISBURG, Pa. (UTPS).— 
Pennsylvania’s new-car dealers are 
being polled by the Pennsylvania 
Automotive Assn. on whether they 
would conscientiously endeavor to 
put into effect the unique goodwill 
“Man-to-Man” and “Dad-to-Daugh- 
ter” program, 

C. S. Klugh, manager of PAA, 
explained that the agreements 
carry the signature of the youths 
and their fathers, and outline the 
good driving practices which the 
young drivers pledge to observe 
while using the family car. 


In announcing details for the pro- 
posed program, Klugh explained 
that “Vacation time is here... ‘the 
green light’ for thousands of our 
teen age sons and daughters to 
take to the highways. 


“As you know,” he continued, 
“the answer to our greatest prob- 
lem of today rests with our cus- 
tomers of tomorrow—these young 
drivers. 


“To help overcome this problem, 
and impress upon young drivers 
their responsibility to observe good 
driving practices at all times, vari- 
ous groups interested in the pro- 
motion of highway safety activities 
now have the opportunity to utilize 
a new educational approach,” 
Klugh said. 

Stating that the inauguration ana 
maintenance of the “Man-to-Man” 
and “Dad-to-Daughter” program is 
very simple, the PAA official ex- 
plained that, “any one of your em- 
ployes could be assigned to handle 
the details, and other groups in 
your community, as well as news- 
papers and radio stations will be 
glad to cooperate.” 






Texas Stiffens 


Regulations on 
Weight Limits 


AUSTIN, Tex.—All Texas high- 
way department offices and tax col- 
lectors of the state have been 
advised of changes in highway 
traffic weight regulations, enacted 
by a recently passed bill, D. C. 
Greer, state highway engineer, re- 
ports. 

Greer said that under terms of 
the legislation, all equipment trans- 
porting extra-heavy non-dismantle- 
able loads will be required to obtain 
registration for the maximum gross 
weight applicable to the carrying 
vehicle, but in no event to exceed 
48,000 pounds, or 18,000 pounds per 
load-carrying axle. 

Equipment whose empty weight 
exceeded the maximum has for 
several years been allowed to op- 
erate under permit without regis- 
tration, Greer said. All such equip- 
ment under the new law, he pointed 
out, must now be registered. 

He said that vehicles which ex- 
ceed the legal 96-inch maximum 
width and which have heretofore 
operated under permit will also be 
required to register. An identifying 
license plate will be issued to the 
registrants. 

All equipment moving on Texas 
highways, except farm implements 
and construction equipment, must 
now be registered. 





Car Sales Stay Brisk 


Year’s Peak Seen Possible During July; 
May Total of 435,000 Likely 


(Continued from Page 1) 
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million mark. Only once, in May, 
1941, has the industry sold that 
many new automobiles in a single 
month. Whether or not the record 
figure of 514,478 new cars will be 
topped is a moot question. 

The second quarter of 1941 
was a period that new-car deal- 
ers will long remember. In addi- 
tion to the 514,478 new-car sales 
in May of that year, there were 
488,460 new cars sold in April and 
443,470 sold in June. 

The entire year of 1941 was sec- 
ond only to 1929 in the matter of 
new-car sales while 1948 was the 
third-best year new-car dealers 
have ever enjoyed. 

In 1929, the total was 3,880,206, 
while in 1941 it was 3,731,166 and 


in 1948, 3,490,952. 
.-s *% 


N BOTH 1929 and 1941, second- 

quarter sales were the determin- 
ing factors in making those years 
such banner selling periods. In the 
second quarter of 1929, 1,322,205 
new cars were sold while 1,447,408 
were sold in the second quarter of 
1941. 

The second quarter of this year 
gives every indication of having 
compared favorably in this re- 
spect. It is probable that more 
than 1,250,000 new cars were sold 
in April, May and June of this 
year. 

The total for the first half of the 
year was more than two million 
new automobiles and has put deal- 
ers in a position to shoot at a mark 
of four million new-car sales for 
the year. 


Pesco Realigns 
As New Plant 


Nears Completion 


CLEVELAND.—Additions to the 
executive personnel of the Pesco 
Products division of Borg-Warner 
Corp. have been announced as the 
division pushes toward completion 
its new production plant and re- 
search laboratory near Cleveland. 

The naming of John A. Lauck 
as vice-president tops a list of new 
appointments by R. J. Minshall, 
president. Lauck, who has been 
chief engineer of Pesco’s pump di- 
vision for the last four years, will 
assume his new post immediately, 
several months before the sched- 
uled start of operations in the com- 
pany’s new $2,650,000 plant. 

D. A. Sutherland, formerly Pes- 
co’s eastern sales manager for in- 
dustrial products, is now industrial 
relations manager. He will be suc- 
ceeded in his previous managerial 
position with Pesco by G. V. Pat- 
rick, formerly executive vice-presi- 
dent of the Cleveland Automatic 
Machine Co. 

Another appointment is that of 
Frank R. Canney as sales engineer 
in charge of Pesco’s sales activities 
with the airline companies. 

Pesco’s entire manufacturing and 
research equipment is to be moved 
from the company’s present loca- 
tion at 11610 Euclid Ave., Cleveland, 
to the new 35-acre site in Bedford 
township. General expansion in the 
aircraft and other manufacturing 
fields dictated the need for an 
efficient new production plant, com- 
pany Officials said. 


Dealer Aids Kids 


Mathis Gives Playground 


To Help Safety 


ATLANTIC CITY.—Mathis Motor 
Co, (Studebaker) has donated a 
300-by-75 foot lot to West At- 
lantic City residents for use as a 
playground and baseball field, as a 
contribution to the traffic safety 
program, 

The lot adjoins the Mathis Motor 
branch at E. Verona and Toulon 
Aves. High speed traffic on Verona 
en route to Atlantic City makes 
this a particularly dangerous area 
and an excellent spot for a play- 
ground which will keep youngsters 
away from the street. 

L. Edison Mathis, president of 
the company, made the presenta- 
tion at a meeting of the borough’s 
Taxpayers’ Assn. 








AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
; and sales every week. 








HAS LARGE SERVICE DEPARTMENT—Here is the new home of Wassman Bros. (Dodge) 


on the Orchard Park Rd. south of Buffalo. 


The showrooms feature deep display windows 


and a glass door, providing an excellent view of the interior. 


Fremont Rubber Makes 


Grease-Resistant Tile 

FREMONT, O.—Demand for a 
grease-resistant rubber tile is said 
to be satisfied with the development 
of a new tile made by Fremont 
Rubber Co., 130 McPherson high- 
way. 

“Ideal for auto buildings,” the 
announcement said, “this non - ab- 
sorbent, easily-cleaned Fremont 
Rubber floor tile is grease-resistant 
throughout, A sample of the tile 


can be placed in a bottle of oil and 
it will not swell nor absorb any 
of the oil.” 


K. C. Golf Draws 180 


KANSAS CITY.—More than 180 
persons attended the annual golf 
tournament and dinner sponsored 
by the Motor Car Dealers Assn. of 
Greater Kansas City. William L. 
Gillmor (Pontiac-Cadillac) Inde- 
pendence, Mo., captured the golf 
prize with a 79 for eighteen holes. 
















... for the LADIES 


Custom-Built Line 


person responsible 


and solid brass lock 
urious best and all 


of “Long Bound’ 








Eee Ea 
at New LOW 
PRICES 






“BUMPER EDGE’ FEATURE 
This EXCLUSIVE Bumper Edge 
around top and bottom of each 
case, acts like a bumper in 
yor car...It absorbs blows 
and hard handling, saves your 
luggage. Adds longer life to 
each case. 


" 
VACATION SPECIA 
MEN'S LUGGAGE 


ha 


The IDEAL Vacation Set... Hand- 
some, lightweight and inexpensive 
- ++ Two-tone combination of Plastic 
with Cowhide Leather Trim and Han- 
dies. Each piece full-sized, roomy, 
rugged and handsomely masculine. 
Same Fixtures and Construction as 
Best Leather Luggage. 


COLORS: Light Suntan or Medium 
Ginger. 


Style No. 880...2 Pc. Set of 

21” Companion and 24” 2-Suiter 
List Price Incl. Fed Tax....$64.80 Set 
Your Dealer's Cost...... $35.00 Set 
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e 
Rainbow Wagons 
Three-Color Scheme Marks 
Willys Wagons 

TOLEDO, — New masking and 
stenciling developments in the 
Willys-Overland Motors paint de- 
partment have resulted in the tri- 
color station wagon body which is 
the only mass produced three-tone 
body paint job in the automotive 
industry, according to Delmar G. 
Roos, first vice-president of the 
company. 

The body is painted Luzon red, 
mahogany and maple. Briggs Mfg. 
Co., Detroit, fabricates the body 
and applies bonderizing and primer 
coats. All other paint processes are 
completed in the Willys paint de- 
partment. 

The three-color scheme was se- 
lected by the company’s color styl- 
ists to represent wood tones. The 
station wagon is all-steel. 

Roos reported that synthetic 
enamels for automotive use were 
“pioneered” at Willys-Overland in 
1937. 


Markquart Names Meyer 

Herb Meyer has been named 
manager of Markquart Motors 
(Oldsmobile), Tracy, Minn. 


Mr. Dealer, set your sights on larger luggage 
sales and Extra Profits ... Here is Custom Tail- 
ored ‘‘Long Bound’’ Luggage designed for the 


for most sales — the lady 


... Each piece, spacious, handsome and made 
of finest Top Grain Cowhide Leather... Each 
piece satin lined with generous shirred pockets 


s. This is luggage at its lux- 
at New Low Prices... 


¥ tong Bound means added- 
style, extra strength and 
longer-lasting luggage. Double 
stitched binding goes the long 
way oeround i style and 
strength to cath Rentestale, 
streamlined piece. 





The WELLESLEY . . . Matched Set of Ladies’ Luggage 


Check this list of better-made, longer-lasting luggage and order now. 


Join the auto dealers who handle 
and greater customer convenience. 


Style No. Item 

850 14”* Train Case 
851 18” Overnight 
852 21” Weekend 
853 26” Pullman 
854 18” Hat & Shoe 
855 21” Wardrobe 
856 29” Pullman 
857 29” Fortnighter 
858 29” Extra Wide 


Cowhide . . 








Send Order Form Today 


Contempo Luggage for added profit 


List Price 
Incl. 

Dealer's Cost Fed. Tox 
27.50 51.00 
25.00 47.40 
27.50 51.00 
38.50 73.00 
41.50 79.50 
42.50 82.50 
42.50 82.50 
61.50 108.00 
Pullman 47.50 89.50 


COLORS: Smooth Suntan or Ginger Cowhide... Brown Alligator grain 
. Antique White Rawhide 


YALE locks... available at $3.00 extra per case 


CONTEMPO Luggage Co., 170 Fifth Ave., New York 10,N. Y. I 
Gentlemen: Please ship the following numbers . | 








) (lam enclosing check) D) Ship co. 1 

t (Ship Open Account. Bank end credit references attached) 
Pp Up § 
; Quontity Dealer's Cost } 
} ; 
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Fine Quality 


Luggage 
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Deadlocks Persist on Pension Demands. . . 
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Strikes Feared in Steel, Autos 


(Continued from Page 2) 


flatly spurned by UAW President 
Walter P. Reuther, who contends 
it would increase unemployment, 
rather than assure job security. 

A five-day notice will be required 
if either Ford or the UAW desires 
to break off negotiations after the 
July 15 contract expiration date. 
Such a notice would also serve to 
signify contract termination intent. 

Also rejected by the company 
were union demands for a social- 
security plan and a cost-of-living 
wage increase. No major disagree- 
ments are anticipated in the Ford 
negotiations over non-economic 
issues. 

* +. > 


HRYSLER CORP. was also on 
the “no wage increase” roster 
as it renewed wage discussions with 
the union after a year’s lapse. The 
last Chrysler-UAW pay  get-to- 
gether was highlighted by a 3%- 
week strike. 
Not only had Chrysler rebelled at 
the fourth-round demands, but it 
had also told the union in blunt 


terms that it would not discuss 
pension or social-security proposals. 
The subject of general wage scales 
is the only one reopenable under 
the two-year contract, Chrysler has 
pointed out. 

There was far less strike talk 
at Chrysler than at Ford among 
local union leaders, although left- 
wing elements have attempted to 
drum up _ industrywide strike 
agitation, 

Most Ford plant locals have now 
completed membership strike votes. 
These votes are taken perennially 
as a “pressure move” during the 
course of contract bargaining ses- 
sions. 

In the strike vote meeting of 


Ky. Gets 750 Road Miles 


LOUISVILLE. — Kentucky will 
receive nearly 750 miles of roads 
in the nationwide program recom- 
mended by President Truman. 
Plans for the state include 578.8 
miles of rural roads, to cost $100,- 
534,698, plus 69.6 miles of urban 
highways, to cost $81,398,001. 









request. 


$319.50 


f.o.b. Decatur. Complete 
packaged kit, including 
motor and blower — un- 
derfloor duct work (re- 
quires merely encasing 
in poured concrete). Re- 
movable tubes and Dial- 
O-Vent assembly allows 
dual service at each in- 
let. Additional dual car 
service extensions, $45 
each. Write for litera- 
ture. 


Everything furnished as 
above, except main 
trunk line. You pur- 
chase locally 10” tile 
with 4” stubs. Complete 
packaged kit, including 
motor and blower, 


$269.50 


f.o.b. Decatur. Two floor 
inlets, serving any 2 of 
4 cars in a row. Addi- 
tional car service exten- 





How to get rid of EXHAUST GAS| 
FUMES in Garage Buildings 


SOLVE THIS SERIOUS PROBLEM WITH A NATIONAL 
APPROVED UNDERFLOOR SYSTEM 


For the garage owner planning a new building or extensive 
remodeling, National has designed and engineered three systems 
for effective removal of poisonous carbon monoxide gas and 
smoke. National underfloor systems are completely fabricated at 
factory and shipped in a packaged kit—nothing else to buy. 
Proven, adequate, dependable systems—National has thousands of 
installations in garages in every part of the U.S. Send us a rough 
drawing of your service area showing position of stalls. We will 
gladly supply you with plans to suit your needs. Literature on 


DIAL-O-VENT UNDERFLOOR SYSTEM 





Illustration shows standard unit plus 


PHANTOM (DISAPPEARING TUBE) 
UNDERFLOOR SYSTEM 





Note in illustration that tube disappears without entering main 
trunk line—allows balanced flow of air through main duct and 
perfect exhaust gas removal. Write for literature. 


UNDERFLOOR “PHANTOM UTILITY UNIT” 
FOR VITREOUS TILE INSTALLATION 





sions, $32 each. Installation plans furnished. Write for circular. 


National also makes a complete packaged kit 
for overhead installation. 


Complete Information and Literature on Request. 
THE NATIONAL SYSTEM OF GARAGE VENTILATION 


























two extra dual inlets. 





Standard kit, 2 floor in- 
lets serving any 2 of 4 
cars in a row, 


$319.50 


f.o.b. Decatur. Complete 
packaged unit, includ- 
ing motor and blower— 
underfloor duct work 
(requires merely encas- 
ing in poured concrete). 
Additional car service 
extensions, $45 each. 


























Ford Rouge Local 600, which boasts 
60,000 members, only 2,500 workers 
took part. The meeting was held 
on July 2 at the outset of the 
Fourth of July week-end. 
+ * oe 

CCORDING to auto industry 

executives, a steel strike would 
not affect vehicle production for 
six weeks or more because of the 
sizable stockpiles accumulated by 
the assembly plants. Steel output 
has virtually caught up with de- 
mand, as evidenced by the declin- 
ing mill production index the past 
three months. 

Workers in many small indus- 
tries, meanwhile, were reported 
passing up offers of small wage 
boosts pending the outcome of the 
auto and steel negotiations. 

Over half the “little” contracts 
that bypass increases now provide 
for reopening wage discussions in 
30, 60 or 90 days. The major manu- 
facturing industries apparently 
would again be setting the “pat- 
tern” for many of their suppliers 
and smaller customers should they 
agree to higher wages for their 
employes this year. 


Keller to Address 
Auto Old Timers 
At Birthday Fete 


NEW YORK.—The members of 
Automobile Old Timers will cele- 
brate the organization’s 10th an- 
niversary Oct. 18, when K. T. Kel- 
ler, president of Chrysler Corp., 
will be the guest of honor at a 
dinner to be held here in the Hotel 
Astor. 

At a meeting of the executive 
committee, the report of the com- 
mittee on research and awards, of 
which Henry R. Selden is chair- 
man, was approved. It listed the 
names of six personages of the 
motor car world to whom distin- 
guished service citations will be 
awarded. Their identity will be 
disclosed following receipt of their 
assurances that they will be pres- 
ent at the dinner to receive the 
awards. 

President D. C. Fenner, who pre- 
sided at the meeting, appointed to 
serve on the dinner committee 
Clifford M. Bishop, chairman; Reg- 
inald M. Cleveland, Alfred Reeves, 
George H. Robertson and AOT 
Secretary Frederick H. Elliott. He 
also appointed J. Frank Duryea to 
the committee on research and 
awards. 

New members elected included: 
Ivan L. Wiles, Flint, general man- 
ager, Buick division, General Mo- 
tors Corp.; S. D. Den Uyl, Detroit, 
president, Bohn Aluminum & Brass 
Corp.; Morgan D. Douglas, Pon- 
tiac, vice-president, General Mo- 
tors Corp., general manager, GMC 


Beasley, Athens (O.), Ford dealer; 
John E. Saul, South Orange (N.J.) 
Buick dealer; E. O. Clifton, Miami 
Packard dealer; Ellis Sutliff, Har- 
risburg, Pa., president, Sutliff 
Chevrolet Co.; Harvey E. Mack, 
Detroit, president, Harvey Mack 
Pontiac Co.; H. E. Franklin, San 
Francisco, Oldsmobile dealer. 


Also, Jack H. Kennedy, St. Louis 
|Chevrolet dealer; Oscar H. Brae- 
ger, Milwaukee, president, King 
Braeger Chevrolet Co.; Col. Tom 
O. Cassidy, Pekin (Ill.) Plymouth 
dealer; Leonard H. Dyer, Winter 
Park, Fla., inventor-automobile di- 
rect drive and sliding transmission; 
A. S. Hopkins, New York, Willys- 
Overland Export Corp.; Jacques C. 
Tunick, Greenwich, Conn., owner 34 
antique cars; Martin Gold, Brook- 
lyn, N. Y., general manager, L. I. 
Distributors, Inc.; Howard M. Fer- 
guson, Chicago, president, Pontiac 
Dealers of Metropolitan Chicago; 
Carl Tucker, New York, former 
treasurer U. S. Motor Co. 

And, Maurice J. Swetland, Indio, 
Calif., son of the late H. M. Swet- 
land, president, Class Journal Co.; 
John E. Raine, Richmond, Va., 
general manager, Automotive Trade 
Assn.; also the following officers 





For Sales and Service 
AURORA, Ill. — New factory 
branch sales and service buildings 
in Chicago, New York, Pittsburgh 
and Toronto have been constructed | 204 Thomas St. and the Toronto 
recently by Independent Pneumatic | building at 1909 Davenport Rd. 


SERVICE SECTION 












THE SKY'S THE LIMIT—The 1949 Nash Airflyte (with ''wings'’) as it appeared in the 
Puyallup valley daffodil festival. The parade was viewed by approximately 140,000 people. 
The car was furnished by Auto Sales & Service, Puyallup, Wash. 





Tool Co., manufacturer of Thor 
Thor Opens New Offices portable power tools. The Thor Chi- 


cago branch building, largest in the 
company’s 20-city chain, is at 1405 
W. Washington Blvd. The New 
York building is at 32-34 Green- 
point Ave., the Pittsburgh office at 























Truck & Coach division; Fred R.| 


and comes with 1%”, 












ON THE MARKET 
T 





HITCH 


FOR BOAT 
and UTILITY 
TRAILERS 








* 
Available for All 


1949 Model Cars 


Are Special: $12.45 List 








DEALER'S DISCOUNT: 
| to 5 Hitches: 33 1/3% 
& or more: 40% 


CREDIT EXTENDED TO FAVORABLY RATED ACCOUNTS 
Terms: 2% 10 days, net 30—F.0.B. Milwaukee 





HERE IT 1S! 


ABSOLUTELY THE FINEST 
CHROME PLATED TRAILER HITCH 


TOW-KING 




















Ideal for boat, utility trailers and a host of similar jobs, the 
TOW-KING hitch combines practical beauty and quality construc- 
tion to surpass any other hitch available. The TOW-KING hitch 
is completely chrome plated. It is made of 5” x2%,” steel 


1%” or 2” diameter balis. TOW-KING 
is easily and quickly attached directly to the frame. NOW at 
low, fast selling price. 


PACKARD, LINCOLN and CADILLAC 








$6.63 ea. 


5.97 ea. 








Write for further information or 
send your requirements NOW to: 





Dept. 93-Z, 318-330 N. Church St. 


World’s largest manufacturer of exclusive garage 
ventilation equipment. 





of the Commercial Credit Co., Bal- 
timore: Alexander E. Duncan, 
| chairman of the board; E. C. Ware- 
heim, president; Paul M. Millians, 
vice-president. 


DECATUR, ILL. 




















TOW-KING HITCHES 


CHARLES DISTRIBUTING CORP. 


2733 W. Wisconsin Avenue 


Milwaukee 8, Wisconsin 
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Up One Operation ... 





Strive for Balance, 
Dealers Are Urged 


(Continued from Page 2) 


ing out with salesmen on tough 
deals as well as on the easy 
deals? 

Does he manage and direct and 
follow up the activities of all of 
your salesmen? Has he the ability 
to pick good salesmen and keep 
them or is your turnover of sales- 
men high, which is always very 
costly? Also, is he qualified to con- 
duct aggressive and inspirational 
sales meetings? 

The used-car manager has not 
only got to be a good sales man- 
ager but he also must be a quali- 
fied trader in used cars, a good 
display man, a good appraiser and 
a man who knows used cars as to 
not only how much they will bring 
but how to most effectively and 
economically direct the recondi- 
tioning of them. 

* 7 * 
‘THESE are just a few of the 
qualifications of the men a deal- 
er needs to head his department 
in order for his business to pro- 
duce a balanced operation and, of 
course, make the most money. 


It is not uncommon for a dealer 
to hire an outstanding person to 
head a particular department in 
his business and at the same time 
have all of the other departments 
headed by men who are not quali- 
fied to do their job. 


In addition to manpower require- 


ments, in order to do a balanced 
job of operation in all departments 
of the business your departments 
must be adequately stocked, new 
cars at least a 45-day supply, a 
variety of used cars well displayed 
(not in excess of 30-day supply) 
and competitively priced, at least 


a three-month supply of combined | 
slow and fast-moving parts and | 


accessories. 

In so many cases you will find 
a dealer who has overdone the 
job in one department at the ex- 
pense of all other departments. 
In such cases these dealers will 
never reap the profit benefits 
that come from a balanced job 
in all departments. 

You will generally find that this 
one department that stands out 
head and shoulders over all of the 
departments is the one department 
that the dealer likes and knows 
the most about. But to make the 
most of this business you must 
have your total investment in man- 


McDowell Hosts Parley 


In New Kans. Building 
PARSONS, Kans. — Frank Mc- 
Dowell, a Kansas Motor Car Deal- 





ers Assn. director, was host to a| 
dealer meeting in his new building | 


of McDowell 
June 24. 


Motor Co. (Ford), 


Bill Smith (Chevrolet), president | 


of the Parsons Automobile Dealers 
Assn. welcomed the group. 
Speeches were given by Ray Cree- 
ley (Dodge), who talked on finance; 








Stony Wall (Ford), state and na-| 


tional association activities; R, R. 
McCornack (Buick), Wage 
Hour act; 


and | 
A. V. Miller (DeSoto), | 


automotive salesmanship, and W. | 


D. Fugate (Dodge), shop service. 


Obituaries 





James H. Cook 


OKLAHOMA CITY.—James H, Cook, 64, | 


former local car dealer, died June 29 of a 
heart ailment, following a 14 year illness. 
* * * 


Lathan L, Davis sr. 
GAINESVILLE, Fila.—Lathan L, 
sr., 
died here June 12. Mr. Davis was recently 
among the 24 dealers in the country se- 


lected to serve on the General Motors 
dealers’ planning board. 
* . 6 
James W, Auther 
AURORA, Ill.—James W. Auther, 43, 


eastern regional manager for Lyon Metal 
Products, Inc., died suddenly June 6 at 
his home here. Mr, Auther joined Lyon in 
1938 after having been associated with 
Chevrolet Motor division. 

. * 


+ 
W. Clyde Jordan 
LOS ANGELES.—W. Clyde Jordan, 41, 
metropolitan Los Angeles district manager 
for the service division of Thompson Prod- 
ucts, Inc., died of a stomach hemorrhage 
at his home in Sherman Oaks. 


Davis | 
president of University Chevrolet Co., | 





power, money and merchandise 
spread over all departments of the 
business in proportion to the sales 
and 
and every department. 


This is the only way you can 
hope to acquire a balanced opera- 
tion in your total overall business 
and you cannot expect to realize 
a maximum profit return from 
your business as a whole unless 
every department is set up in such 
a manner as to be given an equal 
opportunity to produce the maxi- 
mum sales and income in relation 
to its particular sales and income 
opportunity. 

Any questions you may have 
concerning business management 
will be gladly answered by J. B. 
Van Tassel, care of AUTOMOTIVE 
News. 





Fender Welt—Three types: Standard— 
extra-heavy pyroxylin drill on rubberized 
fiber skirt. 50-ft. rolls. Super—Rubberized 
pyroxylin drill throughout. 50-ft. rolls. 
Chrome Beaded — Waterproof, rust- 
proof. Especially for Chrysler-built cars. 
100-in. strips, 10 in a package. 


income possibilities of each 





a new service department and sales building. 


Wyoming Registry Tops 
Total for All Last Year 

CASPER, Wyo.—More passenger- 
car licenses were sold here before 
the end of June than were sold 
during all of 1948, according to 
records of the Natrona county 
treasurer. More than 10,500 licenses 
have been sold so far this year, 
compared with 10,514 by Dec, 31, 
1948, 

The records also show that more 
|new cars have been registered than 








Window Cranks and Door Handies—A 
complete assortment, including interior and 
exterior handles. All match original equip- 
ment in appearance and quality. Individually 


packaged. 







Whenever an older 


hardware or supplies, think of Balkamp 
... call your NAPA Jobber. Balkamp’s 
broad line of body essentials includes 
more than 400 items, all quickly avail- 
able from NAPA Jobbers everywhere. 
Every item is of the same, fine quality— 
always equal to or surpassing the part 
replaced. The entire Balkamp line is 


car needs body 


clearly cataloged and uniformly packaged. 


Remember the name, Bal/kamp, 


for body essentials! 


‘2 Good Mare 


BALKAMP, 


te WAM fetes cnt! 


WELL-DESIGNED USED-CAR LOT—A long colonnade strung with lights and serving as a 
support for a large sign attracts business to this lot of Jim Robbins Co. (DeSoto), Ferndale, 
Mich. The lot faces Woodward Ave., main highway leading north from Detroit, and adjoins 





Glass Filler Strip—Three sizes—to fit all 
cars. Top quality, flexible, easy to trim. 
Especially for glass-setting. Requires no oil 
to apply. 100-ft. rolls. 


INDIANAPOLIS 7, 


at any time. A total of 1,223 licenses 
have been transferred so far this 
year, most of them being for new 
ears. Only 1,950 transfers were 
made in all of 1948. The weekly 
issuance of licenses is far exceed- 
ing that of normal times, with as 
many as 100 new plates per week. 





Davis Increases Stock 
Davis Motor Co., Sherman, Tex., 
has increased its capital stock to 
$50,000, according to records filed 
with the secretary of state. 





Pillar and Glove Compartment Locks— 
First-quality locks, in numbers to replace 
original equipment on all popular cars. 
Durably chromium-plated. Conveniently 
packaged, complete with two keys. 





and two keys. 
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Canadian Workers 
In Auto Industry 
Get Better Pay 


OTTAWA. — The Canadian gov- 
ernment reports there was a total 
of 45,551 employes in the automo- 
tive industry on April 1, and they 
received a total of $2,412,135 in 
weekly salaries and wages to that 
date. The average weekly pay rose 
to $52.95 at April 1 compared with 
$47.78 on the same date last year. 

The average hourly earnings in 
this industry amounted to $1.22 at 
April 1 compared with $1.12 on the 
same date last year. The average 
weekly wage reached $50.75 at April 
1 against $45.19 a year ago. The 
average hours per week reported 
was 41.6 against 40.1 last year. 

Employment stood at 116.3 at 
April 1 against 113.6 at March 1 
and 112.8 at April 1 last year, with 
payrolls standing at 160.4, 157.6 
and 140.2 on these same respective 
dates on the base of June 1, 1941, 
being 100. 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 





Rub-R-Seal—Durable, flexible sponge rub- 
ber strip, pre-cemented for quick, easy 
application. No tape to remove! Packaged 
in handy 10-ft. rolls, 


5 


Trunk Handles and Hinges—Matched sets 
for cars of all makes. Heavily chromium- 
plated. Hinges packaged in pairs, complete 
with gaskets. Handles complete with lock 





a 


Window Channel—Two types—with and 
without rustproof chrome bead. Sturdy, 
durable, flexible. 8-ft. strips, 5 in a package. 
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Single Big Exception t's 


Bank Breaks Line 
On Credit Terms 


(Continued from Page 3) 


not expected to make any signifi- 
cant relaxation of installment 
credit terms. | ss 


HE ABA made the statement on 

the basis of a survey completed 
by its Consumer Credit committee 
which showed that bank lending 
policies have been more conserva- 
tive than the terms permitted un- 
der Regulation W. 

Finance firms in St. Petersburg, 
Fla., also agreed that any relaxa- 
tion of credit terms is “very un- 
likely.” 

One official, who said his com- 
pany’s terms have been tighter 
than those allowed by Regula- 
tion W, said: “We just hate to 
step in and let the bars down 
with any drastic change. We’re 
just feeling our way along.” 

A St. Petersburg bank said that 
it extended the “privilege” of 24- 
month payments only “to some 
people on some new cars.” 

Oklahoma City bankers were 
likewise interested in maintaining 
the status quo. One of them point- 
ed out that “most of the fellows 
who expect to sell on long term 
credit terms are going to have to 
go to the banks or to the finance 
companies eventually, to get the 
money. They'll not get it—and 
they'll have to figure some way 
to get more money into their busi- 
ness.” 

Most of the Oklahoma City finan- 


ciers pointed out that sales will 
be made more and more upon the 
basis of individual credit records 
with a substantial down payment 
the best way of acquiring long 
payment periods. 

« + + 

EANWHILE, the Federal Re- 
+2 serve Board reported that con- 
sumer installment loans outstand- 
ing at the principal lending insti- 
tutions increased for the third con- 
secutive month during May. 

Such loans amount to an esti- 
mated $3,317 million, about 13 per- 
cent more than a year ago, the 
FRB said. 

The National Automobile Dealers 
Assn. warned dealers to be moder- 
ate. The weekly newsletter of the 
NADA said: 

“Now that dealers have been 
freed from government regula- 
tion of their credit terms, they 
should exercise moderation § in 
the expansion of credit and 
should not adopt the dangerous 
practice of selling terms instead 
of automobiles and trucks. 

“Past experience has shown that 
the vast majority of dealers can 
be depended upon to avoid exces- 
ses in granting credit terms which 
are harmful to the industry and 
prove disastrous to those who in- 
dulge in them.” 





DEALER WHITE'S CHRYSLER STAFF IN SANTA MONICA, CALF.—James A. White, for- 
merly a Chrysler division regional ae operates the dealership. This picture shows the 


executive personnel. Left to right are 


inden C. Cherry, rental manager and assistant to 


sales manager; Paul E. Finance, superintendent of service; Newell S. Lassey, parts manager; 
White; Martha A. Tripp, office manager; Frank Slattery, new and used-car manager; ack 


Stoltzfoos, assistant service manager. 


Cleveland Dealer Total | 
Is Up 35 Since 1945 


CLEVELAND.—Since the end of, jor unit has gone out of business: 
the war, dealerships in the Greater | Sam Greenfield selling out, but say- 


Cleveland area have grown by ap- 
proximately 35 to the present esti- 
mated 185 handlers of factory-sales 
outlets. 


Only two independent-make 
deals have closed their doors. How- 
ever, there have been many 
changes 
from switches in partnerships, 
deaths and change of hands. 

In used-car dealerships, one ma- 
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in dealerships resulting |Who faces a long prison sentence. 





“WE PIN-POINT PROFITABLE ACCOUNTS —At our 
regular sales meetings we select our most profitable 
groups of accounts, and plan our “‘push”’ accordingly. 
Our Sales Record shows us just where to concentrate 
effort, shows it fast and automatically because visible 
signals highlight all key facts. That’s how ... 


ours does just about everything but make a sales- 
man’s calls for him... and all with a minimum of 
clerical help. it automatically prepares his selling 
angles, helps him plan each day, gives him more free 
time for seeking new accounts, reselling others. 





“WE MAKE MORE CALLS—That Kardex Record of 


Here’s the answer to your Buyer’s Market.. FREE £ 


Ask for free copy of “How to Build a Profitable Sales Pro- 
gram”. Packed with facts, methods, ideas for dealing with a 
Buyer’s Market. Write to Systems Div., Room 1158, 315 Fourth 
Ave., New York 10, or call your nearest Remington Rand office. 


Reminglon Rend 


““WE GET THE MOST FROM EACH ACCOUNT— 
Competition never gets a chance to move in. Our 
Kardex Record reveals what scheduled calls have not 
been made, where sales are below potential. It even 
indicates the probable current needs of each account 
—a big help to our customers as well as ourselves. 


“WE MAKE BIGGER PROFITS —The company does 
—and so do the salesmen—in spite of the Buyer's 
Market prevailing today. | suppose the secret of it 
all is selective selling, fewer wasted calls. Not to 
forget our Kardex Visible System— it never lets us 
forget WHO, WHEN, WHAT and WHERE to sell,”” 












THE FIRST NAME IN 
BUSINESS SYSTEMS 


Copyright 1949, by Remington Rand Inc. 


ing he'll be back in later. 


Most wartime used-car dealers 
are still in operation, with the to- 
tal number today approximating 
300. Forced out of business because 
of “illegal operation through sales 
by chance” was Jack Singleton, 


Greatest changeover in the 
Greater Cleveland area has been 
the enlargement and modernization 
program that in the past three 
years has skyrocketed to more 
more than $8,000,000. 

Most improvements have gone 
into service and maintenance with 
added emphasis on customer ease. 
Virtually all improvements have 
gone far over an estimated initial 
cost of $150,000. 

As for dealers, the greatest in- 
crease has, of course, gone to the 
K-F group, which now has 21 deal- 
erships. Lincoln-Mercury shows 48 
new dealers in the Cleveland dis- 
trict, which embraces northern 
Ohio. The new structures have an 
overall value of way over $2,500,000. 

Most other companies have not 
expanded their Cleveland outlets 
since the war, with the exception 
that with the development of huge 
new suburbs, dealers have contem- 
plated spreading their outlets. 


Tucker Dealers 
Seek Rebate of 


Franchise Money 


CHICAGO.—A petition of inter- 
vention in reorganization of the 
Tucker Corp. was filed here last 
week in Federal Judge Michael L. 
Igoe’s court on behalf of 51 Tucker 
dealers. 

The goal, it was stated, is to re- 
cover from the corporation the 
money that these and 1,750 other 
franchise owners paid for their 
right to represent Tucker as 
dealers. 

In the case of the 51 dealers in- 
volved in the petition, the amount 
sought in return for their franchise 
payments is $346,600. 

The dealers, through their attor- 
neys, urged all other Tucker dealers 
to join them in the intervention 
move. 


Playboy Assets 
To Be Sold 


BUFFALO. — Federal Judge)! 
Knight Thursday ordered the sale 
of all Playboy Corp. assets at pub- 
lic auction. 

He also extended to Aug. 6 the 
deadline for filing reorganization 
plans for the bankrupt auto-build- 
ing corporation, which is under a 
court-ordered trusteeship. 


Tierney Joins Summit 

J. E. Tierney, former Cleveland 
district manager for Pontiac, has 
been named vice-president and gen- 
eral sales manager of Akron’s Sum- 
mit Buick Co. after being with 
Pontiac since 1937. Also appointed 
to the sales staff were Dean 


Drop Indicated 
In Expenditures 


For New Plants 


WASHINGTON.—American busi- 
ness, exclusive of agriculture, plans 
to decrease its spending to $4.6 
billion on new plant and equip- 
ment in the third quarter of this 
year, according to the quarterly 
survey of actual and prospective 
capital outlays conducted jointly 
by the Department of Commerce 
and the Securities and Exchange 
Commission. 


This anticipated expenditure rep- 
resents a drop of about 4 percent 
from the preceding quarter and is 
about the same amount below the 
corresponding quarter of 1948. 


During the first six months of 
1949, outlays for fixed capital were 
maintained at the high rate pre- 
vailing in general since the end of 
1947. First-quarter 1949 expendi- 
tures on new plant and equipment 
amounted to $4.5 billion, compared 
with $4.2 billion in the same pe- 
riod of last year. The preliminary 
estimate for the second quarter is 
$4.8 billion, the same as in 1948. 


The decline expected for the 
third quarter of this year—as re- 
ported by business in mid-May— 
was smaller than that implied by 
anticipations reported in an earlier 
check in mid-February. In the ear- 
lier survey, business anticipated a 
decline of 14 percent in capital out- 
lays from the second half of 1948 
to the second half of 1949. 


Manufacturing companies and 
railroads account for most of the 
estimated decline from the second 
to the third quarter of this year, 
with mining and commercial com- 
panies also planning smaller ex- 
penditures. Electric and gas utili- 
ties, and transportation companies 
other than railroads, plan to in- 
crease expenditures somewhat in 
the third quarter, the report states. 


A_ COMPLETE CERTIFIED ACCOUNTING 
SERVICE for the AUTOMOTIVE INDUSTRY 
Specializing in all branches of the 
Industry, we will be 
happy to accept accounts, large or 
small, within 100 miles of New York 
City. Firms without a Bookkeeping 


Automotive 


Department will find us of particu- 
lar help. 


OUR FEES ARE MODERATE 
M. JOSEPH BAER & CO. 
60 East 42nd St. New York 17, N. Y. 
VAnderbilt 6-4185 





OPPORTUNITY 


For Accessory Sales 
Representatives 


* 


TERRITORY OPEN 
Midwest, East and South 


* 


High Quality Product 
Offering High Profit 
Possibilities . . . May 
Be Handled as Money- 
making Sideline With 
Other Auto Products. 


* 


BOX AN 50 
c/o Automotive News 
Detroit 26 








Mechanics who can repair automatic transmissions 
earn top pay—and they're needed more than ever! 
Train at C.T.I., the school that’s famous for its 
automotive courses. Our special Automatic Trans- 
mission training teaches what you need to know 
in weeks—about repairing Hydra-Matic, Dynaflow, 
Fluid Drives and other types of fully and semi- 
automatic drives. G. I. approved. Finance plan for 
non-vets. Mail coupon today! 
EMPLOYERS—Write us for 
trained mechanics 


! 

Commercial Trades Institute, Dept. B32-7 | 
1400 W. Greenleaf, Chicago 26, til. 

Send free illustrated Brochures and other | 
information about the field I have checked | 


below: ( Veteran [) Non-veteran 


Mechanics [] Body-Fender Rebuilding { 





Vaughn and Robert Hendrickson. 


! 
| 
! 
( Automatic Transmission () Automotive 
! 
! 
| 
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Wallace Sees 30,000,000 Postwar Cars Needed 
Before Stability Level Is Reached 


(Continued from Page 1) 


ally the annual replacement output 
should reach more than 3,000,000 
passenger cars. 

* 









At LEAST one-third of all Chrys- 
ler dealers do not have even 
one demonstrator in stock, accord- 
ing to Wallace. Nearly one-half of 
the Chrysler dealers do not have 
a Plymouth demonstrator either, 
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1947 and in 1948 every dealer got 
at least 33 cars per year. In 1949 
this quota was jumped to 40 cars 
minimum per year. 

All four Chrysler divisions are 
producing a total 
of about 6,000 
cars a day cur- 
rently, and still 
aren’t meeting 


TELE WORD 

























he added. 

Chrysler division has never 
been in a more favorable position 
in its whole history, according 
to Wallace, asserting that of 
more than 3,350 dealers, practic- 
ally 73 percent of them have no 
more than one demonstrator car 
of each make in stock. 

Average among all dealers is 
approximately three cars in stock 
per dealer. Only 2 percent of all 
Chrysler dealers have as many as 
10 cars in stock. 

* a * 

Casas has more than 150 

open points today because the 
factory has not been able to pro- 
duce enough cars to take care of 
the demands of its present dealer 
body and will not take on any 
new outlets until this condition is 
overcome, he said. 

Every Chrysler dealer has been 
given a “living” amount of cars 

since the return of production, in 


Cheaper Fuel 
Prices Reported Pared 


On Shale Products 


SAN FRANCISCO.—The cost of 
producing synthetic liquid fuels 
has dropped to the point where 
refined products can be made from 
coal and oil shale for as Jittle as 
8.4 to 12 cents a gallon, W. C. 
Schroeder, chief of synthetic liquid 
fuels, U. S. Bureau of Mines, said 
in addressing the semi-annual 
meeting of the American Society 
of Mechanical Engineers here. 

Developments in mining and pro- 
cessing oil shale have been largely 
responsible for the low vroduction 
cost of refined oil shale products, 
Schroeder pointed out. 

“Developments in 


demand, reported 
Joseph O'Malley, 
Chrysler division 
general sales 
manager. 

Wallace point- 
ed out that qual- 
ity—-comfort and 
performance—are 
essential to the American car-buy- 
ing public. 





Joseph O'Malley 


* * * 


= PRESS meeting was called 
to explain that rain, snow, fog 
or other moisture is practically 
eliminated as a hazard to starting 
or a cause of stalling the Spitfire 
high compression engine in the 
1949 Chrysler models. The water- 
proof ignition system in the Chrys- 
der was called unique in that “it is 
the only American automobile to 
incorporate this feature and make 
the Chrysler a more dependable 
vehicle.” 

New sparkplug covers, consisting 
of a steel bowl and a flexible neo- 
prene synthetic rubber cap for the 
terminal end, completely protect 
the insulators from splashed water 
and keep them free of oil and dirt. 

This neoprene covering is able 
to withstand the relatively high 
temperatures that prevail around 
the sparkplug and has good re- 
sistance to the corona effect, by 
which electrical current is lost 
through discharge. 

Neoprene-covered sparkplug wir- 
ing also is used to waterproof the 
ignition system further and elim- 
inate braided wiring, which ab- 
sorbs moisture. Vinylite caps seal 
the connections of the ignition 
cables to the coil and distributor 
cap towers. 

This waterproofing, which was 


mechanized | 2” outgrowth of wartime experi- 


ca i king combat vehicles 
mining have shown that an as- once SS ms 

: , _|impervious to weather, prevents 

tounding output per man is pos moisture from getting into the 


sible,” he said. “In recent 30-day 
tests, that output has exceeded 100 
tons per man-day underground.” 
“Progress in refining oil shale 
also has been substantial,” he said, 
“and indicates that 75 to 85 per- 
cent of crude shale oil can be con- 
verted economically into gasoline, 
heating oil and Diesel fuel.” 


Linehan Builds 


A new building has been started 
by Leo Linehan, Linehan Olds, New 
Rochelle, N.Y, 


It’s Amazing How Much You Can See with the 


sparkplugs, wiring or distributor, 
where it would form a path to the 
ground for a short circuit. This 
prevents the firing of the spark- 
plugs. Dirt and oil around the plugs 
would accentuate this condition. 

Another feature of this Chrysler 
wet-weather protection is the new 
type of distributor construction, 
which has a bakelite cap and an 
exterior surface free of index slots. 
Adequate ventilation and drainage 
are obtained through qg hole in 
the base. 





JOMA N.u-Lock Mirror 


Joma Nu-Look Mir- 
ror. Available in 
clear and non-glare. 
Straight or curved. 


THOUSANDS 


of car owners now use Joma Nu- 
Look Mirrors. 


SEE 


through rear and right-hand side 
with this wide angle view master. 


MORE 
Size—10” wide x 25%” high— 
means more vision with less ef- 
fort and greater safety. 


Modern driving requires better 


rear vision. Sell Joma. Ready 
market. Attractive discounts. 


Fits 95% of modern cars. Di- 
rections are simple. No tools 
needed. One size fits most cars. 


Big surface of optical glass takes full advantage 
of the generous window design of modern cars. 


JOMA MANUFACTURING CO., INC. 


901 ZEREGA AVENUE, NEW YORK 61, N. Y. 









DEALER HOWARD'S CALIF. BROADCAST—Phil Hall, mana 
in Hollywood, checks the Teleword board with Al Buffington w 
TV show over KTTV every Friday evening. Teleword, a home automotive audience 
pation show enhanced by many valuable automotive prizes, is sponsored b 
Hollywood, Beverly Hills, 


stores in Los Angeles, 


er of the Howard Buick store 

conducts the Howard Buick 
artici- 
Howard Buick 


Pasadena and La Brea. The principle of 


Teleword is based somewhat on the crossword puzzle. A board is in full view throughout the 
program and the home audience is contacted by phone fo fill in certain letters to a word 


with various hints being given. 
win others. 


Every person called earns a prize and the opportunity to 





Legislative Vigil Hailed 
By Alabama Association 


MONTGOMERY, Ala. — As the 
current state legislative session 
reached the half-way mark, direc- 
tors and legislative committeemen 
of the Automobile Dealers Assn. of 
Alabama, Inc., agreed that the in- 
terests of dealers had been salvaged 
many times by the association’s 
cautious and thorough policy. 

Legislative chairman Don H. 
Maring, Birmingham, led discus- 
sions as directors and commit- 
teemen met here June 29 for a 
review of the first 17 days of the 
session. The Alabama legislature 
meets 36 legislative days every 
other year. 

Maring singled out some of the 
bills which the ADAA is against: 
to increase sales tax on new cars 
from 1% to 2 percent, to raise gen- 
eral sales tax to 3 percent, to place 
a tax on intangibles (such as auto 
repair service), to offer two bond 
issues (one for $80,000,000, and the 
other for half that amount), to 
make dividends from domestic cor- 
porations subject to state taxation, 
to double the driver’s license fee 
(now $1.10 every two years), to 
raise the cost of a dealer tag from 
$1.00 to $10.00, and to change truck 
weight schedules for the purpose of 
increasing taxes. 

Most of these proposals are now 
virtually dead, and officials agreed 
that the association has been in- 
fluential in “holding the line” 
against a strong tax-and-spend 
threat by the Folsom administra- 
tion. 

Executive vice-president Frank 
R. Broadway warned that al- 
though it is difficult to introduce 
and pass any general measure of 
a controversial nature this late, 
damaging legislation can _ be 
passed at any time if the associa- 
tion relaxes and drops its guard. 

Maring emphasized the general 
policy of ADAA with regard to leg- 
islation: to oppose those measures 
which would increase cost or bring 
inconvenience to the motoring pub- 
lic, and to favor those proposals 
which would benefit that public. 

ADAA president W. S. Brewbaker 
and Broadway outlined the me- 
chanics through which the associ- 
ation has been carrying out that 
policy: carefully examining every 
legislative proposal, no matter how 
“innocent” it may look; determin- 
ing what forces are behind each 
measure and what its effects on 
the motoring public and dealers 
would be, and then proceeding to 
favor or oppose it by concerted 
effort through the association office. 

Special attention was given two 
bills which would require certifi- 
cate of title, so directors and 
committeemen decided to ap- 
proach these measures in the 
same manner, taking whatever 
action necessary to protect the 
dealer’s customers against addi- 
tional expense or unnecessary red 
tape. 

As a means of _ enlightening 
ADAA officials and promoting good 
will among the association and 
legislators, Broadway invited Rep. 
Larry Dumas of Birmingham to 
discuss the proposed title laws and 
Rep. Norman Harris of Decatur to 
speak on a proposed law to boost 
state corporation taxes. Both ac- 
cepted and expressed appreciation 
for ADAA’s attitude. 

Association officers, in addition 
to Brewbaker and Broadway, are 
Maring, first vice-president; George 





W. Cox, second vice-president; 
Rush Stallings, third vice-president, 
and M. S. Williams, secretary- 
treasurer. 

Members of the legislative com- 
mittee are Maring; Joe Pearson, 
Mobile; J. C. Austin, Tuscaloosa; 
Arthur D. Walden, Headland; D. 
W. Hodo, Montgomery; Herbert 
Ray, Huntsville; R. B. Steverson, 


Sheffield; David W. Canon, Ope- 
lika; John Thomas, Gadsden, and 
Roland Cooper, Camden. 


July 4 Party 
Closes Month 
Of Phila. Shows 


PHILADELPHIA. —The  Phila- 
delphia Automobile Trade Assn. 
wound up a month of show busi- 
ness with the Philadelphia Bulle- 
tin’s annual Fairmount park July 4 
party. A scant two weeks inter- 
vened between the closing of the 
1949 Auto Show and the Fashion 
Wheel of Automobiles presented by 
the association on Independence 
day. 

PATA’s vice-president, Ed Ro- 
nan, serving again as marshal and 
show manager, planned this year’s 
show as a distinct departure from 
the 1948 Cavalcade of Cars. Each 
manufacturer represented was per- 
mitted to enter not more than four 
units in the event. Floats or ex- 
‘cessive decorations were both ruled 
out, and the cost per line was not 
to exceed $100. 

The 72 units exhibited were blue 
ribbon winners from the _ recent 
automobile show. The show was 
opened with William Farr’s 1905 
Buick as lead car for the proces- 
sion around the ring. As the cars 
moved toward the center of the 
ring to take pre-appointed posi- 
tions, the public was admitted for 
close inspection of the exhibits. 

Henry Haskill of Philadelphia 
won both PATA prizes in the 
model car race. Final recordings 
showed his car speed at the equiv- 
alent of 112 miles per hour. 





There are money-making opportunities in 
AUTOMOTIVE NEWS Want Ads. 





RENEW 





Complete 


and head linings. 


DEVELOPED BY LABORATORIES THAT 
PRODUCE FACTORY TESTED AND 


and refinish, graining kit, 


ARNDT-PALMER LABORATORIES 
17730 Dora St., 
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Peer eee seers eeeeeeeeesesese 


APPROVED CONDITIONING MATERIALS 


Complete line includes tested materials for 
upholstery cleaning, tire refinish, mat repair, 
bumper chrome renew, steering wheel repair 
trunk and carpet 
flock, flock guns. Also manufacturers of com- 
plete Truck Cab Reconditioning Materials. 


Melvindale, Michigan. 















HEADLININGS 


DOOR PANELS 
With PLASTICTINT 


“renew" package which includes two quarts of Plastictint for head- 
linings, two quarts of Plastictint for door panels and one pint of “Quik Spot" 
(to remove bad grease spots}—special introductory price, 


$14.00 


A sensational new product to solve the worst used car reconditioning head- 
aches. Covers all soiled spots permanently and gives entire car interior the 
“new look” that moves vehicles. Easily and quickly sprays on—no fuss—no 
bother—any one who can handle a spray gun can apply. Colors as desired: 
Taupe, Grey, Brown and many others. One quart will do four door panels 
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A NOVEL IDEA IN TRAINING SCHOOLS—J. W. Westhead, factory representative, and 
. H. Krey, general sales manager of Homstead Valve Mfg. - 
keys to F. A. Reuter, director of the Hypressure Jenny service school, at the start of a 
that no product is better than the service behind it, and that 


nationwide tour. Realizin 


a steam cleaner is of value to its owner only when it is workin 
embarked on a program which will place a factory-trained service man within convenient 
reach of every Jenny owner. Since most of the 1,7 
were not able to make use of the service training 
has purchased and equipped a special truck which carries materials and men to the jobber. 
F. A. Reuter and F. E. Schuchman jr., a second tour of the mobile 


Under the direction of 
unit is planned for the near future. 


Free Plane Trip 
Ups Hudson Sales 


In Denver Area 


DETROIT.—A successful auto- 
mobile promotion plan will begin 
paying off on July 12 when Fred 
Ward, head of Fred Ward, Inc., 
Denver Hudson distributor, arrives 
in Detroit with a plane load of 
new Hudson purchasers, winners 
in a new sales-boosting program 
sponsored by Ward and the other 
six metropolitan Hudson dealers of 
Denver. 

As a result of the sales promo- 
tion, Hudson is now reported sec- 
ond in sales among all other cars 
in the Denver area. 

Under the plan, persons buying 
new Hudsons are given a free va- 
cation trip in a chartered Conti- 
nental Airlines plane to Detroit. 
Each of the customers will visit 
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ASHINGTON. — Proposals to 

give the Chief Executive peace- 
time power to impose direct control 
over commodity prices, rationing 
and allocation are opposed by the 
research and policy committee of 
the Committee for Economic De- 
velopment. 

The statement, entitled “The Uses 
and Dangers of Direct Controls in 
Peacetime,” cites administration 
proposals ranging from requests in 
1947 for immediate controls to the 
recommendations for standby con- 
trol authority made this spring. 

Pointing to arguments that even 
when there is no inflationary pres- 
sure “direct controls are needed to 
prevent particular prices from ‘get- 
ting out of line’ or even to prevent 
a general state of deflation,” the 
policy committee said that “al- 
though there seems little reason to 
believe that direct control authority 
will be granted in the immediate 
future, we believe it is not too early 
for thorough public discussion of 
the issue, 

“There is a tendency on the part 
of many to accept casually the 


























Coraopolis, Pa., present 
properly, Homstead has 


obbers who handle Hypressure Jenny 
acilities at the factory, the company 


the Hudson factory, be entertained 
at a local club and pick up their 
new Hudson to drive back to 
Denver. 

In addition, Ward and his deal- 
ers worked out an attendance 
boosting tie-in with the Fox-Den- 
ver theaters under which they will 
give away six new Hudson sedans 
and a convertible. 

Ward and his sales manager, 
Matt Brennan, will accompany the 
first group on their flight to De- 
troit and will be on hand to greet 
the second group which will follow 
a few days later. 


Federal Control 
Of Scarce Goods 


Seen Declining 


WASHINGTON. — Critical short- 
ages caused by wartime disloca- 
tions, which made necessary the 
continuance of a handful of con- 
trols under the Second Decontrol 
Act of 1947, have now been largely 
overcome, Secretary of Commerce 
Sawyer said in his quarterly report 
to the President and Congress on 
administration of the Second De- 
control Act and the Export Control 


Patch Firm Moves 


HOLYOKE, Mass. — The A. A. 
Patch Co., manufacturers of rubber 
patches used in repairing tires, is 
being moved here from Albany, 
N. Y. William B. Christie has been 
named manager of the five-year- 
old company, which will be located 
at 266 Main St. 
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STORAGE 


Adjustable on 
12 inch centers 


DIVIDERS: boltless and easy to 
relocate on 1 inch centers 


SHIPPED ASSEMBLED- 
READY TO USE 


UNIT A-13 » 

78 COMPARTMENTS: 
12 are 6 in. wide by 9 in. high 
66 are 6 in. wide by 6 in. high 


OVERALL: 3 ft.x 7 ft. lin. x1 ff. 
LABEL HOLDERS WELDED ON 


ONLY $45.25 


Shi tly f. o. b. Wellston, Ohio 


INCREASE 


Emenee 


ABE 
SHELVES: 











Let F-G-M engineers help you 
plan most profitable layout. Send 
to The Frick-Gallagher Mfg. Co. 
Sales: 400 Shubert Bidg., Phila. 2, 
Pa. for Folder 108 describing 18 
standard units. 


Fa Me FRICK 


SHELVING + PARTS BINS + ROTABINS + COUNTERS - 


415 


- GALLAGHER 


WELLSTON, OHIO 


RACKS - 


SALE—SPECIAL!!!—SALE 
DEALER 


LICENSE PLATE CLIPS 


@ Cadmium Rustproof Springs 
@ Heavy-Duty Bronze Ends 
e Spring Ends Double Looped 


GUARANTEED 
UPPLY 


Phone—Oliffside 6-3334 
Orders Shipped Prepaid in Lots of 12 or More 





Oliffside Park, N. J. 





TABLES 








Act of 1949. 

Sawyer announced, however, that 
because of the recent interruption 
of production in Bolivia which 
threatens the supply of tin and tin 
ores, he is recommending continu- 
ance of the authority over tin and 
tin products to safeguard the stra- 
tegic stockpile and the national 
economy, while the supply is threat- 
ened by such interruptions. 

Two of the controls authorized 
by the decontrol act, those over 
use of railroad equipment and the 
import and domestic distribution of 
antimony, already have been re- 
linquished by administrative ac- 
tions, Sawyer said. 

Discussing operations under the 
Export Control Act of 1949, which 


extended until June 30, 1951, the | 
ex- | 


department’s authority over 
ports, Sawyer pointed to recent 
wide relaxations in export regula- 
tions, following the easing in the 
domestic supply situation which 
first became evident during the 
latter part of 1948. 

Quantitative limitations on ex- 
ports of most iron and steel prod- 
ucts have been removed as a result 
of improved domestic supply, Saw- 
yer said. He added that export 
quotas for many lead and copper 
products have been substantially 
increased or removed; that coal has 
been decontrolled and all petroleum 
items placed under open-end quo- 
tas; that exports of nearly all lum- 
ber also have been open-ended, and 
that many chemicals and building 
materials have been decontrolled. 


Basing-Point Bill 
Near House Vote 


WASHINGTON.—The controver- 
sial basing-point pricing bill, de- 
signed to clarify and legalize trade- 
pricing practices brought into 
question by recent Supreme court 
decisions, was believed near a vote 
in the House last week. 

Majority leader McCormack of 
Massachusetts informed his col- 
leagues that the bill had President 
Truman’s approval, as well as the 
support of the Justice department 
and the Federal Trade Commission. 
The bill would: 

1, Allow manufacturers to quote 
identical prices from a basic pric- 
ing point to different delivery 
points, if there were no collusive 
agreement to fix prices and destroy 
competition. 

2. Permit absorption of freight 
charges in meeting prices of com- 
petitors in good faith. 








1949 


CED Points to Dangers of Controls .. . 


Warning Issued on Peace Lids 





point of view that resort to direct 
controls is the only course of action 
open to government in time of 
stress.” 

The CED Research and Policy 
Committee’s 18th statement on 
basic national issues was released 
by the committee’s chairman, 
Philip D. Reed, who is chairman 
of General Electric Co., and W. 
Walter Williams, CED chairman 
and president of Continental, 
Inc. It was drafted by a sub- 
committee of businessmen headed 
by Gardner Cowles, president and 
publisher of the Des Moines Reg- 
ister and Tribune. 

The policy committee voiced its 


| Auto Advertising | 


Details of the first kinescope-re- 
corded television series to be signed 
for “importing” from the West 
Coast for showing in the East have 
been announced by David B. Spiel- 
man, president of the Local Chev- 
rolet Dealers Assn., Inc. 

The New York-New Jersey-Con- 
necticut automotive group will 
sponsor “Pantomime Quiz,” kine- 
scoped in Los Angeles, on WCBS.-, 
TV in New York starting early in 
the fall. Campbell-Ewald Co., Inc., 
is the agency. 

* * * 


Beauties on TV 


The Miss Greater Philadelphia 
Contest, which annually selects the 
Philadelphia area’s entrant in the 
Miss America pageant at Atlantic 
City, is being sponsored on WCAU- 
TV by Thornton-Fuller (Dodge). 

The contest, exclusive franchise 
of WCAU-TYV, is televised every 
Saturday evening from 8 to 9 p.m. 
Thornton-Fuller’s sponsorship in- 
corporates 10 separate programs, 
one of Philadelphia’s largest live 
television sales of the summer. The 
show continues through Aug. 13, 
when Miss Greater Philadelphia is 
named, 


* * 

Fawcett Coast Offices 

Fawcett Publications, Inc., has 
announced the opening of its West 
Coast advertising sales offices in 
Los Angeles and San Francisco 
under the direction of H. P, Hous- 
ton. The Los Angeles office will be 
at 643 S. Flower St. and announce- 
ment of the San Francisco address 
will be released shortly. 


* * 


Parade Marches On 


Parade, Sunday magazine reports 
a 26 percent gain in linage for the 
first half of 1949. The announce- 
ment points out that the magazine 
had a 50.8 percent linage gain in 
the whole year of 1948. 

+ + * 
Names | 

With expansion of sales training 
activities to handle added needs of 
clients, Ross Roy, Inc.. Detroit, has 
placed Richard G. Dorn in charge 
of all photographic and film pro- 
duction, T. G. McCormick, execu- 
tive vice-president, said. Following 
his graduation from Cornell in 
1930 with a degree in mechanical 
engineering, Dorn was employed by 
Sun Oil and later went with the 
Jam Handy organization, where 
for many years he supervised slide 
film production and produced and 
directed motion pictures. 

7 *. 


De Pierro Named 


Anthony C. De Pierro has been 
appointed media director of Geyer, 
Newell & Ganger, it is announced 
by H. W. Newell, executive vice- 
president. 





little—get results, 


SERVICE SECTION 


belief that: “Depending on the 
extent of their coverage and the 
length of time they are in force, 
direct controls undermine both our 
political and economic institutions 
by: (1) increasing the power of the 
executive at the expense of the leg- 
islature, and (2) substituting ad- 
ministrative decisions for the auto- 
matic operation of the price system 
and depriving the country of the 
advantage of a market economy. 
* # > 


ONTROLS introduced to deal 

with peacetime problems ... 
could easily become permanent fea- 
tures of the economy,” it added. 


“The CED has consistently held 
that government must take affirma- 
tive action to maintain economic 
stability,” the policy committee 
said, reaffirming CED’s position 
that this goal “can and should be 
approached through monetary, fis- 
cal and other policies that are not 
open to the objections we raise 
against direct controls.” 


The committee said its objec- 
tions do not extend to “such con- 
trols as are necessary to protect 
the health and safety of the com- 
munity, to maintain an effective 
monetary system or to further 
military security.” 


GM Sets Dates 
For Fall Dealer 
Training Term 


FLINT.—Opening dates for the 
fall term of the General Motors 
dealer cooperative program are 
scheduled for Sept. 26 and Oct, 24. 
The two-year course has been in 
operation here for more than 20 
years at General Motors Institute, 
central training agency for the 
corporation. 

More than 500 General Motors 
dealers each year participate in 
training young men for the retail 
automobile business through this 
program. 

High school graduation, the spon- 
sorship by a General Motors dealer 
and a desire to enter the retail 
automobile business are among the 
requirements for entrance. 

The program provides the stu- 
dent with alternating periods of 
study in the fundamentals of di- 
rected work experience at his 
sponsoring dealership. 

Applications for enrollment may 
be made to the institute or through 
any General Motors dealer with 
whom arrangements are made for 
sponsorship. 


Pa. Rubber, Mansfield 


Unite Plant Facilities 

MANSFIELD, O.—Consolidation 
of the tire and tube manufacturing 
facilities of Pennsylvania Rubber 
Co., Jeannette, Pa., with those of 
Mansfield Tire & Rubber Co. was 
announced last week by H. B. 
Soulen, president of Mansfield, and 
Gordon H. Groth, vice-president 
and general manager of the Penn- 
sylvania company. 

The consolidation follows several 
months of negotiations, and will 
bring Pennsylvania’s tire and tube 
production to the Mansfield plant. 
The announcement said: “The com- 
bined production of the two plants 
will give both Mansfield and 
Pennsylvania customers and deal- 
ers a greatly strengthened source of 
supply. Sales policies for distribu- 
tion of both the Mansfield brands 
and the Pennsylvania brands will 
remain unchanged.” 


Want ads in AUTOMOTIVE NEWS cost 





DEALER SANFORD'S ANALYSIS CHECK—Shown is the complete analysis department of 
Sanford Nash, Inc., Tacoma, Wash., with the 1949 Nash Airflyte in position on the dyna- 
mometer, and up-to-date motor analysis equipment in the background. 
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Prices Continue Down. . . 





Volume in 


Used Cars 


Due to Hold Up 


(Continued from Page 1) 


July 4, and believe demand will 
hold steady until September. How- 
ever, neither price nor volume was 
close to last year totals. Prices 
are about $100 less than Memorial 
Day, when they were $75 to $200 
below book figures, 

Cyrus S. Gorson, president of 
Philadelphia Used Car Dealers 
Assn., estimates prices on cheap 
cars $100 less than Decoration Day. 


Dealers generally intend to hold 
on to terms of Regulation W with 
slight relaxation in hardship 
cases and those justified to help 
push particular deals, 

Some dealers, however, are apply- 
ing even stricter terms as high as 
50 percent and 12 months to mini- 
mize risks, Some finance companies 
and dealers believe July 4 will act 
as a settling date as it did before 
the war and there will be a creep- 
ing market until Labor Day with 
an upswing in October. 

Some finance companies claim 
they will start becoming more 
choosy about closing deals. A large 
dealer reports that there has been 
a 25 percent increase in trades in 
last three months and used-car 
sales are up. 

A. A, Martin, president of 
PATA, reports that the last week 
in June was best in two or three 
months. Martin is optimistic 
about business, believing that 
the demise of Regulation W will 
help stimulate operation. 
However, Regulation W effect has 

not yet been felt too much because 
it died during season when sales 
are at their best levels. 

Martin says used-car volume is 
good, and looks steady for cheap 
cars but it is too soon to predict 
present trend accurately. Most 
dealers are practicing more bird- 
dogging. 

+ * 
Denver 


[aMAnD for used cars here just 
prior to July Fourth showed 
some little increase with dealers 
featuring Fourth specials to boost 
sales. Prewar cars are showing a 


















Prices now relatively stable 
after dropping steadily for last 
60 days. Prices down 10 to 15 
percent since Memorial Day. 


Assn., 


* * * 


Boston 


ing of interest in sight. 


trained during the spring. 


The softest spot in the market 
appears to be in the more expen- 
sive postwar models, with 1947 
and 1948 car prices much nearer 
to 1946 car levels than their origi- 
nal cost would indicate. 


The net effect of the demise of 
Regulation W seems to be a chance 
for customer and dealer to settle 
each case on it own merits. Most 
of the larger dealers are sticking 
to one third down and a 24-month 
limit. Some who do their own fi- 
nancing may ease the terms for 
an old customer whose source of 
income is assured. Too conservative 
valuations by finance companies 
may tend to establish used-car 
retail prices for smaller dealers by 
controlling the size of the mort- 
gage. Inventories generally are low. 

oa + ~ 


Seattle 


_ReroRrs indicate slight holiday 
surge, considerably better than 
Decoration Day in used-car field, 
while Regulation W demise barely 
noticeable. Used-car prices continue 
falling moderately. 


S. S. Sayres, president, Amer- 


Most dealers reported large inven- 
tory turnovers. Smallest dealers 
reported no holiday sales increase. 


According to Perry Dean, presi- 
dent of Minneapolis Auto Dealer 
used-car stocks are lowest 
they have been in postwar period. 
Decided rise in the use of credit 
over cash for used-car purchases 
and no further credit extension is 
seen by the lifting of Regulation W. 


SED-CAR sales have been good 
in Boston during June and ac- 
tivity immediately after the holi- 
day weekend indicates no slacken- 


Prices have been firm in general 
and slightly higher than those ob- 


ican Automobile Co., said June 
used-car sales were excellent, 
running above any month this 
year and well above year ago. 
Stock turned one and one-half 


tendency to slip in price, while late 
models are holding firm. 

There is every indication, how- 
ever, that late models will decline 


in price within the next few 
months, depending on how soon 
the supply meets the demand. 

Some dealers are offering models 
ranging from ’'33 to ’39 as low as $5 
down and $5 a week, Demise of 
Regulation W is not expected to 
effect local used car business to a 
great extent for some little time 
yet. 

Leading finance companies still 
demand one-third down and the 
balance in 12 months for prewar 
ears. It is expected that some 
easing will be noted in late-model 


used cars. 
a . + 


Miami 
‘(HE used-car market continued 
dull over Fourth of July holiday 





times. No Regulation W effect 
noticed, but will help in late high- 
price deals. 

R. S. Lewis, of Lewis Motors 
(Nash), said June was biggest 
used-car month firm enjoyed since 


1941, Prices slightly lower than 
Decoration Day. Regulation W 
death will help only in isolated 


deals. 

Peter G. Firtschen, of Western 
Motors, said used-car market is 
quiet, but stock clean. 

M. O. Anderson, of Anderson 
Buick, said sales were moderate, 
prices lowering, buyers hesitant. 

J. E, Blume, of University Chev- 
rolet, said June was good used-car 
month; nice pickup prior July 4th; 
prices stabilizing following early- 





year drop. No effect regulation W 
likely. 

Ralph Malone, of Westside Ford, 
said lack of merchandise in 
early June caused used-car sales 


but shows no material change since 
Decoration Day prices are un- 
changed from 30 days ago. New-car 
sales continue steady with factory 





deliveries in some lines slightly 
improved. to drop from May, which was 
.. @ -% | best month in many. Later June 
Minneapolis | sales strong, but no pre-holiday 

| 


spurt as expected. Prices slipping 
gradually, No effect Regulation 


USED- -CAR sales in Minneapolis ! 
_W because “No dealer in right 


were spotty over the holidays. 


» BINDER for 
Automotive News 





ANSWERING many requests from our 
readers for a semi-permanent binder to 
retain this publication for ready--reference. 


Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 
ic covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 
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mind would give terms more lib- 
eral than 24 months.” 

Phil Cook, Phil Cook & Son, said 
July 4 surge better than over Dec- 
oration Day but only slightly above 
average. Price drops average $50 
since then. No policy change gen- 
erally among used-car dealers be- 
cause of Regulation W _ deletion, 
especially regarding one-third down 
payment. 


Atlanta 


Aas dealers are glad Regu- 
lation W is gone. So is the buy- 
ing public. But the people who put 
up the money for automobiles—the 
finance companies—so far haven't 
been convinced that terms should 
be eased. 

Said W. L. Shackleford, of John 
Smith Co. (Chevrolet): “Finance 
companies consider any relaxation 
of the present payments as poor 
risk, The situation isn’t changed at 
all since the regulations went off.” 


One good effect of the lifting 
of the payment curb, however, is 
that employes of some large firms 
may again secure more lenient 
terms on loans through company 
credit union. 

A. L. Roper, of Yarbrough Motor 
(Studebaker), among others, 
pointed out that this was boosting 
sales. And E. E. Lytle, of Victory 
Motors (Dodge-Plymouth), said he 
has already noted an upswing in 
sales. He declared that the regula- 
tion lifting was “having a good 
psychological effect because the 
American public doesn’t like to be 
regulated.” 


While new-car dealers here still 
report sales of new cars “as fast 
as we can get them,” the used-car 
market has dropped since June 1. 
Price guides used by banks and 
finance companies have been quot- 
ing decreasing prices on used cars, 
forcing the buyer to make a larger 
down payment and consequently 
frightening away some prospective 
customers, according to Clyde 
Owen, used-car dealer, who added 
that last month’s sales were con- 
siderably below those in May. 

* * + 


Chicago 


[yam cee sales picked up slight- 
ly preceding the July 4 holidays 
as compared with a week earlier, 
but dealers interviewed reported 
that the volume was not up to the 
pre-Memorial Day weekend level. 


This was the condition, they 
said, despite theoretically favor- 
able factors, such as the height 
of the touring and vacation sea- 
son, lower prices on the whole 
than a month earlier, and the 
ending of Regulation W. 

Buyers, it was stated, are still 
balking at used-car prices except 


in the case of popular sellers from | 
one to two years old. These have | 


been moving best in line with a 
preference for “late, clean mer- 
chandise,” as one dealer put it. 
There is a feeling that prices of 
all used cars must drop further 
before a heavy demand sets in. One 
dealer cited the need for reductions 


up to $200, since the used-car buy- | 
“bargain | 


ing contingent is in a 
hunting mood.” 


Another dealer said he is meet- 
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PENETRATES THE IRON CURTAIN FIRST—Shown is the first car to enter the 
Helmstedt autoban after the Russians lifted the Berlin blockade. The photo was featured on 
page one of many European newspapers. 


l 
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Willys to Ship 
Knock-Down Units 


Into Mexico 


TOLEDO.—Arrangements for 
shipping Jeeps and other Willys- 
Overland vehicles into Mexico in 
knocked-down form for re-assem- 
bly south of the border have been 
made by Marcel F. DeMuller, pres- 
ident and general manager of Wil- 
lys-Overland Export Corp. 

The new system was established 
to conform to Mexican government 
requirements, DeMuller said. 

The Mexican government early 
in June announced new stringent 
import measures to reduce the flow 
of commodities from the U. S. and 
Europe into Mexico. 

Hardest hit of all products made 
in the United States, DeMuller 
said, are built-up vehicles. A quota 
of 15,900 passenger cars and trucks 
has been established for the U. S. 
for the next 12 months. 

“The Mexican government, at- 
tuned to the necessity of self-de- 
velopment economically, agricul- 
turally, and industrially, apparent- 
ly looked with favor on Willys- 
Overland utility vehicles because of 
their value as instruments of fur- 
thering its self-sufficiency,” the 
Toledo export executive said. 


ing the challenge of bargain 
hunters by pointing out the con- 
siderably lower prices of his used 
cars by comparison with what 
they bought several months or a 
year ago. 





Auto Courses Popular 


At Minneapolis School 

MINNEAPOLIS. — Care of 
automobiles proved the most 
popular course with students of 
Dunwoody Institute here the 
past year. Of 1,844 enrolled in 
the term recently ended, 500 
took courses in auto mechanics, 
electrical work and body and 
fender repair. 


AUTO BOOKS 


That Should Be in 
Every Dealer’s Library 


These books should be in the library 
dealer—a 


* * + 
San Diego 
uo = sales prior to the holi- 
days reflected continued weak- 
ness of San Diego market although 
a few dealers reported some im- 
provement in demand. 

Prices are off slightly since 
May 30, showing resistance to 
downward trend. Dealers attrib- 
ute the lower price structure, 
which in comparison to Eastern 
markets does not reflect usual 
West Coast differential, to dis- 
tress sales among newcomers to 
business. 

Demise of Regulation W_ has 
brought many “wishful thinkers” 





into used-car lots shopping for >= a ae ~~ a 
terms, but few dealers are willing| able when the “chips are down” and 
to compete on credit basis, Much arrives. 

fanfare in advertisements about |4UTOMOTIVE FUNDAMENTALS, By 


Irving Frazee and Earl L, Bedell, Cover- 


new terms, but check shows easy- 
credit paper is not salable to banks 
or finance companies and new-car 
dealers are still demanding one- 
third down and 24 months. 


ing the entire field of automotive main- 
tenance and operation, $4.90 postpaid. 


THE LAST BILLIONAIRE — HENRY 
FORD, By William C. Richards. ‘*An in- 
formal portrait of an industrial genius who 


was also a most unpredictable human be- 
postpaid. 


* * * ing.’’ $3.75 
Dallas KNUDSEN; 4 BIOGRAFAY. By Normas 
HE MARKET on late model|papaa =” - 


used cars has been steady to 
firm the past three weeks, though 
it is sliding on the older cars. Con- 
tinued tightening of finance terms 
has contributed to the weakening 
of prices. 

Removal of Regulation W has 
not helped except in the case of 
new cars for which sales are ac- 
tive. The July 4 holiday appears 
to have induced few additional 
sales except for possibly slightly 
heavier buying just prior to the 
weekend. 


AUTOMOTIVE MECHANICS. 
Crouse, A comprehensive and basic course 
on the subject of fundamental automotive 
mechanics, Cloth binding. $5.00 postpaid. 


DEALER BUSINESS COUNSEL, Business 
guidance for automobile dealers, By J. 4B. 
Van Tassel, Dealer Business Consultant. 
Three books—Book No, 1, $2.0U. Books 
2 and 4, $45.00 each postpaid, 


DETROIT IS MY OWN HOME TUWN. 
Maicoim Bingay. A story of Detruit ana 
sidelight history of the fabulous motur 
car business. $3.75 postpaid. 


FABULOUS HOOSIER. By Jane Fisher. 
A story of Carl Fisher, early pioneer of 
the automotive industry. $3 postpaid. 


Wm ik. 





Cn ee FASTEST ON EARTH, By Capt. George 
Detroit Eyston, Complete history of every land 


speed record from 1898 to the present. 


OLUME remained brisk on Liv- 

ernois Ave. over the July pe- 
riod and the seasonal “tapering off” 
in business was not expected to 
begin until Labor day. 

Finance companies were cling- 
ing to Regulation W terms for the 
time being, and indications coun- 
tered any possibility of greatly 
eased credit. There was some talk 
of 25 percent down payments by 
individual dealers. 

Resumption of the price de- 
cline, following the stiffening of 
a month ago, was forecast. Most 
here-to-stay dealers, however, 
were anticipating lower profit 
margins and were keeping their 
inventories “close to the belly.” 

A warning against credit over- 

extension was sounded by Yale 
Simons, president of the Michigan 
Used Car Dealers Assn., who ap- 
plauded the abolition of Regulation 
W but predicted dire consequences 
should dealers go hog-wild. 

With conditions getting back to 
normal rapidly, the mortality rate 
among used-car dealers was ex- 


pected to mushroom through the | 


balance of the year. 





Paper-bound, $2; cloth-bound, §3. 


FLOYD CLYMER’S MOTOR SOCRAP- 
BOOKS. Order Edition No, 1, 2, 3 or 4 in 
paper cover, $1.50 each, Deluxe cloth- 
bound, $2.50. Steam-car edition, $2 or 
cloth-bound, $3 postpaid. 


HENRY FORD—HIS LIFE, HIS WORK, 


HIS GENIUS. By Wm. A. Simonds. Re- 
printed by Floyd Clymer, Deluxe edition, 
$4 postpaid. 


INDIANAPOLIS RACE HISTORY — 1909 
TO 1946. 852 pages, 1,000 illustrations. 
Deluxe edition, $5 postpaid, Paper-bound, 
$3.50. 

MOTOR MEMORIES, A saga of whirling 
gears by Eugene W. Lewis. $3.50 post- 
paid. 

FLOYD CLYMER’sS INDEPENDENT TEST 
REPORT OF KAISER-FRAZER CARS. 
Deluxe edition, $2.50 each, Paper-bound, 
$1.50 postpaid. 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF POST-WAR STUDEBAKER 
CARS. Deluxe edition, $2.50 each. Paper- 
bound, $1.50 postpaid. 

FLOYD CLYMER’S [INDEPENDENT aie 
REPORT OF POST-WAR MEROUR 
CARS. Deluxe edition, $2.50 each. oo 
bound, $1.50 postpaid. 


FLOYD CLYMER'S INDEPENDENT TEST 
REPORT OF 1949 


FORD OARS. $1.50 


postpaid. 


COMPLETE 1918 INDIANAPOLIS. 600- 
MILE RACE SUPPLEMENT. By 
Clymer. 


$1.50 postpaid. aN 
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Cuts Week’s Output to 109,790... 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 


Week 
Ended 
July 9, 
1949 
16,785 
2,119 
1,423 
4,927 
8,316 
20,791 
15,765 
712 
4314 
40,169 
6,886 
1,476 
20,404 
5,412 
5,991 
1,295 
121 
1,174 
148 
1,872 
2,459 
2,168 
STUDEBAKER 4,068 
WILLYS?+ 813 


Total Cars, U. S..... 90,563 


ry 
GENERAL MOTORS . 

Buick 

Cadillac 

Chevrolet 

Oldsmobile 

Pontiac 
KAISER-FRAZER 


Same 
Week, 


16,801 


Jan, 1 
to 
duly 10, July 9, 
1948* 1949* 
389,665 508,251 
57,144 63,837 
43,596 50,101 
111,738 125,460 
177,187 268,853 
268,621 495,770 
194,551 388,972 
12,284 17,362 
61,783 89,436 
$07,154 1,098,980 
142,010 208,893 
30,943 46,119 
401,048 535,455 
101,828 146,032 
131,325 162,481 
98,511 39,374 
35,674 6,130 
62,837 33,244 
16,222 5,694 
713,772 36,643 
74,732 80,046 
46,548 52,793 
88,234 116,740 
15,760 16,773 


1,879,219 2,501,064 


dan, 1 
to 


Week 

Ended 

duly 2, 

1949* 
25,199 
3,061 
2,118 
7,144 
12,881 
25,822 
19,758 
975 
5,089 
49,033 
8,043 
1,848 
25,335 
6,448 
7,359 
1,909 
117 
1,792 
137 
1,595 
3,434 


Total 
dune, 
1949* 
108,719 
13,778 
10,117 
31,848 
52,976 
87,769 
68,286 
3,260 
16,223 
222,381 
36,891 
8,145 
116,615 
27,482 
33,298 
9,282 


1948 





+Station wagons and Jeepsters, *Revised. 


COMMERCIAL CARS 


(U. 8S. PRODUCTION ONLY) 


Week 
f£nded 
duly 9, 


6,429 


%,964 


6,004 
1,545 
2,892 

171 


1,252 


1,717 
571 


23,746 


Total Trucks, U. S. . 19,227 


Total Cars, Trucks 


Same 
Week, 


Jan, 1 
to 
duly 10, July 9, 
1948* 1949* 
206,125 227,621 
1,809 219 
3,884 1,963 
$1,467 88,391 
2,819 790 
181,082 112,302 
44,098 50,481 
96,046 77,604 
6,963 3,578 
7,738 1,951 
32,781 40,762 
7,147 4,731 
63,367 30,543 
15,046 10,643 


750,372 651,579 


dan, 1 
to 


Week 
Ended 
duly 2, 

1949* 


8,035 
4 


Total 
June, 
1949* 


34,851 
34 

372 
11,963 
82 
18,962 
7,905 
15,661 
559 
287 
6,368 
717 
4,291 
1,592 


103,644 


1948 


24 
13 72 
2,771 


50 


32 


82 152 


25,050 


109,790 94,189 140,588 597,331 2,629,591 3,152,643 


5,541 


7374 29,778 130,095 141,642 


U. S& and Canada ..117,285 99,680 147,962 627,109 2,759,686 3,294,285 


*Revised, Miscellaneous includes Autocar, 
Drive, Sterling, Nash, Diamond T, etc. 


Seyffer Urges 
Dealers to Aid 
Safety Drives 


NEW YORK. — America’s 40,000 
automobile and truck dealers have 
an unprecedented opportunity to 

help improve 
traffic and safety 
conditions in lo- 
cal communities 
throughout the 
country, it was 
pointed out last 
week by Charles 
J. Seyffer, north- 
eastern regional 
sales manager for 
Ford Motor Co. 
Speaking at a 

C. J. Seyfter luncheon given 
by .the New York District Ford 
Dealers Assn. on the occasion of 
his 35th anniversary with Ford, 
Seyffer said: 

“Automobile dealers should take 
the initiative to form and serve on 
local committees set up to solve 
problems related to parking and 
traffic congestion; they should or- 
ganize local safety drives aimed to 
prevent or limit the extent of motor 
vehicle accidents, and they should 
take the lead in educating drivers 
and pedestrians in the simple rules 
of traffic courtesy and good con- 
duct. 

“During the past 10 years we 
have had an appalling average of 
more than 32,000 lives needlessly 
lost each year as a result of traffic 
accidents of all types. Many of 
these lives could have been saved. 

“Today, ‘driver error’ is responsi- 
ble for two-thirds of all accidents,” 
Seyffer declared, “and excessive 
speed causes more fatalities and 
injuries than any other single traf- 
fic violation. The only encouraging 
thing about this growing problem 
is the fact that much of it can be 


Corbitt, Marmon H., Brockway, Four-Wheel 


prevented or solved with some help 
and interest on the part of all of us. 

“Too many motorists, unfortun- 
ately, wait until something ‘doesn’t 
sound right,’ or until their cars 
refuse to move before they do any- 
thing about it,” Seyffer stated, “and 
they are the people we must try 
to help and educate along preven- 
tive safety lines.” 

Seyffer was presented with a gold 
watch engraved with his anniver- 
sary date and the signature of 
Henry Ford II. The watch was 
presented by Walker A. Williams, 
Ford division general sales man- 
ager. 


Title Passers 
Chicago Police Warn 


Of Con Couple 


CHICAGO. — Dealers here have 
been asked by the stolen auto de- 
tail of the Chicago police depart- 
ment to be on the lookout for a 
man and woman passing bogus 
photostatic certificates of title for 
automobiles. 

The warning stated that the 
photostats are a “good imitation 
in the selling of late model auto- 
mobiles, many of which are Chev- 
rolets.” 

Described as being between 30 
and 35 years of age, six feet in 
height, 155 pounds in weight, thin, 
dark complexioned, and with hair- 
line mustache and middle finger 
of the left hand missing, the man 
has given his name variously as 
William G. Davis, Frank R. Young, 
George R. Baron and Jack Voyne. 

The woman was described as 
about 35 years of age, 5 feet 2 
inches in height, stout of build, 
with freckled nose and blond hair. 


Pollard Aids Mayor 


Martin Pollard, North Hollywood 
Chevrolet dealer, is now back at 
work after managing Mayor Bow- 
ron’s winning election campaign. 


But Holida 





27,500 Vehicles Rolling Out Daily 


(Continued from Page 1) 
four Detroit-area Chrysler plants. 

Although rolling off postwar 
high production achievements in 
June, most U.S, plants have set 
their goals higher this month, 
despite the fact that July offers 
one less working day. 

During June, Chevrolet produced 
more cars and trucks than in any 
other month in its history. A 
record-breaking output of 151,466 
vehicles rolled from Chevrolet as- 
sembly lines throughout the nation, 

+ * 4 


HE June car and truck total 

surpassed by 1,370 units Chevro- 
let’s previous record of 150,096 
cars established in May, 1929. 

Other GM divisions also ac- 
counted for June output of record 
proportions. Reported capacity of 
GM plants throughout the coun- 
try is 12,500 vehicles daily. Recent 
and current GM output has been 
at that level but Saturday opera- 
tions have been utilized to obtain 
it. 

In addition, many GM plants are 
operating second shifts. 

Meanwhile, Chrysler Corp. rolls 


Mexico Will Skip 
Dealers in Future 


Vehicle Orders 


MEXICO CITY.—A saving of at 
least 15,000,000 pesos (about $1,950,- 
000) yearly is expected by the Mexi- 
can government from a decision to 
buy automotive vehicles directly 
from assembly plants in Mexico. 

The decision, in the form of a 
presidential decree, was made a law 
by publication in the Diario Oficial 
(Official Gazette), the paper which 
gives the status of laws to all gov- 
ernment decisions. 

The decision saddens dealers who, 
it is said, got commissions of 24 
to 25 percent on every vehicle they 
sold the government. 


‘CLASSIFIED 


yroups of number 
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Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 


HELP WANTED 


ACCOUNTANT WANTED, man or woman, 
with General Motors or Chrysler experi- 
ence; also office and credit manager ex- 
perience. Need a capable person desiring 
a future. Give experience, age and edu- 
cation, Chance to pirticipate in earnings 
and bonus. One of Tidewater’s oldest 
automobile dealers, Livermon Motor 
Company, Inc., 314 Crawford Street, 
Portsmouth, Virginia. 


HIGH-CALIBER REPRESENTATIVE. For 
Detroit and surrounding area, Nationally 
known automotive service follow-up pro- 
gram, Earnings from $10,000 to $20,000 
annually. Acquaintance among car man- 
ufacturers and dealerships essential. Re- 
plies confidential, Box 3185, c/o Auto- | 
motive News, Detroit 26, 

SERVICE MANAGER WANTED—For Lin- 
coln-Mercury dealership in one of the 
fastest growing towns in Florida with 
population around 30,000. We have one 
of the best equipped shops in the South 
in modern building doing better than 
$5,000 labor per month now. None but 
the best need apply. Box 3217, c/o Auto- 
motive News, Detroit 26. 





EXPERIENCED AUTO AND TRUCK 
SALES MANAGER: Able to assume full 
responsibility new and used truck sales 
departments for Dodge-Plymouth dealer 
in Massachusetts, 60,000 population. 
Must be alert, aggressive and capable. 
Age 35-45 preferred, Permanent position. 
Excellent working conditions and salary. 
Write, stating experience and qualifica- 
tions to Box 3228, c/o Automotive News, 
Detroit 26. 





along at its highest prewar pace. 
At Plymouth last week, two of the 
best production days in history 
were reported. However, heat walk- 
outs restricted output on other 
days. 
* 
,, output of both Ford cars 
and trucks is far above pre- 
strike volume, Output of Ford cars 
is up about 20 percent, and last 
week’s rate gave evidence that 
truck output is also being raised 
accordingly. 

Output of the independents con- 
tinues at postwar high levels, but 
in a few quarters there are signs 
of leveling off. 

At Kaiser-Frazer a month ago 
plans were announced to increase 
car output to 600 daily. So far, 
K-F output shows no sign of 
reaching such a height. 

To date in 1949, U.S. plants have 
built an estimated 2,501,064 cars 
and 651,579 trucks for a total of 
3,152,643 units. At the same point 
a year ago the totals were 1,879,- 
219 and 750,372 for 2,629,591 units. 


* * * 


‘—- 1949 car output is running 

621,845 units ahead of 1948, while 
truck output lags by almost 100,000 
vehicles. 

Auto industry observers have 
high hopes for volume July and 
August car production, Truck 
output, they are agreed, will con- 
tinue to show a decline as manu- 
facturers adjust production to 
demand. 


Considering U.S. output only, the 


* * 





Ark. Gas Revenue Loans 


LITTLE ROCK, Ark. — Arkansas 
collected $1,892,428 in gasoline taxes 
during June, according to an- 
nouncement by assistant state rev- 
enue commissioner Carl Parker. 
“This is the largest collection of 
tax for any one month in the his- 
tory of the department,” Parker 
said, 


auto industry entered the second 
half of 1949 producing vehicles at 
a rate of better than 6,000,000 an- 
nually. Observers are not too opti- 
mistic that such a rate will be 
carried through the next six 
months. 

A combination of both pessimistic 
and optimistic forecast indicates a 
total 1949 output of 4,675,000 cars 
and slightly more or less than 
1,000,000 trucks. 


Production Note: The manufac- 
ture of Dodge, DeSoto and Chrys- 
ler station wagon bodies has been 
added to the assembly of Plymouth 
ears in Chrysler’s Evansville (Ind.) 
plant. Approximately 200,000 of the 
plant’s 500,000 square feet is being 
used for the new station wagon 
body work. 


Total production of Plymouth 
cars at Evansville is currently 475 
a day, compared with 375 in 1941. 
The plant is also building 3,000 
wire harness systems and turning 
out 25 Dodge, DeSoto and Chrysler 
station wagon bodies a day. Cur- 
rent employment in the Chrysler 
Evansville plant is approximately 
1,600, compared with 800 in 1941. 


Steel Production Falls 


To 2%-Year Low 

NEW YORK.—The steel in- 
dustry’s operating rate slid to 
61.2 percent of capacity last 
week, compared to 79.9 percent 
the week previous. Last week’s 
rate was the lowest in more 
than than 2% years, according 
to the American Iron and Steel 
Institute. 

Factors given for the sharp 
reduction in steel output were 
the Fourth of July holiday, con- 
tinuing drop in demand and the 
closing of several mills for vaca- 
tions. It was the 12th straight 
week to show a steel production 
decline. 


WANT AD DEPARTMENT. 


TOMOTIV 


HELP WANTED 


SALESMAN WANTED. Well known piston 
ring manufacturer has a position open 
as salesman with headquarters in Boston. 
Remuneration based on incentive plan, in 
addition to substantial salary and ex- 
penses. ‘Territory covers eastern half of 
northeastern states. Applications solicited 
from men with following qualifications: 
Age, 30-45; character: honest, industri- 
ous, good habits; experience: prefer man 
with mechanical aptitude and experience 
selling through automotive parts jobbers; 
equipment: good automobile and portable 
typewriter. Applicants should give back- 
ground of experience and education. In- 
terviews will be arranged for qualified 
applicants. Apply to Box 3227, c/o 
Automotive News, Detroit 26. 








RETAIL SALESMAN —To work with 
dealer in metropolitan Atlanta area. Pre- 
fer men with automobile and truck sales 
experience. Capable producer can earn 
big money. Replies confidential. Box 
3211, c/o Automotive News, Detroit 26. 


WANTED IMMEDIATELY! Chevrolet 
parts manager. Must have several years’ 
of management experience handling 
Chevrolet parts and accessories, Central 
Illinois location, Potential parts volume 
— $25,000 monthly, Dealer anxious to 
employ man qualified to assume com- 
plete responsibility of department. 
Dealer willing to cooperate to obtain 
maximum volume, Compensation of $400 
monthly plus percentage of operating 
profit of parts department, Right mer- 
chandiser can earn $12,000 annually. 
Letter of reply must be complete as to 
age, experience and will be strictly con- 
fidential. Box 3221, c/o Automotive 
News, Detroit 26. 





PARTS MANAGER — 400-car northwest 
Chevrolet dealer in excellent city of 50,- 
000, State age, experience, salary and 
commission, Box 3187, c/o Automotive 
News, Detroit 26. 


SALESMANAGER — For Dodge-Plymouth 
dealership, metropolitan New York area. 
Write, stating complete background, age 
and former earnings. Box 3209, c/o 
Automotive News, Detroit 26. 


BOOKKEEPER—Male or female, Chrysler 
trained, in a city of 20,000 in New York 
State. Box 3210, c/o Automotive News, 
Detroit 26. 


HELP WANTED 


SALES MANAGER WANTED for Ford 
dealer in town of 10,000 population in 
Northeastern Colorado, Must be able to 
handle new and used car sales and 
manage sales force. Give age, size of 
family and references, both as to sales 
ability and character. This is an excel- 
lent opportunity for a good man, Box 
3220, c/o Automotive News, Detroit 26. 


DEMAND FOR CARLIFE GUARANTY is 
so great from new car dealers of all 
franchises that we have immediate open- 
ings in several states for top salesmen 
with car dealer, accessory or finance 
experience. We provide lists, by states, 
of dealers who are filling their service 
shops by using plan and also unsolicited 
letters they have written us. Read our 
ad on page 49 of this magazine and con- 
tact us today. Donald E. Williams, Gen- 
eral Manager, The Carlife Guaranty, 
8827 Strathmoor, Detroit 28, Michigan. 
Telephone VErmont 8-5077. 


GENERAL MANAGER FOR LARGE 


AUTOMOBILE BUSINESS 

We are interested in securing a General 
Manager for a large dealership handling 
passenger cars and trucks for one of the “bi 
three"’ located in the Metropolitan New Yor 
area. The company is well capitalized; has 
outstanding facilities and is well established. 

The man we select must have wide automo- 
tive experience. Our preference is for a man 
who has been successful in handling a similar 
operation, who wishes to better his oppor- 
tunity and who desires a permanent connec- 
tion where performance will be recognized 
and incentive provided. 

Reply in detajl. Applications will be treated 
in strictest confidence. Box 3225, c/o Auto- 
motive News, troit 26. 








POSITION WANTED 

To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7!/2 cents per word for one 
insertion or two insertions of the same 
copy at 12!/, cents per word. Cash in 
advance. 


ACCOUNTANT, C.P.A.—Comptroller, office 
manager. Dealership experience. Leo- 
cated Detroit past 12 years, married and 
family. Excellent local references. Box 
3142, c/o Automotive News, Detroit 26, 
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POSITION WANTED 


PARTS DEPARTMENT MANAGER: Can 
bring more than 20 years’ experience in 
parts and accessory merchandising, ware- 
housing, purchasing, service department 
operations, etc. Traveled most of United 
States for 10 years as parts and service 
representative, parts and accessory sales 
promotion manager, parts and service 
manager for two large automotive corpo- 
rations. Can handle and train help, Past 
four years with record that speaks for 
itself with Chrysler - Plymouth parts 
wholesalers. Prefer Chrysler or DeSoto 
wholesale setup with parts and accessory 
potential of $50,000 or more per month. 
Available about August 15th. Box 3202, 
c/o Automotive News, Detroit 26. 


EXPERIENCED, CAPABLE MAN, 39 
years old, willing to assume responsi- 
bility to assure economical, efficient and 
successful business operating methods. 
General Motors accounting experience, 
well versed in dealer accounting, tax 
accounting, sales promotion, Ouice man- 
agement and service. The hard facts of 
*‘know-how’’ I have gained over a period 
of years eliminates trial-and-error meth- 
ods, Integrity vouched by prominent 
business men. Not interested in tem- 
porary connection nor curiosity seekers. 
Salary in line with responsibility and 
future offer. Box 3206, c/o Automotive 
News, Detroit 26. 


SALES MANAGER. A hard worker, mar- 
ried, sober, wishes position in same ca- 
pacity, Thoroughly experienced in every 
phase of dealer operation. Prefer ‘‘Big 
3’’ dealer, 300 to 500 franchise. Cur- 
rently employed, Interested in permanent 
position only. Fly-by-night or panicky 
dealers kindly do not apply for 1 am 
not uvailable for experiments, Box 32v5, 
c/o Automotive News, Detroit 26. 


DeALERSHIP WANTED og” 


AUTOMOBILE MAN desires to buy up to 
% interest in dealership in vicinity of 
Los Angeles, Calif., and to participate 
actively in same, Will consider Buick, 
Pontiac, Studebaker, Chrysler or Packard 
100-200 car contract with high class fol- 
lowing. Box 4229, c/o Automotive News, 
Detroit 26. 


CHEVROLET - FORD. Lower half U. 8. 
impressive pre-war record; likeable, con- 
genial, Open to good proposition, All or 
half. Box 3230, c/o Automotive News, 
Detroit 26. 





DEALERSHIP WANTED 


In New England, preferably in or 
within 100 miles. of Boston. 200 to 
300 car franchise. Wiil lease or buy 
building and pay cash for equip- 
ment and inventory. Your reply 
strictly confidential. 


BOX 3226 
c/o AUTOMOTIVE NEWS 
DETROIT 26, MICHIGAN 


DEALERSHIP AVAILABLE 


PACIFIC COAST—Well-established dealer- 
ship (now handling Studebaker) in Aber- 
deen, Wash., serving 50,000 population. 
This business showing a fine profit now. 
Splendid building and attractive lease. 
Can be purchased for actual inventory 
of parts and equipment, approximately 
$20,000. Owners taking same franchise 
in larger territory. Box 3186, c/o Auto- 
motive News, Detroit 26. 


WE SELL EVERYTHING 


FOR YOU! 
AUTOMOTIVE NEWS 


GLOSS 


ONE OF THE FEW MATERIALS THAT SHOULD BE USED ON NEW CARS 
IT WASHES A GLOSS ON—NOT OFF 


If followed by the use of the specially treated "GLOSS-WASH" cloth it makes an 


ordinary wash job look like a polish job. 
ealers have reported as many 
wash jobs from | gallon or a cost per car of less than I'/2 


SMOOTHER - - FASTER - - 


ECONOMICAL TO USE: 


DEALERSHIP AVAILABLE 


OLD LINE DEALERSHIP AVAILABLE in 
the heart of TVA at Chattanooga, Tenn. 
Parts and equipment will inventory $35, - 
000. Will sell inventory at cost and lease 
new modern building at 8% of building 
cost. Doing annual volume business of 
$600,000. Write or contact H, E. Collins, 
1809 Broad Street, Chattanooga, Tenn. 


DEALERSHIP in Virginia, handling Hud- 
son. 1948 gross sales $213,000. Net 
profit $33,400. Modern brick building, 
will lease or sell, Inventory of parts, 
accessories, shop and office equipment 
$15,000. Sell for inventory. No cars to 
buy unless you want them. Box 3208, 
c/o Automotive News, Detroit, 26. 


DEALERSHIP: (One of Big Three) lo- 
cated on main street in Northern Ken- 
tucky City. 100,000 trading area. 
Modern building, over 100 foot glass 
front; parts, service and office equip- 
ment—all new. Total value of $202,000. 
Doing $80,000 to $90,000 per month. 
$200,000 cash or terms can be ar- 
ranged. Present owner retiring. Write 
Box 3218, c/o Automotive News, Detroit. 


FOR SALE. DEALERSHIP, now handling 
Buick. Central Texas. Consistent money- 
maker past ten years. 125 car contract. 
Did $211,000 gross first five months 
1949. Owner has opportunity to buy 
bigger deal in larger Texas town. Pur- 
chaser must qualify with factory. $90,- 
000 will buy complete set-up. Write Box 
3222, c/o Automotive News, Dertoit 26. 


WISCONSIN GARAGES—Milwaukee, now 
handles Chrysler-Plymouth, sold 220 in 
1948—$82,500. South Wisconsin, now sells 
Kaiser-Frazer, Buick—$26,000. Garage, 
now sells Fords, 600 car potential, near 
Milwaukee, handles Pontiac and Case 
farm machinery. No. Wisconsin, now 
handles Chevrolet, sold 250 in 1941, New 
building, now sells Fords, 400 car po- 
tential. Ed Thlenfeldt, 3314 W. Lisbon, 
Hopkins 2-6150, Milwaukee 8, Wisconsin. 


‘OPPORTUNITY FOR THE RIGHT 
PARTY.’’ Large distributorship fran- 
chise. Highly successful operation in city 
of 50,000. Distribution of cars and parts 
to twenty dealers. Over $1,500,000 in 
gross sales 1948. New cars retailed 1948, 
200. New cars wholesaled 1948, 672. 
Used cars retailed 1948, 420, Long term 
lease on building and used car lot, Best 
location in city on main highway. Latest 
and finest equipped repair shop and 
body shop. Going concern, complete or- 
ganization, Available to factory approved 
applicant. Box 3223, c/o Automotive 
News, Detroit 26. 

GARAGE: A big three car agency, pros- 
perous community in Central Wisconsin. 
Complete set-up includes land and build- 
ing. Box 3231, c/o Automotive News, 
Detroit 26. 

HEALTH BAD-—Must sell. Dealership pop- 
ular make, 120 unit franchise. Shop 
doing good business, 60,000 square feet 
floor space. Population of 14,000. North- 
western Ohio, $25,000 cash needed to 
handle deal. New building. Box 3232, 
c/o Automotive News, Detroit 26. 


BUSINESS FOR SALE 


MANUFACTURING BUSINESS FOR 
SALE. Automotive frame and axle 
straightening machine for passenger cars 
and trucks. Includes national and inter- 
national representation, complete inven- 
tory, backlog of orders, start manu- 
facturing immediately. Outstanding ma- 
chine in field today. Box 3224, c/o 
Automotive News, Detroit 26. 

BUSINESS OPPORTUNITY 

AUTO SALES — SERVICE, Sales $35,000 
month; new modern type two-story build- 
ing; attractive salesroom; complete serv- 
ice, parts departments; employ twelve; 
franchise two fast selling cars; Ohio 
town; busy highways; opportunity for 
experienced buyer; price $35,000. Apple 
Company, Brokers, Cleveland, Ohio. 





NEW CARS WANTED 


WANTED. 50 new cars for Florida Rental 
Service. Must be new General Motors, 
Chrysler, Ford or Studebaker. All trans- 
actions strictly confidential. We trans- 
port. Write, stating prices. Box 3175, 
c/o Automotive News, Detroit 26. 


-WASH 


as 250 
cents. 


NO STREAKS 


USED CARS WANTED 


1948 HUDSON DRIVEMASTER. Must be 


clean, Write Automobile Exchange, Ox- 
nard, California. 


USED CARS FOR SALE 


Philadelphia's 
DEALER AUCTION 
EVERY TUESDAY ...11 A.M. 


Harry D. Gilbert 


Automobile Auctioneers 
6600 N. Broad St. Phila., Pa. 


e 
PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 
° 


Tel. Livingstone 8-3000 


AUTO AUCTION 


TIM ANSPACH 
Albany, N. Y. 
(For Dealers Only) 


EVERY MONDAY .. . 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A 


LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 


MANHEIM AUTO SALES 
& AUCTION, INC. 


Phone 202-W4 


KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 


In Continuous Cpecstien Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 


INDIANAPOLIS, INDIANA 
Col. R. V. Martin, Auctioneer 
915 N. Illinois St. Phone Lincoln 5383 


AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
Y_ Mile East of Illinois State Line 
On Route 30 


EVERY FRIDAY... 11 A.M. 
175-Car Average 


Year's Percentage Sold Above 63% 
Dealers Buy - - - Dealers Sell 


GEO. LAWSON—Owners—BUD FENNEMA 
DUTCH STUART, Auctioneer 


Dyer Auto Auction 
Phone 4111-4051 DYER, IND. 


Res.: Lansing, Ill. 730 and 
Lansing, I. 107R 


IF YOU WANT A TREAT 
INSTEAD OF A TREATMENTI 


VISIT 
AMERICA'S NO. | SALE 


EVERY TUESDAY AT NOON 


Weekly price lists mailed upon request. 
Sales Fee $5.00 


TRUCKS FOR SALE - 


MUST BE SOLD! 1948 Chevrolet Truckstell 
18-5 conversion, new truck, 8.25x20, 10 
ply front tires; 9.00x20, 10 ply dual rear 
tires. Auxiliary transmission, double 
frame, heavy duty equipment, 3% to 6 
ton capacity, 147 inch wheelbase, cab 
and chassis. Retail $4,150. On sale at 
$2,800. Hewitt Chevrolet, Inc., 14481 
Euclid Ave., E. Cleveland, Ohio, Phone 
UL 1-3300. 


PARTS FOR SALE 
WHOLESALE PONTIAC PARTS, 
stocks of hard-to-get parts, and 
fender parts for all models. Fast serv- 
ice, liberal discount. Walter H. Schultz 
Pontiac, 16-20 Passaic St., Trenton 8, 
New Jersey. 
OLDSMOBIL 
New. Complete, 
and generator, 
2515 Milwaukee Ave., 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 


large 


1949 Rocket V-8 engine. 
less carburetor, starter 
Steele Motor Company, 
Chicago 47, IIL 


Wholesalers: We Are Quantity 
Shippers . . . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Phone WAbash 1030 
CHICAGO §, ILL. 





WILL TRADE 





FOR SALE OR TRADE for late model 
car, Very scarce, very fine, very high 
performing 6 cylinder front wheel drive, 
4 wheel torsion bar suspension, French 
Citroen, In perfect condition throughout. 
All new tires and battery, For the sports 
car enthusiast or engineer who wants 
something different, Step-down-in body. 
All newly upholstered and trimmed. For 
information call or write Richard H. 
Haynes, 2139 Book Building, 
Mich., CAdillac 9085, 


Detroit, 


NEW LINES WANTED 


EXPERIENCED BOSTON automotive job- 
ber salesman interested in product to 
be distributed in New England, Willing 
to invest cash or will consider arrange- 
ments for initial warehouse stock, Would 
like sole distribution in territory to be 
covered by our salesmen, Your product 
will be our exclusive item, Answer Box 
3219, c/o Automotive News, Detroit 26. 


67 


SHOP EQUIPMENT FOR SALE 

DIEBOLD MOTORIZED, Cardineer parts 
inventory control cabinet with card-o- 
guides, Used 3 months, Bargain 
Bauer-Harrington, Inc., 2101 Ma n 
Ave., Toledo, Ohio. 

TIRE RECAPPING EQUIPM@NT. Ali 
equipment including passenger and truck 
recapping molds, vulcanizers, boiler, buf- 
fer, etc, (not the building.) Most modern 
recapping plant in the middlewest for 
sale as a complete plant, Allen Motor 
Co., 1000 2nd Ave. E., Cedar Rapids, 


FOR SALE 


Complete Ford engine rebabbitting out- 
fit, furnace, jigs and boring, all $100. 


Also 
SIOUX VALVE GRINDER, $95 


Randall & Blakely, Inc. 


Griffin, Georgia 


MISCELLANEOUS 


FOR SALE—One new Federal truck sign. 
12% foot vertical type fully electric. This 
sign never removed from factory crate. 
Mfg. by Walker Co., Price F.O.B, Al- 
toona, $320. Any reasonable offer not 
refused, Zeigler Motor Co,, 400 E. Plank 
Rd., Altoona, Pa. 


SNAP ON 
CONVERTIBLE TOP COVERS 


Translucent plastic fabric. Easily installed with 
clip-on snap fasteners. Custom styles for all 
convertibles, Retail $19.50 each. Dealer's 
price $13. Ask your accessory jobber or 
order direct. Satisfaction guaranteed. 


J. VASSAR & COMPANY 
Cleveland 5, Ohio 


ATTENTION, CHRYSLER DEALERS! — 
Immediate delivery approved combination 
parts control desks. Hold 6,500 inventory 
control cards (5” x8”) or 13,000 price 
and location cards (3%” x3%”). Desk 
includes four adapters for filing P & L 
cards. Rear cards easily reached while 
seated. Convenient shelves. Hardwood 
and plywood construction. Olive green 
finish, Dimensions: length—60”; width— 
27”; height—31”,. $57.50—tf.o.b. Detroit. 
THE SPERBER MFG. COMPANY, 1815 
Trombly Avenue, Detroit 11, Mich. 
Phone, MAdison 4290, 


ENGINE REBUILDING — Crankshaft 
grinding and _  metalizing. John P. 
Hughes Motor Co., Inc., 300 Commerce 
St., Lynchburg, Virginia. 


Tow Bar Sales Company 
Direct Factory Distributors 
100 So. CLINTON ST. CHICAGO 6, ILL. 
DE 2-0700 - AN 3-8888 - DO 3-8373 





Maney Motor Co. Auto Auction 


DEALERS ONLY 
Sales Start at 12:00 Noon (C.S.T.) 
Weekly Prices Mailed on Request 


Every Thursday 
MURFREESBORO, TENN. 
Phone 111 


Every Friday 
HUNTSVILLE, ALA. 
Phone 3188XJ 


Member: NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, INC. 


AUTO AUCTION 


IN THE HEART OF THE NATION - - - 


11:30 A.M. 


Call us for Hotel Reservations: 


EVERY TUESDAY 


FORT WAYNE, IND. 


Bring your cars or send them Monday, Monday Nite 
or Tuesday A.M. Our guarantee: You must be satisfied. 


EASTBROOK 1254 


FORT WAYNE 


AUCTION CO. 


(WEBSTER-MARKER MOTORS) 


Owners: CARL E. MARKER - DENZIL V. WEBSTER 


COL. CARL E. MARKER, COL. 


324 W. MAIN ST. 


HAROLD STRAIT, Auctioneers 
FORT WAYNE, IND. 


Prove It By Making Use of Our No Risk Offer and Using It On 
Those Ordinarily Hard to Wash, Maroon or Black, New Cars. 


YOUR JOBBER HAS IT OR CAN GET IT ; 
Those dealers who are really on the job and want to make use of modern materials 
in their most effective combination and form do not have to wait until our factory 
representatives call in their territory. For them we are making this no-risk offer: 
Send $1 check, money order, cash or, if you prefer, send your purchase order number. 
By return parcel post, we will send | pint "Gloss Wash" and one specially treated 
"Gloss Wash" cloth. Wash several cars with it—if not entirely satisfied, return un- 
used portion and we will return $2 plus your postage. Your business stationery must 
be used to get this offer; DO NOT DELAY! This offer expires July 25, 1949 
USE THE BEST — IT COSTS LESS 


BOYLE CHEMICAL COMPANY 


4101 NORTH VINCENT AVENUE MINNEAPOLIS 12, MINNESOTA 


You Bring 'Em — We Sell ‘Em! 
Phone — Lanc. 2-7740 


Lancaster Auto Auction 


! 
1006 N. Prince St. 1 
LANCASTER, PENNSYLVANIA 
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NEW SUBSCRIPTION ORDER 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached [] or send bill [] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


ANTIQUE CARS FOR SALE 

1914 J. I. CASE TOURING CAR. Perfect 
condition, New tires. $450. R. D. Boone, 
2730 E. 62nd., BR. 3381, Indianapolis, 
Ind, 

1916 BUICK TOURING CAR. Light six. 
Perfect condition. New tires $750, R. D. 
Boone, 2730 E. 62nd., BR 3381, Indian- 
apolis, Ind. 

1915 FORD ‘‘T’’ roadster; runs good, nice 

tires and top, $250. 1921 Ford ‘‘T’’ 

roadster, almost new, has combination 
body, $175. Will sell pair for $350. Jim 

Utterback, Brewer, Maine. 


BUSES FOR SALE 
New 


FORD, 30-passenger school buses. 
November, 1945. Used very little by pri- 
vate school, Perfect condition. Sieve & 
Lange, 3741 Warsaw Ave., Cincinnati, 
Ohio. 

NEW 1948 CHEVROLET 24, 30, 36, 42, 48 
and 654-passenger school buses with 
Wayne bodies, priced below dealer net 
cost. Priced for quick sale. Hudson 
Body Company, Dallas 9, Texas, 

TRUCKS WANTED 

TRUCKS WANTED. Dodge power wagon, 
4 wheel drive equipped. Cash, dealer's 
cost. Send full particulars. Marson 
Motors, 576 Hempstead Turnpike, West 
Hempstead, N. Y. 








DANVILLE, PA. 


RSEHEADS, WN. ¥. 
-_ RIDAY EVERY WEDNESDAY 


EVERY FRIDAY 


THESE TWO AUTO AUCTIONS LEAD THE WAY 
FOR QUICK ACTION! 


YOU WILL ALWAYS FIND PLENTY OF MERCHANDISE 
* AT BOTH AUCTIONS 


- - - DEALERS ONLY - - - 


Horseheads, N. Y., is located adjacent to Danville, Pa., is 75 miles North 
Elmira, N.Y., on three railroads and airlines. of Harrisburg, Pa. 
FREE TRANSPORTATION FROM TRAINS AND AIRPORTS AT ALL TIMES 
Inside Sales Pavilions with Modern Restaurants 
RONALD D. WEST, Owner - - - TEX RICKARD, Auctioneer 


Street Address 


TRADE CONNECTION: 


Truck Dealer [] 
Insurance (] Financial [1 


Manufacturer [) 
Supplier 0) 


Car Dealer () 
Jobber [) 
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